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Time to get on the mark for the 
half of the ’49 race. 


Consumer income is around 12 
times consumer debt compared 
with 8.8 to 1 in 1939. 


* + * 


'§ The Administration's persistent 
'® “red herring” attitude on Commies 
@ in government posts sure sounds 
fishy, in view of recent develop- 
ments. 

+ * oa 


The slogan for the Mason car 
early in the century was “The 
Hill Climber.” Ohio Electric Co. 
said its job was as “Silent as the 
Wings of Time.” 


* * * 


Getting There 
The amendment limiting the 
President to two terms has been 
ratified by 23 states. The necessary 
® 36 is not expected until 1951 legis- 
| latures have convened. 
; = + - 


3 Potential Customers 


_ Of the 2.4 million students at- 
'@ tending 1,788 colleges during the 
past school year, 320,000 were grad- 
uated. 


Tiny Tacoma (Wash.) Catholic 
, eee college sent seven to seek 
-_) goals, while big New 
: > fork University graduated 47,647 
_job aspirants. More than half are 
|| veterans. 


Income Off Again 

Personal income declined to an 
annual rate of $213.7 billion in 
' April, $1 billion below the March 
level, although 2% percent higher 
than in April, 1948, the Office of 
Business Economics, Department 
of Commerce, announces. This was 
‘the fourth consecutive month in 
which personal income declined. 
The decline in April stemmed 
from lower farm income. Non- 
agricultural income was approxi- 
mately stable, with small declines 
in transfer payments and divi- 
dends offsetting an increase in 
Wage and salary receipts. 


Going Up... 
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Sparks | Qufput Soars to 20-Year High 


With Week’s Total of 138,197 








THE NATION'S FIRST MAJOR POSTWAR AUTO SHOW IN PHILADELPHIA—Staged by ; 
it attracted al kers was hailed as one 


the U. S. Sponsori anes 
paid admissions, well ahead fn the last show in 1939. See story on page 14. (Photo 


the Philadelphia Auto Trade Assn. 
= the most elaborate ever held 


40,000 
by Philadelphia Evening Bulletin.) 


Sloan, Wilson Optimistic 
But Eye Storm Signals 


By Pete Wemhoff 
Editor, Automotive News 
ENERAL MOTORS’ top officials 
see “no tangible evidence of a 
serious recession” but storm sig- 
nals are being watched closely, 400 
Motors Holding division “alumni” 
dealers were told in Detroit last 
week, 

The dealers, hailing from every 
section of the U. S. and Canada, 
honored GM Chairman Alfred P. 
Sloan and Director Donaldson 
Brown for their “loyalty, wisdom 


Car Production Estimates 
By Automotive News 














(U. S. PRODUCTION ONLY) 
Week Jan, 1 dan, 1 
Ended Same Ended Total to to 

June 18, Week, Junell, June, June 19, June 18, 
1949 1948 1949* 1949 1948* 1949* 
CHRYSLER .......... 21,359 18,257 26,360 63,254 332,989 442,097 
Grpeler ............ 3,753 2,802 3,501 9,066 48,285 58,333 
BOD occ tcc ceeves 2,586 2,176 2,438 6,451 37,194 44,369 
MEE bekcbececcssse 7,379 4,968 95,978 105,743 
Plymouth ........... 7,691 83816 13,428 29,152 151,582 233,652 
SRG ai che sccesee's 24,927 18,787 18,962 40,044 282,465 422,227 
MEN Seis eS ces sets’ 19,638 8,683 11,441 31,559 168,638 332,719 
a NVaeehenn cts 706 48=: 1,824 547s «1,606 «=: 12,673 =: 14,798 
Bs eacse’ cat 4,588 38,730 1,974 6,879 61,154 74,710 
GENERAL MOTORS . 50,758 24,099 49,863 131,046 736,040 958,972 
MN nc dsacesss vse 8,661 2,826 8,882 22,798 128,185 186,328 
imussdce hb 1,854 .... 1,859 4,825 26401 40,958 
Chevrolet .......... 26,088 17,198 25,264 871,006 461,391 
Oldsmobile ......... 6,312 2,029 6,858 16,324 91,617 128,201 
SET eka ncussssns 7 7,500 20,141 118,881 142,094 
KAISER-FRAZER 2,365 4191 1,815 5,678 39,590 34,153 
Serre 198 =: 1,408 197 443 33,469 5,653 
NONE oot cee ccces 2,167 2,783 1,618 5,235 56,121 28,500 
-CROSLEY ........... 244 690 231 651 14,316 5,392 
ee 3,179 $563 2517 7,512 66,984 80,630 
Sinks dapBaevedes 4,044 2,312 4,019 10,090 64,009 70,139 
PACKARD ........... 1,425 2,104 2,830 5,966 40,991 44,836 
STUDEBAKER ...... 5,08 8,839 5,106 138,257 79,589 102,762 
EY <ivi0s 6s c0en0c% 1,019 209 903 2,406 14,593 14,208 
Total Cars, U. S. °<.114,370~ 73,001 107,606 279,904 1,671,566 2,175,416 

*Station wagons and selon Revised. 





™ (ee -TrucR Table on Page 41) 


and foresight” in establishing Mo- 
tors Holding 20 years ago to offer 
financial assistance to dealers. 
Sloan declared that the nation 
is simply dropping to a lower 
economic level in orderly fash- 
ion, but warned that “we might 





A. P. Sloan jr. Donaldson Brown 


frighten ourselves into a depres- 


sion.” He said he believes the 
stock market is going counter to 
general economic conditions be- 
cause of uncertainty over what 
Washington may do regarding 
business. 

“But,” Sloan said, “if business 
goes down too far, the government 
will step in and do things we don’t 
want.” 

* * + 
RESIDENT C. E. WILSON, 
seconding Sloan's. declaration 
(Continued on Page 42, Col. 1) 


would reach 








| Rising Expenses 
Call for Close 
Dealer Control 


Eprror’s Note: With dealer ex- 
penses up 200 percent since 1945, 
business management has become 
the No. 1 item in importance 
today in auto dealershins—both 
in prewar-vintage establishments 
and those started since the war. 

In this special series of articles, 
of which this is the first, J. B. 
Van Tassel—a veteran dealer 
business consultant and conduc- 
tor of the Dealer Business Coun- 
sel column in Avuromorvs News 
for the past several years—dis- 
cusses the fundamentals of busi- 
ness management from the deal- 
er’s side. 


By J. B. Van Tassel 


us NEED for business manage- 
ment on the dealer’s side of the 
fence is probably greater today 
than it has ever been in the past. 
It is the No. 1 item of importance 
in a dealership today. 

Why do I refer to business man- 
agement on the dealer’s side of 
the fence? Because there are two 
sides to this dealer business man- 
agement program: (1) The factory 
uses a dealer business management 
program as a sales tool to get deal- 
ers to sell more merchandise; (2) 
the dealer should use such a pro- 
gram to help control expenses, 
hold down costs, keep financially 
liquid and make more money. 

Of course, the two best ways 

(Continued on Page 41, Col. 1) 







June May Bring 
603,000 Units 


3,000,000 Vehicles 
Likely by July 1; 
Second Half in Doubt 


By Bernie Thomas 
Associate Editor 

RODUCTION of cars and trucks 

in U. S. plants last week soared 

to a total of 138,197 units, the high- 
est level in 20 years. 

Not since May, 1929, had so many 
vehicles been assembled in a single 
week, and prospects were that this 
week’s volume would even be 
slightly higher. 

Included in last week’s record- 
proportion total were an estimat- 
ed 114,370 cars and 23,827 trucks. 
The previous week’s effort, on 
revision, showed 107,606 cars and 
22,557. trucks for a total of 130,- 


The previous high week in U. 8. 
plants this year was the period 
ended Apr. 23, when 134,449 units— 
108,848 cars and 25,601 trucks— 
were built. 

a e 

ESPITE labor trouble which 

affected Plymouth and Pack- 
ard operations last week, there 
were favorable indications that U.S. 
plants would manage to turn out 
slightly more than 3,000,000 ve- 
hicles this year before July 1. 

One of the most favorable fac- 


ters was the postwar high pro- 
(Continued on Page 41, Col, 4) 


Top Cars 


New- -car registrations for 
three months, plus 42 states for 


1948 Pos. 
146,322— 2 
230,429— 1 


Make 
Ford 
Chev. 
Plym. 
Buick 
Pontiac 
Olds. 
Dodge 
Stude. 
Mercury 
Hudson 
Nash 
Chrysler 


43,612— 8 
30,309—13 
33,292—11 
36,490— 9 
33,305—10 
19,071—16 
25,171—14 
14,526—17 
31,095—12 
4,829—20 
20,363—15 
8,950—18 
6,940—19 
Anglia-Pref. 
Austin 2,214—21 


Total All Makes 
1,191,432 1,081,266 
For further details see page 

20, today’s issue. 








Stiffer Terms on Used Cars 


By Bob Gordon 
Associate Editor 
;UNANCE institutions are impos- 
ing stricter terms on used cars 
than permitted under Regulation 
W, a check by Avromorivs News 
reveals. 

Whatever use Regulation W 
had in holding down the used- 
car market has disappeared, it 
was indicated, 

The only cars which the majority 
of companies will finance for the 


maximum figure recommended in 
the guidebooks are 1949 models and 
“popular models” of 1948 vintage. 
Some firms will allow only 90 
percent of recommended maximum 
loans even on the so-called popular 
models made in 1948, The same 


In This Issue 


Registrations, Prices 


Used-Car Auctions. e's 
Production by Makes. 





figure is generally applicable to 
1947 models, while the percentage 
drops to 80 on 1946 automobiles. 


PREWAR sakosmeninin are regard- 
ed as the poorest risk. Virtually 
all of the companies interviewed 
said .they would prefer not to 
finance such models at all. They 
do so because competition forces 
them and because they want the 
goodwill of customers. 
(Continued on Page 31, Col. 1) 
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8 Indicted Officials Surrender .. . 
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Tucker Trial Due in Fall 


CHICAGO.Several develop- 
ments and predictions followed last 
week in the wake of the federal 
grand jury’s action June 10, re- 
turning indictments against Pres- 
ton Tucker, president of Tucker 
Corp., and seven others on 25 
counts of using the mails to de- 
fraud, five for Securities and Ex- 
change Commission violations, and 
one for conspiracy. The trial is 
expected to start in the fall. 

Shortly after the indictments 
were returned, Tucker Corp. 
stock was dropped off the quo- 
tations list. 

Indicted with Tucker were Har- 
old A. Karsten, alias Abe Karatz, 
described as a promoter who has 
served an Illinois prison sentence; 
Floyd D. Cerf, who headed the 
syndicate which sold the Tucker 
stock issue, and Robert Pierce, 


Fred Rockelman, Mitchell W. Du- 

lian, Otis Radford and Cliff Knoble, 

former company officials. 
Wednesday was marked by the 


surrender in Judge Sullivan’s court 
of Tucker, Pierce, Rockelman, Du- 
lian, Radford and Knoble, whose 
pleas for lowered bonds were 
granted, The reductions were from 





Back Teen Safety Drive, 


Chevrolet Dealers Asked 

DETROIT.—Cooperation of all 
Chevrolet establishments in the 
Inter-Industry Highway Safety 
Committee’s campaign to reduce 
traffic accidents among teen- 
agers is urged by T. H. Keating, 
general sales manager. 

In a letter to dealers, Keating 
suggested they take the lead in 
their respective communities to 
make the program effective. 

Basically, the committee’s plan 
calls for signed pacts between 
young drivers and their fathers. 
The teen-agers agree to abide by 
certain safety regulations in ex- 
change for use of the family car. 





CHRYSLER'S 1949 CONVERTIBLE COUPE MAKES ITS BOW—The New Yorker model accom- 


ssengers comfortably. 


modates six 
uid drive transmission. 


Prestomatic 


lt is on a longer 131'/-inch wheelbase and has a 
The convertible coupe is available in 14 body colors 


and six types of upholstery. The top can be raised or lowered in |5 seconds or less through 
the electro-hydraulic top mechanism, actuated by a 6-8 volt DC electric motor in the rear 
trunk. The two-directional switch on the dashboard starts the electric motor, which operates 


@ rotary pump that in turn pumps hydraulic 
the lifting cylinder, according to the company. 


NADA Eyes 


Executive Board to 





WASHINGTON.—Just what part 
NADA will play in the September 
retail automobile trade practices 
conference called by the Federal 
Trade Commission will not be 
made known until after the organ- 
ization’s executive committee meets 
here June 22-23, a spokesman told 
AvuTomoTIvE News late last week. 

The FTC notification of the con- 
ference is now in the hands of 
NADA’s Public Affairs Committee, 
of which former President William 
Mallon is chairman. 

A study of the matter by Mal- 
lon and members of his group 
is expected to be completed in 
time for the Executive Commit- 
tee meeting and policy recom- 
mendations made. Until then no 
NADA statement will be issued, 
the spokesman said. 

In a matter of such vital impor- 
tance to all the retail automobile 
dealers of the country, he stated, 
it is felt that there should be no 


Goodrich Matches 
Other Tire Firms’ 


Price Reductions 


AKRON.—Following the current 
trend of price reductions on pas- 
senger tires, B. F. Goodrich Co. has 
cut its conventional first line tires 
7% percent and its premium and 
low-pressure tires 5 percent. 

Goodrich, the last major company 
to reduce prices, like the others, 
also cut tube prices 7% percent. 

The price-cutting wave was 
touched off by Goodyear and fol- 
lowed by United States, General, 
Firestone and Lee tire and rubber 
companies. 

The Goodrich drop brought the 
Silvertown 6.00-by-16 down to 
$14.75 from the former price of 
$15.95. No price lowering is being 
made on truck, farm, industrial or 
airplane tires, Goodrich announced. 

Price reductions on passenger 
tires and tubes averaging from 5 
to 7% percent were announced by 
Seiberling Rubber Co. 








fluid through valving to one side or other of 


‘Pack’ Quiz 


Decide Parley Role; 





Mason Explains FTC Views 


views expressed by the national 
organization until after complete 
discussion, study and decision by 
the Executive Committee. 

NADA pointed out that the FTC 
broke a precedent in ordering the 
hearing on its own initiative. The 
commission traditionally has called 
hearings only on petition from out- 
side groups. 

Meanwhile, the conference key- 
note was sounded by acting Chair- 
man Lowell Mason of the FTC in 
an address before the Assn. of 
Better Business Bureaus at La 
Jolla, Calif., last week. 

A rough draft of Mason’s talk 
was made available to AuToMoTIVE 
News at FTC headquarters here. 


Here are, in part, some of the 
highlights: 
“For some time the Federal 


Trade Commission and people gen- 
erally have been concerned over 
the imposition of hidden finance 
charges upon the purchasing pub- 
lic. Automobile trade associations, 
financial conferences, as well as 
individual members of these 
groups, have tried in vain to find 
an overall solution to the problem. 

“Let it be understood at the out- 
set that we have no quarrel with 
the doctrine accepted by the courts 
that the seller of an automobile 
may name a greater price when he 
sells on time than when he sells 
for cash. | 

“If an auto dealer wants to give 
his cars away and make his living 
as a “note shaver,” it’s all right 
with me, provided, of course, that 
he tells his customer ‘the truth. 
The Federal Trade Commission 
just doesn’t like sales transactions 
clouded with deceit. I am told the 
practice is widespread but by no 
means universal, for there are 
many automobile dealers who dis- 
dain to use subterfuge in exacting 
cash from their customers. | 

“Besides those who refuse to 
accept secret kickbacks from 
finance companies, there are a 
considerable number of dealers 
who dislike the practice, but are 


persuaded to accept what they 
(Continued on Page 39, Col, 1) 





for Karsten, Rockelman, 
Radford and Knoble. 


Calif., was still to be accounted for. 
After four days of silence, U.S. 


“there are a few people in high 
places who are tools of vested in- 
terests—who for certain reasons 
will sell the foundations of our 
democracy down the river; there 
are political connections as well 
as competitive alliances working 
against us.” 

Kerner replied by inviting 
Tucker to appear before the new 
grand jury and be specific, stat- 
ing that he will give Tucker the 
“fullest cooperation and consider- 
ation if he could show any evi- 
dence of wrongdoing on the part 
of businessmen or government 
officials.” 

Norman Nachman, attorney for 
the trustees, at the same time 
singled out the Ypsilanti phase of 
the grand jury indictments by stat- 
ing that “if it can be established 
that Ypsilanti Machine and Tool 
Co. was used as a medium to 
siphon off the assets of the Tucker 
Corp., it is the function of the 
trustees to go after Ypsilanti to 
recover these assets for the Tucker 
Corp.” 

Declaring that no reorganization 
plan of any value has been pre- 
sented to, or drafted by, the trus- 
tees, Nashman added that a feasi- 
ble plan, if any, must at least 
await a financial audit and an en- 
gineering survey now under way 
with approval of Federal District 
Judge Michael L. Igoe. 

Maximum penalties for each of 
the men upon conviction would 
amount to 155 years’ imprisonment 
and $60,000 in fines, broken down 
as follows: 

Five years and/or $1,000 fine for 
each of the 25 mail fraud counts; 
five years and/or $5,000 fine for 
each of the five SEC violations, 
and five years and/or $10,000 fine 
on the conspiracy count. 

Headed by U. S. Attorney Otto 
Kerner jr., the staff handling 
presentation of the case for the 
government to the grand jury 

(Continued on Page 34, Col. 1) 


Next Parts Show 
In Philadelphia 
Delayed Till 51 


PHILADELPHIA, — A decision 
not to hold a Middle Atlantic Re- 
gional Automotive Show in Phila- 
delphia next year was announced 
last week by Charles H. Bauer, 
secretary of Middle Atlantic Re- 
gional Automotive Show, Inc. 

However, Bauer added that plans 
for 1951 definitely call for a show 
in Philadelphia. 

Commercial Museum, ssite of 
last month’s automotive show, has 
been reserved for March 27-30, 
1951, when its 70,000 square feet of 
exhibition space again will be avail- 
able to automotive manufacturers 
and jobbers, Bauer said. 








SOME ALUMNI OF MOTORS HOLDING—A 
in business by General Motors Holding division visited Flint prior to a general meetin 
all M-H alumni in Detroit last week. At the Buick plant they heard talks by Ivan L. 
general manager, and O. L. Waller, general sales manager, and previewed the new Riviera 


which goes into production next month. Aft lunch are, 
Newport News, Va.; Wiles; J. H. Butts, Wichita, Kans.; Aubrey Perry, Norfolk, Va.; C. Mark- 
Perry, Norfolk, son of Aubrey Perry. 


land Kelly, Baltimore, and A. H. 





$25,000 to $10,000 for Tucker, Pierce 
and Cerf, and from $10,000 to $4,000 

Dulian, 
Karsten, 
whose home is in North Hollywood, 


Attorney Kerner took notice of 
charges in Tucker’s statement that 

















































ELECTED BY MASSACHUSETTS DEALERS—Here are the 1949 officers of Massachusetts State 
Automobile Dealers Assn. They were chosen at the ninth annual meeting in Boston. Rear 
(left to right): James M. Hamilton, second vice-president, Worcester; Bill Plunkett, manager, 
Wollaston; Earl J. Bemis, assistant treasurer, Pittsfield, and C. Norman Fay, clerk, Boston. 
Front (left to right): Harold J. Moye, first vice-president, Quincy, and John J. Cahill, presi- 
dent, Newtonville. Not shown is Robert B. Kayser jr., treasurer, Boston. 


Dealer Wage-Hour Surveys 
Aid in Labor Relations 


By Mac Gordon 
Associate Editor 


STATISTICS are helping new-car 
7 dealers to stave off encroach- 
ments attempted by labor unions. 

Facts and figures rounded up in 
surveys by new-car associations 
are reportedly proving increasing- 
ly helpful to dealers in the formu- 
lation of their employe relations 
policies. 

Just recently, the Massachu- 
setts State Automobile Dealers 
Assn. became the third state as- 
sociation since the war to com- 
plete a wage and hour survey of 
its members. Results of similar 
questionnaires were announced 
last year by the Pennsylvania 
and Indiana groups. 








steel union is pressing for exten- 
sive social security concessions in 
negotiations with U. S. Steel, in- 
dustry pattern-setter. 
+ + og 

EALER surveys on employe 

policies are valuable, labor at- 
torneys and association managers 
say, because they keep the deal- 
ers abreast of trend directions in 
respect to wages, hours and work- 
ing conditions. 

Divide and conquer is an old 
organizing strategem in unionism, 
it is pointed out. Dealers with em- 
ploye programs weaker than oth- 
ers in the same city or state are 
considered more liable to be 
“picked off” by union organizers. 


“Dealers who bring their labor 

















Association managers report that 
knowledge of trends in the back- 
shops is proving of great assis- 
tance to their members, particu- 
larly the wartime and postwar 
newcomers, in the face of stepped- 


relations up to the prevailing 
average level generally have 
nothing to fear from the organ- 
izers,” one dealer labor attorney 
in the Midwest contends. “Close 
attention to the surveys that al- 




















(Continued on Page 38, Col. 3) 


AMA Reelects 


George Mason 
As President 


DETROIT. — All officers of the 
Automobile Manufacturers Assn. 
were reelected at the AMA annual 
meeting held last 
week at the De- 
troit Golf club. 

They are George 
W. Mason, Nash- 
Kelvinator, presi- 
dent; H. S. Vance, 
Studebaker, and 
E. J. Bush, Dia- 
mond T Motor, 
vice - presidents; 
M. E. Coyle, Gen- 
eral Motors, sec- 
retary; George T. 
Christopher, Packard, treasurer; 
Alfred Reeves, advisory vice-presi- 
dent, and William J. Cronin, man- 


up labor unionizing drives (see 
Automotive News, June 13.) 
+ * * 

N DETROIT, meanwhile, all was 

quiet in the Ford wage and con- 
tract negotiations, with less than 
a month remaining until the July 
15 deadline for contract expiration. 

Ford and UAW-CIO negotiations 
have been meeting on a three- 
times-a-week schedule, but this is 
likely to be stepped up as the dead- 
line approaches. 

The July 15 date will fall dur- 
ing a time of extreme impor- 
tance to the union, for it will 
then be holding an international 
convention in Milwaukee. The 
officer slate, headed by President 
Walter P. Reuther and Secre- 
tary-Treasurer Emil Mazey, will 
be seeking reelection at the con- 
vention. 

Economic demands were to be 
submitted to Chrysler Corp. last 
week, coincident with the one-year 
wage reopening deadline of the 

Chrysler contract. The UAW and 








Geo. W. Mason 


Packard were also conducting |~~. i 
wage negotiations. aging director. 
Contracts between the major The following directors, whose 


term of office expired, were re- 
elected: A. Edward Barit, Hudson; 
Bush; Coyle, and K. T. Keller, 
Chrysler. E. D. Bransome, Mack 
Trucks, was elected to the board 
to succeed C. T. Ruhf. 

Other directors include Robert F. 
Black, White Motor; Christopher; 
B. E. Hutchinson, Chrysler; Mason; 
P,. V. Moulder, International Har- 
vester; Vance, and C. E. Wilson, 
General Motors. Alvan Macauley, 
former chairman of Packard, is an 
honorary director, 

George Romney, former manag- 
ing director of AMA and of the 
Automotive Council for War Pro- 
duction, was presented by the di- 
rectors with a framed engrossed 
parchment containing a resolution 
of appreciation for his eight years 
of service with the two organiza- 
tions. The presentation was made 
by Hutchinson. Romney is now 
assistant to Mason at Nash. 

Guest speakers were David Law- 
rence, Washington columnist, edi- 
tor and publisher, who spoke on 
“Current Problems,” and Leonard 
E. Read, president, The Foundation 
for Economic Education, whose 
subject was “Table Stakes.” 


steel mills and the CIO United 
Steelworkers will also lapse July 
15. President Philip Murray of the 


group of Buick dealers who were established 

of 
iles, 
H. 


rom the left center: N. Allen, 
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Dealers tell me 


By John O. Munn 


(The opinions expressed herein are those of Columnist 
Munn and are not necessarily those of Automotive News). 


NDIVIDUALS are fast getting 

out of the used-car business. 
Few of them attempt any longer 
to make a direct sale. It izn’t prof- 
itable any longer for an owner to 
sell direct. Therefore, more cars 
are coming to dealers as tradeins. 


Many buyers expect an unrea- 
sonable price for their used cars. 
They paid high prices during 
wartime and they sold their pre- 
vious cars at fictitious prices. All 
of them realize that, when they 
took the profit on their old cars, 
some day they would be called 
upon to take a loss. Individual 
owners aren’t in the market 
every day. Therefore, they don’t 
realize that used-car prices have 
dropped. In other words, they 
are not psychologically condi- 
tioned to take the loss now. 
That’s the reason why a lot of 
dealers are sharpening up their 
sales technique on selling a fair 
used-car allowance to the custom- 
er. Experienced dealers and sales- 
men will remember that selling the 
used-car allowance is the most im- 
portant step in any sale. The need 
for the employment of a good sales 
technique on the used-car allow- 
ance has not existed for seven 
years. 

But it’s just as important now 
to satisfy the customer on the fair- 
ness of the allowance you offer. 

* * * 


Build Up Confidence 
XPERIENCED salesmen will 
remember that a_ successful 

practice was to start out with the 


Chicago Show 
Deferred Until 
Next Feb. 18-26 


CHICAGO.—The 42d annual Chi- 
cago automobile show, originally 
set for Nov. 4 to 12, has been post- 
poned until next Feb. 18 to 26, in- 
clusive, it was announced last week 
by the Chicago Automobile Trade 
Assn., which sponsored the classic 
from 1935 until the last prewar 
show in 1940. 

A statement by James F. Mc- 
Manus jr., show committee chair- 
man, explained that the shift has 
been made necessary in the main 
by the fact that the general con- 
tractor is committed otherwise be- 
tween now and the original show 
dates but will be able to handle the 
show for the new dates. 

McManus added that the associa- 
tion has been successful in arrang- 
ing for the International amphi- 
theater for the February show. 
This building, ideal for showman- 
ship and display in combination, 
was the scene of past shows under 
CATA sponsorship, he noted. 

“Putting together this mammoth 
show is a big undertaking, and we 
will be able to do a better job by 
reason of the later dates,” Mc- 
Manus said. 

Other members of the show com. 
mittee include Frank H. Yarnall, 
James F. Goodwin, Ralph Scheu 
and M. F. McCarty. All of them 
are directors of the association, as 
is McManus. 
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advertised price that each car is 
being offered for in the local pa- 
pers. The customer sees’. such 
prices every day. To start at the 
top. establishes the confidence of 
ithe customer because the law of 
supply and demand, and not you, 
establishes the price. 

This naturally is the value of 
the car in saleable’ condition. 
Therefore, the salesman rides with 
the customer in the old car to de- 
termine what repairs are necessary 
before the car can be put into a 
saleable condition. The estimated 
cost of repairs are then deducted 
from the advertised price. In addi- 
tion to the cost of repairs, another 
15 percent usually is deducted for 
the cost of handling. 


New salesmen need to be in- 
formed, and experienced sales- 
men need to review these costs 
in case the customer asks us 
about them. 

First, there is the cost of the 
salesroom or lot for displaying the 
ear. Cost of advertising to bring 
it to the attention of buyers. There 
is a commission for salesmen. The 
cost of a used-car guarantee must 
be covered. Clerical help is needed 
to record information essential to 
the transaction. 

* + + 


Use as Evidence 


— is a contingent liability 
of the dealer when the car is 
sold on time payment. There is 
the expense of handling and re- 
conditioning another used car if 
one is taken in on trade. The deal- 
er loses interest on his investment 
up until the time the car is sold. 
There is demonstration expense, in- 
cluding gas and oil. There is the 
cost of licenses to operate the used- 
car business. Porters are employed 
to keep cars clean. There is insur- 
ance cost while it is in the dealer’s 
possession. 

All of these expenses, when the 
fair allowance is being sold, 
should be used as evidence to 
support a fair price. Remember, 
the customer isn’t in the busi- 
ness. He doesn’t know these 
costs. He has to be told. If we 
don’t support our proposition 
with evidence, then he feels we 
are unfair. 

Someone said if we tell half of 
our sales story, we get half of our 
price. Prospects won’t understand 
unless we tell. Each sale must be 
managed by the salesman, not by 
the prospect, if it is to be suc- 
cessful. 





Miami Dealers 
To Talk Taxes 





At Forum Series 


MIAMI, Fla.—Cecil P. Holland, 
taking charge of his first Miami 
Automobile Dealers Assn. meeting 
since his election as president, laid 
the groundwork for a series of 
forums to discuss tax problems 
prior to the special session of the 
Florida legislature which will con- 
vene later this year. 

Although assurances have been 
given that a proposed 3 percent 
transactions tax will not apply to 
the automobile trade, both Holland 
and R. W. Pierce, member of the 
board of governors, cautioned 
against indifference on the part of 
dealers. 

Pierce pointed out that should 
the proposed tax be imposed upon 
new car sales, dealers stood to 
suffer a $1,500,000 bite out of their 
gross revenues. 

The dealers association hope to 
have the entire Dade county legis- 
lative delegation at a meeting prior 
to the special session when tax 
matters will be threshed out. 

President Holland announced the 
following committee chairmen: 





Dealer relations, Jack Zeder; public 
relations, C. B. Tutan; trucks, Ed- 
ward Freeman; finance and insur- 
ance companies, Robert McGahey, 
and U-Drive-It relations, Paul 
Cooper. 


RECORD MINNESOTA BOARD SESSION—For the first time, all members of the executive 
committee of Minnesota Automobile Dealers Assn. attended a meeting. The photo was taken 


by Glenn Atcheson, general manager of the association. 
Baldwin (Dodge), Winona; Chris Rinkel (Chevrolet), Thief River Falls; 
DeSoto), St. Paul, and Victor Giere (Dodge), Willmar. 
Chevrolet), Pipestone; Herman Miller (DeSoto), president of MADA, Mankato; 
George F. Ziesmer (Ford), president of National Auto- 


St. Paul; Norbert Kopp 
Herb Dibble 
Alfred Sonju (Ford), Two Harbors; 


Front row _ to right): Cec 
eorge Buck (Ford), 


Back row: 


mobile Dealers Assn., Mankato, and Bernard Lindahi (Oldsmobile), Minneapolis. 


Dealers’ Good Deed 


St. Louis Rallies Behind James to Open 


Boy’s Town 


ST. LOUIS.—When Boy’s Town 
of Missouri opens this month, it 
will be the realization of a young 
St. Louis auto man’s dream to aid 
delinquent boys. 

Lt. Comdr. Bill James, now gen- 
eral manager of South Side Chev- 
rolet Co., was thrown into the At- 
lantic when his ship was torpedoed 
in 1942. He and eight others man- 
aged to get on a life raft. 

But then the German sub 
emerged and machine-gunned six 
of the men. James and one com- 
panion were left. He then told 
his mate that if he got back he 
was going to do something 
worthwhile for the kids. He got 
back and Boy’s Town is the re- 
sult of his promise. 

It took time to formulate plans 
for his idea, so meanwhile James 
spent his time aiding police and 
welfare workers in treatment of 


Dallas Requires 
Dealers to Post 


Bond, License 


DALLAS.—The city of Dallas is 
now requiring the bonding and 
licensing of new and_ used-car 
dealers since Judge Jack Thornton 
dissolved a temporary restraining 
order against the city. 

The order had been in effect since 
last September and had forbidden 
the city to enforce an ordinance 
calling for licensing dealers who 
sell more than three cars a year. 
License fees for new-car dealers 
are $50, for used-car dealers $25 
and each dealer must post a bond 
for $5,000. 

Suit against the city was immedi- 
ately brought by John L. Clark and 
80 other dealers who sought an 
injunction, saying the city ordin- 
ance was unconstitutional. 

Judge Thornton dissolved the re- 
straining order pending a hearing 
of the case on its merits at a 
later date. 


Florida ADA Returns 


ORLANDO, Fla.— The staff of 
the Florida Automobile Dealers 
Assn. has returned to its perma- 
nent cffice at 27 E. Central after 
spending the period of the legisla- 
tive session in Tallahassee to rep- 
resent its members. 


Caution Urged in Hiring 
Vacationing Students 


WASHINGTON. — Any dealer 
contemplating the employment 
of school-age help during vaca- 
tion months should check his 
state laws covering employment 
of minors, NADA advises. 

Care should be exercised to 
obtain from each minor em- 
ployed the certificates or work- 
ing papers usually required of 
boys and girls under 18 years 
of age and to assure that the 
hours of work and working con- 
ditions conform with the law. 
State laws vary but most of 
them provide rather severe pen- 
alties for violations, whether or 
not they are intentional, the as- 
sociation points out. 


of Missouri 


delinquent boys. When a case came 
up that was too complex, police 
sent for James. 

Then he started working to build 
Boy’s Town of Missouri. It was 
discouraging work. He needed 
financial support but all he got 
was a pat on the back. When “im- 
provement” groups turned him 
down he contacted the Greater St. 
Louis Auto Dealers Assn. through 
Sidney Weber (Dodge), then presi- 
dent; George M. Berry (Packard), 
treasurer, and A. Charles Giomi 
(Dodge), board member. 

Dinner meetings were held and 
after the first few months, $48,000 
had been donated by local car deal- 
ers; some gave checks of $1,000. 
With this start the group bought 
a 120-acre site 98 miles southwest 
of St. Louis, at St. James, Phelps 
county. 

The organization will have 10 
houses with 12 boys in each, and 
will be run as a farm. The boys 
will do agriculture work 4s well as 
learn and develop handicraft 
skills. They will have spiritual and 
educational help and will be guided 
by trained personnel. The institu- 
tion is patterned after Father 
Flanagan’s Boy’s ‘Town, Boy’s 
Ranch in Texas and Starr Com- 
monwealth in Michigan. 

Any socially handicapped lad, 
between 10 and 16, regardless of 
creed, and whom the court sees 
fit to entrust to Boy’s Town is 
eligible. 

Although the opening is contem- 
plated for this month, the group 
still needs funds. A goal of $250,000 
has been set in order to build ad- 
ditional cabins, secure competent 
instructors and buy more equip- 
ment. This group of child-helping 
dealers has made a plea for others 
to join the contribution list. 

In their request they have 
thoughtfully asked, “How much is 
a boy worth? Any contribution you 
make to Boy’s Town of Missouri 
is helping to buy—for some boy— 


a chance for a happy, useful life.” | 


Business Dip Key 


To Dealer Failures 


Perils Seen for Firms 
In Next 12 Months 
By Mac Gordon 


Associate Editor 
“(\UT OF BUSINESS” signs are 
expected to be more plentiful 
along new- and used-car rows dur- 
ing the year ahead. 

Finance companies and associa- 
tion managers look for the mor- 
tality rates to turn sharply upward 
if general business conditions con- 
tinue to slump. 

An Automotive News check 
showed a great deal of fear over 
the next 12 months’ outlook, de- 
spite the fact that the casualty 
rate among new-car dealers has 
shown no substantial increase of 
late. 

There are far fewer used-car 
operators than there were a year 
ago, however, and the expectancy 
in this field is that the shrinkage 
will be proceeding at an accelerated 


tempo. cae 


INANCIAL failures in the auto- 

motive retail business during 
1948 and 1947 were of negligible 
proportions in contrast with the 
mass collapses that marked the de- 
pression-ridden 1930s. 

Last year, 192 automotive retail- 
ers folded up, with total liabilities 
of $5,796,000. Dun & Bradstreet, 
source of these statistics, reports 
that 66 of the 1948 failures occurred 
on the Pacific Coast. There were 
also 35 flops in the automotive 
wholesale field last year. 

During 1947, a total of 141 auto 
retailers fell by the wayside, with 
liabilities to creditors of $2,340,- 
000. Auto wholesale failures in 
that year totaled 28. 

Data on prewar dealer mortality 
rates are not available because 
such information was then covered 
in a comprehensive “automotive” 
group which included independent 
garages and made no effort to 
break down the various categories. 

But Dun & Bradstreet officials 
voiced the belief that dealer casu- 
alty rates last year and the year 
previous still were a “drop in the 
bucket” in comparison with prewar. 

* * +. 


EVENTY - FIVE PERCENT of 
new-car dealer mortality since 
the war has involved independent- 
make franchises, it is estimated. 
Principal reasons for washouts to 
date in the postwar era are given 
as overcrowding of dealers in cer- 
tain territories, lack of sales ex- 
perience and inferior competitive 
position of product. 
The expected climb in new-car 
(Continued on Page 35, Col, 1) 


Ohio Dealer Asks 


Insurance OK 


COLUMBUS.—The first hearing 
to be held on an auto dealer's ap- 
plication to write insurance since 
passage of the Agents-General Mo- 
tors bill, took place before Walter 
A. Robinson, superintendent of in- 
surance. 

The application was filed by Paul 


R. Smith, Barnesville, who, if li- 


Contributions should be sent to|censed, will become associated with 


Boy’s Town of Missouri, 506 Olive 
St., St. Louis 1. 


On the House . 


|Charles H. Sipe—General Motors 
lat Cambridge. 


Questions most asked by dealers: 1. When will the real price cuts 
come on new cars? 2. Will the factories reduce dealer discounts? 
3. When will the factories revise their postwar distribution setup? 


4. When, and if, 


will the much-discussed light cars 


start appearing? 5. Will truck production taper off 


soon? 


6. Are any changes due in parts and ac- 


cessory discounts? 


Answers are 


easy (if one doesn't mind get- 


ting his head chopped off): 1. When it’s neces- 


maybe 
modcls. 


sary; 
1950 


coincident 


introduction of 
dealers need 


with 
2. Definitely no; 


every doiiu. of the margin to make a profit. 
8. Under way in most factories; fully in oper- 


ation by fall, at latest. 


4. Best guess is that at 


least two independents will offer ‘em within a 


Pete Wemhoff year. 


20 percent below levels first of year. 


5. Dropping week by week; now about 


6. Al 


least one major company due to boost discounts in near future. 
Disturbing news: Some dealers are cutting their sales managers’ 


per-car take as new autos become more plentiful. . . 


. Carlton E. 


Welch, new manager of the West Virginia dealers association, is a 


former mayor of Parkersburg. . . 
retire Oot. 1, .. ; 


. O. E. Hunt, GM exec. v.p., due to 
Irv Walls, Dallas Pontiac dealer, wowed ’cm as 


toastmaster at the Motors Holding alumni banquet. 


—Perete WEMHOFF, 
Editor 
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the name of some 
movie mogul who, whether inten- 
tionally or not, is credited with 
the top salary in America. For 
1947, it is Charles P. Skouras, 
Greek-born head of National-Fox 
Theaters, who received $810,000. 
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What Are We All Biting 
Our Nails for? 


Businessmen —and the 
public in general — have 
been biting their nails of 
late, waiting for the “other 
economic shoe” to drop. 
They’ve been so worried 
over what everyone says is 
a recession. 


A recession? Yes, a re- 
cession from exorbitantly 
high sales and profits 
which have never been 
equalled and which no one 
(in his right mind) be- 
lieved could last very 
long. 

Sure business is off— 
BUT, in most cases, its level 
is still far above anything 
dreamed of in prewar. 


* * * 


While all this biting of 
nails has been going on, 
most of us have overlooked 
some pretty important 
facts: 


1. Individual savings are 
increasing; people have 
more cash and cash-equiva- 
lent assets than ever before. 


2. Corporations have 
large reserves set aside 
against inventory losses. 


3. Jobless insurance pay- 
ments, non-existent in pre- 
war depressions, help tide 
over the unemployed. 


4. Farm price supports, 
which cushion against sud- 


RESIDENT CORRESPONDENTS: Albuquerque, E. S. Harris; Atlanta, Charles Pou; Baltimore, 
Kate Savage; Birmingham, Ala., Stuart Riddie; Boston, Har 
B, R. Conger; 
Chicago, Mel Adams; Cleveland, Sanford Markey; Columbus, Bert D. 
Guy Langley; Dallas, C. K. Cates; Denver, ira Alexander; Fargo, V. H. : [ 
eorge Sheliey; Kansas City, J. D. Roberts; Lincoin, Neb., G. W. Kline; Little 
cDuff; Los Angeles, Slim Barnard, Lynn Rogers; Louisville, A. W. Williams; 
Madison, John Wyngaard; Memphis, Bob Pigue; Miami, Fla. G. S. Conneli; Milwaukee, John 
E. Hubel; Minneapolis, Nat Wood; Montreal, Roy Carmichael; Nashville, Clyde Grissam; 
New Orleans, Gordon Hebert; New York, Bethune Jones; Oklahoma City, M. L. 
Omaha, Arthur R. Oleson; Ottawa, M. L. Schwartz: Philadelphia, N. Shigon: Phoenix, Ariz., 
Shel Engel; Pittsburgh, Leon M. Leffingwell: Portland, Ore., F. 

T. D. Eaton; Rochester, N. Y., a be oan Salt Lake City, 
H. Reed; San Dieg 
Seattie, D. M. Trepp; South Bend, L. E. Dentin: 
Toledo, S. 
Fullerton; Washington, William Ullman; Wilmington, Del., H. L. Sholly. 


ack; St. Louis, Sa 


Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, parts and accessories. | 2. A fair profit to 
M the dealer on every used vehicle accepted in partial payment for a new 
ery doliar of gasoline tax collected by state or federal 
governments applied to the building and maintenance of highways. § 4. The 
elimination of governmental and bureaucratic controls over this industry. 
R 4 5. A return to the precepts of independence and the rewards of applied 
energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 





The list covers the popular movie 
stars, cartoonists, and heroes in 
the sports world. Then, as if to 
prove our rank in public interest, 
follow the salaries paid in the 
automotive industry, whereas I am 
sure that comparable or higher 
executive salaries are paid by food, 
drug, tobacco, banking and insur- 
ance corporations. By the time 
these corporation salary lists are 
published, they are always a year 
late and more often than not some 
of those mentioned have passed on 
to rewards from which no income 
tax will be deducted! 

* + > 












Stanton; Buffalo, Geo. E. Toles; 
harlotte, N.C., D. G. Spencer; 
Strang; Concord, N. H., 
hempner; Harris- 


Risen; 
Ki: Haskell: Providence, Jack 


jo, |. Reynolds; San Francisco, Leon Pinkson; 
Spartan urg, S. C., L. D. Bray; Springfield, 
m x. Hurst; oy Petersburg, 
Alpert; Torento, James Montagnes; 


THIS IS A free country and 
our citizens, whether stockhold- 
ers or not, undoubtedly have a 
right to know what our publicly 
owned corporations are paying 
their top executives in salaries 
and bonuses. What we object to 
is the manner in which these fig- 
ures are publicized, and there- 
fore the use to which they may 
be put by unscrupulous foment- 
ers of public disunity. 

* + + 


WE BELIEVE that alongside of 
every published income figure 
should be the amount which that 
‘ndividual must pay in federal in- 
come tax. This is not the first time 
we have suggested this problem in 
our column, but it is the first time 
we have suggested in a table what 
- us would be a satisfactory solu- 
tion: 


Let the UAW Reprint 
These Figures! 


den drops, aid farmers who 
have done little land specu- 
lation in recent years. 


5. The stock market 
debt, huge in 1929, is said 


a Take- 
to be trivial today. The Published income Home 
“public” isn’t tangled up | qaayaee Ol Ci‘ 

er : mar- |. T. Keller. .... .$250,000 $202, ’ 
this time, and hig h r 3 ’ Hutchinson. "228000 beter “iSieee 
% " M. Zeder...... 000 170,000 45,000 
gin rules have kept out HL Weekler. :: 178,000 134;000 41:00 
i WOR ccccce ° » »' 
the shoestring specula- | (srt, Breer... 115,000 80,000 35,000 
tors. A. vanderZee .... 115,000 80,000 35,000 
D. A, Wallace. . 000 62,000 32,000 
ion’s banking| Eee: Sas See Se 
6. The nation’s banking |i %: Davies... 83,000 52,000 31,000 
system is reported stronger |B: Saas... my i200 3e¢ 
and more liquid than at any|. Frorp— 
: Z - Henry Ford II. .. .$200,000 $156,000 $44,000 

other time in history. E, R. Breech.... 200,000 156,000 44,000 

D. S. Harder... .. 130,000 94,000 36,000 

A. J. Browning... 115,000 80,000 35,000 

* * * M. L, Bricker.... 107,000 73,000 34,000 
Fearn: nes Bes fe 

And, looking into our own|t. D. Crusoe... 75,000 46,000 29,000 


FRUEHAUF— 

H. C, Fruehauf.. .$100,000 $ 67,000 $33,000 
Roy Fruehauf ... 79,000 49,000 
GENERAL MOTORS— 
Chas, Wilson . .. .$166,000 $126,000 $40,000 

Albert Bradley .. 126,000 36 


industry, we find that: 


1. Auto production is con- 
tinuing near all-time peaks. 


M, E, Coyle...... 126,000 90,000 36,000 

é Ormond Hunt ... 125,000 89,000 36,000 

2. Auto sales (which |H. 4. Earl....... 116,000 81,000 35,000 

T. P. Archer..... 111,000 77,000 34,000 

better reflect the market) |H. H. Curtice.... 111,000 77,000 34,000 
‘ John T, Smith.... 104,000 70,000 34,000 

are also threatening all- | Chas, Kettering .. 100,000 67,000 33,000 
¢ Nich, Dreystadt .. 101,000 68,000 33,000 
time records. R, K, Evans..... 96,000 63,000 33,000 
L, C, Goad....... 96,000 63,000 33,000 

z F. G. Donner..... 000 55,000 31,000 

3. Auto factories and/H. J. Klingier 80,000 50,000 30,000 
Chas, McCuen ... 79,000 49,000 30,000 


dealers are in the best finan- 
cial shape in history. 


* * * 


HUDSON— 
A, E, Barit .....$102,000 $ 69,000 $33,000 


MONROE AUTO— 
B. D. McIntyre. . .$137,000 $100,000 $37,000 
C, 8S. Melintyre... 137,000 37,000 
W. D. Mcintyre... 137,000 100,000 37,000 


PACKARD— 
G, T, Christopher .$106,000 $ 72,000 $34,000 


REO— 
Henry E, Hund.. .$110,000 $ 76,000 $34,000 
* * * 


THIS TABLE, which obviously 
represents only a small percent of 
the executive heads of our indus- 
try, was compiled entirely from 
lists published recently in news- 
papers nationally. Obviously, the 
amounts shown indicate only the 
totals received for salary and bo- 
nus from the corporation by whom 
the individual is employed. They 
do not include receipts from other 
investments, nor do they include 
any of the individual deductions 


All of these facts do not 
mean, of course, that we 
should take it easy as we’ve 
all done for eight wnprece- 
dented years. 


But it does mean that we 
should stop biting our nails 
—and get out and work. 


That’s one sure way of 
turning the business curve 
up again. 
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Letterbox. 


‘Learning to Sell ..... 


5 the AUTO NEWS 


THE WIFE AND KIDS \ 
"PRESENTED THE CAR TO ME ° 
FOR FATHER'S DAY — BUT 


; ) 
BY GOLLY, (TS WUNNERFUL 
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This is an open forum for the discussion of any subject of interest to our 
, and your letters are welcomed. No attention is given to unsigned 


readers 
letters but you may name 


with the assurance that it will not be 


used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





Grateful 

I have just finished with your 
June 6 issue in which there is an 
article entitled, “In Vain Search 
of a Salesman.” 

Inasmuch as I am “one of those 
dealer’s sons’—and very inexperi- 
enced—such articles are appre- 
ciated. Anything for that matter 
that will help me learn to sell 
effectively is received gratefully. 

With a great deal of the respon- 
sibility here thrust upon me, the 
learning process has to be fast. So 
thanks for the help. I suspect my- 
self of committing at least one of 
those errors.—MILES THOMPSON JR., 
Thompson Buick Co., Cumberland, 
Md. 


Blames Factories 


Re your article, “In a Vain 
Search for Salesmen” (June 6). 


I do not think that this is a 
proper time for you to make a 
comment of this kind. While it is 
true probably a lot of salesmen 
don’t try and sell you a car, but 
what point would there be in talk- 
ing to them about a car or taking 
their order for a car or explaining 
the fine points of that automobile 
inasmuch as there would be one 
or two model changes before the 
manufacturer shipped you the au- 
tomobile and the automobile ship- 
ped you would be completely out- 
moded before delivery? 

We are just a bunch of hick 
dealers out in the western part of 
Nebraska. We created and trained 


for dependents, losses, etc. Pub- 
lished in this form, however, they 
do prove that no top executive, in 
our industry at least, is being paid 
in “take-home pay” even a frac- 
tion of the amount to which he is 
entitled for’ the responsibility to 
tens of thousands of employes and 
stockholders that he _  carries.— 
G.M.S. , | 


our sales organization and now we 
sit here and twiddle our thumbs 
waiting for automobiles. Custom- 
ers are crying for cars and we 
cannot deliver. What sense is there 
in a dealer organizing a sales force 
or going to the expense of training 


his personnel when he _ doesn’t 
know if he is going to have a car 
in one month or two months. 
Maybe we ought to start at the 
root of this trouble back at the 
factory where it belongs. If we 
had anybody running the factory 
(Continued on Page 36, Col. 1) 


Coming Events ] 


JUNE 
dune 24-25—French Lick, Ind. 
convention and exposition of 
Auto Dealers Assn. 
dune 28-298— — Groton, Conn, (Hotel Gris- 
wold). Summer convention of Connecti- 
cut Automotive Trades Assn. 





Annual 
Indiana 


JULY 

duly 17-19—Mackinac Island, Mich, (Grand 
hotel). Midsummer meeting, Automotive 
Trade Assn. Managers. 

AUGUST 

Aug. 15-17—Portland, Ore. (Multnomah ho- 
tel). SAE West Coast meeting. 

Aug. 28-30—French Lick, Ind. Annual con- 
vention of Kentucky Automobile Dealers 
Assn. 

SEPTEMBER 

Sept. 7-10 — Detroit (Book-Cadillac hotel 
and Masonic Temple), Third annual con- 
vention, National Used Car Dealers Assn 

Sept, 11-12—Myrtle Beach, 8, ©, (Ocean 
Forest hotel). South Carolina Auto Deal- 
ers Assn. convention. 


Sept. 11-13—Buffalo (Statler hotel). 26th 





annual convention and exhibit of New 
York State Auto Dealers, Inc. 

Sept. 19-20—Milwaukee (Schroeder hote!). 
21st annual session of Wisconsin Auto- 
motive Trades Assn. 


Sept. 28—Burlington, Vt. Vermont Aiuto 
Dealers Assn. convention. 
Sept. 29-30 — Atlantic City. New Jersey 


Automotive Trade Assn. parley. 
OCTOBER 

Oct. 9-11 — Cincinnati (Netherlands Plaza 
hotel). Annual convention of Ohio Auto- 
mobile Dealers Assn. 

Oct. 10-11 — Minneapolis (Nicollet hotel). 
Arnual convention, Minnesota Automobile 
Dealers Assn. 

Oct. 14-15—Atlantic City. Tri-State Auto 
Dealers convention. 
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| Studebaker 
I sales zoomed 


to another new all-time 
high in May 49 / 


BIGGEST MONTH IN ALL STUDEBAKER HISTORY 





Studebaker built more cars and trucks 


and Studebaker dealers sold more cars and trucks 
in May 1949 than in any month since Studebaker 
started business ! 

Yes, Studebakers May retail deliveries passed 
Aprils by a substantial margin...and until May 
came along, April had been StudebakerS biggest 
month of all time ! 

1949's a Studebaker year all the way! 

The biggest quarter in Studebaker history in 
January, February, and March! The two biggest 
months in Studebaker history in April and May ! 
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Dealer Places Blame .. . 











Blame for the lack of good retail 
salesmen in new car dealerships 
should be placed in the laps of 
dealers themselves, according to G. 
W. Brandt, general manager, Shir- 
ley Motor Co. (Chrysler), Duluth, 
Minn. 

Brandt makes his charge in a 
letter to Automotive News, com- 
menting on an article (“In Vain 
Search of a Salesman”), which 
appeared in the June 6 issue. 

In part, Brandt’s letter follows: 
“The writer read your very in- 

teresting article. 


“You rather severely chastise the 
retail automobile salesmen of today 
because of their apparent lack of 
aggressiveness, the meager infor- 
mation they possess regarding the 
automobile they sell, their inability 
to intelligently discuss their prod- 
uct, and their failure to render fac- 
tual competitive comparisons. 


“You are inclined to place the 
blame for this unhealthy condi- 
tion squarely on the shoulders of 
the retail salesman, and it is 
with your conclusions in this re- 
spect that I cannot agree. 


“The average prewar dealer is 
still living in the lush years of 
postwar production. He evidently 
does not yet comprehend that an 
era of knockdown, drag-’em-out 
competition is practically upon us. 
As a result of this type of think- 
ing, he has not enlarged or pre- 
pared his sales organization to 
combat the coming situation. 

“The postwar dealer, in 


Reo Completes 
Sales Parleys 


On New Engine 


LANSING.—Reo sales executives 
have completed a series of 23 dis- 
tributor-dealer meetings from coast 
to coast, introducing a new gaso- 
line truck engine which the com- 
pany will unveil to the public in 
July. 

R. D. Hilty, general sales man- 
ager of Reo Motors, headed a fac- 
tory crew that covered the eastern 
half of the country, while John 
Tooker, assistant general sales 
manager, was in charge of western 
meetings, A sound motion picture 
of Reo’s new engine plant was 
shown at the meetings and mer- 
chandising plans were outlined. 

A series of regional press pre- 
views is to be held later this month. 

Hilty’s crew conducted meetings 
in Boston, Albany, Pittsburgh, New 
York, Philadelphia, Charlotte, N. C.; 
Atlanta; Jacksonville, Fla.; New 
Orleans; Little Rock, Ark.; St. 
Louis and Peoria, IIl. 

The crew headed by Tooker cov- 
ered Chicago, Kansas City, Okla- 
homa City, Denver, Los Angeles, 
Oakland, Calif.; Portland, Ore.; 
Spokane; Great Falls, Mont.; Min- 
neapolis and Des Moines. 

A final meeting will be held at 
the Reo factory in Lansing June 23. 






letter to Automotive News: 










































































commissions. 


greater percentage of cases, is ig- 
norant of the trials and tribula- 
tions of this business prior to the 
war. He still doesn’t know what 
actual competition is. He will un- 
doubtedly have to take it on the 
chin for awhile before he wakes to 
the dull realization that he has a 
battle on his hands to survive and, 
of necessity, must change his sell- 
ing methods. 

“Any retail salesman, of average 
intelligence, should be sufficiently 
smart enough to realize that he 
cannot be a success employing sell- 
ing tactics such as you describe in 
your article. 

“However, does this condition 
exist because of his lack of de- 
sire to be an outstanding sales- 
man, or does it exist because of 
the absence of proper training 
and education in the rudiments 
of automobile salesmanship on 
the part of his dealer and in- 
adequate sales direction in the 
manner of dealing with the buy- 
ing public on the part of his 
sales director or manager. 

“Personally, I believe that the 
preponderance of the blame should 
be placed at the feet of the dealers 
themselves. They still do not give 
their retail sales forces the proper 
training and necessary ammuni- 
tion to produce high type sales- 
manship. In many instances, they 
do not give them essential sales 
direction. 

“Many dealers are still sending 
their salesmen out into the field 
with a portfolio containing a price 
list, an order pad, catalogs, etc., 
with rarely any additional instruc- 
tion and preparation other than an 
admonishment to go out and 
‘knock ’em dead.’ 

“Retail automobile dealers (and 
the factories should participate to 
the greatest possible extent) must 


the 
















Dealer-Posing Con Man 


Sentenced in Miami 

MIAMI, Fla.—Convicted of false- 
ly representing himself as an auto- 
mobile dealer and accepting $3,100 
from four Miami Beach residents 
as car down-payments, Thomas 
Alves Viveiros, 35, of New York, 
has been sentenced to two years in 
prison by Judge Ben C. Willard. 

Viveiros’ sentence had been de- 
layed more than a month while 
Judge Willard gave him an oppor- 
tunity to make restitution, which 
he failed to do. 


Clayton Joins Campbell 
Albert J. Clayton has joined Glen 
Campbell Chevrolet, Inc., Buffalo, 
as manager of the truck depart- 
ment. 


NEW CROSLEY HYDRADISC BRAKE—This stripped view of the Crosley hydradisc brake 
on the left rear wheel shows the wheel hub (right), inboard housing cylinder (in hand) and 
the parking-brake cam and lever above the housing cylinder. To assure maximum efficiency 
of manual parking brake, the latter is linked directly with the hydraulic system on all 
Crosley cars and trucks, and the same friction spots hold the wheel whether foot or hand 
brake is used, the company states. 


A Salesman’s Lament 
One salesman’s side of the problem is candidly set forth in this 


Dear Sir: Here in Chicago I am working as a salesman for a very 
large dealer for $180 per month, with no commission. The bosses are 
up in the North Woods in the summer enjoying themselves. In the 
winter they are in Florida basking in the sunshine. 

The cars we receive, we sell immediately because of the demand. 
There are three salsmen on the floor and we chase away from 50 
to 100 prospective customers every day. Why should we spend a lot 
of time and patience with a customer when we don't receive any 


We insult the customers and tell them to buy some other kind of 
a car, because the car we sell they can’t have for six months or 
longer. The more customers we chase away the sooner we will be 
on commission and the less the customers will think of our product. 


It’s about time the bosses got to work.—Name Withheld. 
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Today’s Selling Weakness 





































completely overhaul their present 
selling technique if they intend to 
stay in the automobile business 
and survive the competitive era 
which is again practically upon our 
respective doorsteps. 


“They must devise a compre- 
hensive sales course in the art 
of automobile salesmanship. This 
course must be prepared and 
edited by men with outstanding 
success as sales managers. It 
must be a practical down-to- 
earth course based on actual sell- 
ing experience in the retail field, 
and not prepared by some pub- 
lisher who is all things to all 
people, that is—a firm that will 
develop a sales course in auto- 
mobile salesmanship or real es- 
tate salesmanship without suffi- 
cient experience in either en- 
deavor. 


“My experience has proven to me 
that the average man, properly 
trained to merchandise, demon- 
strate, compare, handle the ap- 
praisal, and how and when to 
close; given a fair and equitable 
remuneration for diligent effort 
expended; and instilled with the 
ambition to earn a better than 
average living, can be moulded into 
a successful and respected automo- 
bile salesman. 

“If after the training program, 
you can create in a salesman the 
desire to be the best producer in 
the organization, and then see that 
he does a day’s work every work- 
ing day of the week, you'll never 
have too much to worry about.” 


Obituaries 
Timken’s Founder 
Dies in New York 


NEW YORK.—William R. Tim- 
ken, 83, who with his brother and 
father organized Timken Roller 
Bearing Co., died June 11 in Croton 
on the Hudson, N.Y. 

When the firm was formed, he 
was named vice-president. He later 
retired but remained a director of 
the Timken-Detroit Axle Co. 

Organized in St. Louis, the com- 
pany moved to Canton, O. to be 
nearer Pittsburgh’s steel and the 
auto industry at Detroit. 


Harry A. Hagerty 
ST. LOUIS.— Harry A. Hagerty, 66, 
sales manager of Epstein Motor Co., died 
here after a long illness. Mr. Hagerty was 
active in the automotive industry in the 
St. Louis area for 22 years. 
> * . 


Martin S. Robinson 
PHILADELPHIA.—Martin 8. Robinson, 
49, a pioneer in the fleet automobile rental 
business and a dealer in Philadelphia for 
20 years, died here. He was president of 
Robinson Auto Rental Co., 4200 Sansom 


St., and Robinson Chevrolet Co., 4836 
Chestnut St., Philadelphia. 
. . > 
Lee Odgers 
PORTLAND, Ore.—Lee Odgers, 64, for 


30 years an executive here with A. B. 
Smith Chevrolet Co., died recently. At 
one time associated with the Pacific Kissel 
Car branch in Portland, Mr. Odgers also 

contributed to automotive journals. 

. . . 

Clarence M. Salentine 
MILWAUKEE. — Clarence M. Salentine, 
57, general manager of Swenson Motor 
Co. here for 27 years before founding his 
own Ford dealership at Hales Corners, died 
June 11 after a long illness. Mr, Salentine 
was a member of the Milwaukee Automo- 
bile Dealers Assn. 
> 





. 
Thomas G. May 

HECTON, Pa. — (UTPS) -— Thomas G. 
May, 60, former automobile dealer, died at 
his home here. He suffered a_ cerebral 
hemorrhage 11 years ago, and a second one 
@ year ago which left him an invalid. A 
native of Detroit, May was affiliated in 
early life with the Ford interests and then 
opened a Ford dealership in St. Louis. Sub- 
sequently, he obtained a Ford dealership in 
Newark, N. J. About 25 years ago he 
came to Harrisburg. 






a a a 


LA. FILLING STATIONS MOURNED FOR TAX-RIDDEN MOTORISTS—It was a sad day in 
Louisiana recently when the gas stations were draped in crepe for the auto taxpayers on 
"Black Tuesday." For over a year now they have paid a gas tax of 10!/, cents a gallon, nine 
of which goes to the state. W. S. Milton, state chairman of the Louisiana Petroleum incus. 
tries Committee, said goal was a return to the seven-cent levy in effect for so many years. 
— —_? 


Sport Auto Show 
To Open Today 
In Oakland, Calif. 


OAKLAND, Calif. — With auto 
shows gaining in popularity across 
the nation, the West Coast resumes 
this feature when the International 
Auto Show officially opens today 
(June 21) at the Exposition build- 
ing in Oakland. 

The event will feature sports au- 
tomobiles of all nations, and will 
be the first time American-made 
and foreign-made vehicles have 
been entered side by side in one 
exhibit, according to Show Manager 
H. O. Lenhart. 

Visitors to the show will see an 
array of automobiles ranging in 
price from $1,000 to $30,000. 

Foreign entries include such 
makes as the Alfa-Romeo, the 
Italian car valued at $14,000, which 
has a 105-horsepower engine and 
a reported speed of 100 miles per 
hour. Another entry will be a 
Bugatti Super sport car, boasting 
twin overhead cam shafts on an 
eight-cylinder engine. 

Other foreign makes slated to 
appear include the Rolls-Royce, the 
French Talbot, the Delage, the 
Delahaye, an Italian Hispano-Suiza, 
the Morris Minor, the MG, Jaguar 
and many others. 

American-made automobiles in 
the “custom-built” class will also 
have their place. A Cadillac custom 
convertible, built by Huth in Los 
Angeles, is scheduled to appear, as 
well as a special flame-red Buick 
custom job designed by Pierre Paul. 

Among other American-made en- 
tries is a special display entered 
by Oldsmobile, which will feature 
a station wagon, a convertible, and 
a showing of the new high-com- 
pression Olds “Rocket” engine. 
Nash and Ford are planning also 
to enter the auto show with an 
accent on “sport” type vehicles. 


Austin Sales High 
Reached in Canada 


MONTREAL. — Sales of Austin 
products in Canada are higher 
than ever before, L. P. Lord, chair- 
man and managing director of 
Austin Motor Co. of England, an- 
nounced. 

Austin business is increasing and 
has necessitated further consider- 
ation of the future of the Hamilton 
(Ont.) plant, he said. 

A decision has been taken to use 
the Hamilton factory for the es- 
tablishment of a spare parts and 
possible reconditioning depot to 
cover the service requirements of 
the Canadian public, as a result 
of the increased sales, Lord stated. 
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AND 
GASOLINE 


REMINDER OF TAX BURDEN—These = 
were another phase of "Black Tuesday," first 
anniversary of the two-cent tax boost in the 
Louisiana gas tax last June, to make a total 
federal and state tax of 10'//, cents a gallon. 


They were posted on filling stations draped 
in black. 


SEC to Appeal 
Otis Decision 
To High Court 


WASHINGTON. — The Securities 
and Exchange Commission has 
asked Attorney-General Clark to 
appeal to the Supreme Court a 
recent court of appeals edict which 
blocked the SEC’s attempt to disci- 
pline Otis & Co. for alleged un- 
ethical action in the Kaiser-Frazer 
stock underwriting case. 

In addition, Judge James Morris, 
of Federal District Court here, has 
approved a ruling of a _ business 
conduct committee of the National 
Assn, of Securities Dealers to sus- 
pend Otis & Co. for two years. 

However, neither action has any 
finality. It is expected that cases 
arising from Cyrus J. Eaton’s fight 
with Henry J. Kaiser will drag 
through courts for years. 

Expected to begin the latter part 
of this year is a civil suit in which 
Kaiser-Frazer is asking $38,000,000 
in damages from Eaton’s Otis & 
Co, This action is pending in New 
York. 

The court of appeals decision 
under contention by the SEC 
started with an attempt to have 
two of Eaton’s attorneys disclose 
their understandings with Eaton 
regarding a K-F stockholder’s suit 
filed in Detroit, later used by Otis 
& Co. as the reason for refusing 
to carry out a contract to under- 
write K-F stock. 


2 Truck Dealers 


Indicted in Minn. 


ST. PAUL.—Indictments against 
two members of the Minnesota 
Four Wheel Drive Co., St. Paul, 
have been returned by the county 
grand jury charging them with 
swearing falsely under oath. 

The indictments resulted from an 
accusation by examiner Richard 
Golling that Mayor A. K. Evans 
of Ortonville, Minn., accepted for 
himself a $250 rebate in connection 
with a city purchase of a truck 
from Four Wheel Drive Co. 

The defendants, Harvey J. Nolan 
and Sherburn Flowers, president 
and vice-president, respectively, are 
facing prosecution under a statute 
which makes it a felony to give 
false information to the public ex- 
aminer’s office or to withhold in- 
formation. Minimum penalty is 
$1,000 fine or a year in jail. 

The two defendants are out on 
$2,500 bail, each awaiting continu- 
ome of the case in district court 

ere. 





DEALER KOR- 
NEGAY — For outstanding achievement in 
Lions club work, J. A. Kornegay, left, presi- 
dent of Kornegay Motors, Inc. Vstudebaker), 
was presented the Durham (N. C.) "Lion of 
oe award by Ed Gevinn, past presi- 
ent. 


DURHAM LIONS HONOR 
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“The longer I live the surer I am that the U.S.A. 
ities is a mighty friendly place. People just can’t help helping 
k - a fellow who really helps himself. I was thirteen years old 
irt a when I had to go to work. What would I do? 
—e “The first helping hand I got came from my 
ae friend, the junk man. He said he had an old junker of a 
razer car that would still run. When I saw it I grabbed it,— 
promised to pay thirty dollars for it in thirty days. The 
orris, junk man said I could take sixty. 
, has 
iness 
ional 
sus- 
‘ 
any 
cases 
fight 
drag 
part 
hich 
0,000 
is & 
New 
ision 
SEC noisy buggy. I'd take ’em any place in town for a quarter. 
oo As the years went on I prospered, replaced ‘Lena’ with a 
aton better car, and finally a brand new one that would carry 
suit seven people. 
re ““Then came the biggest helping hand of all. The 
der- banker in our town said, ‘Alex, here’s something you ought 
to look into. Old Man Smith wants to quit his old livery 
stable garage and the deal takes three hundred dollars.’ 
“Well, folks, that’s my story. I bought out old 
man Smith. This gave my taxi a home, and me a base of 
, operations for the future. 
a “*I'm still at the same location. The 
* old livery stable building has been gone for 
nty fifteen years and so have the taxis. If you 
vith walk in today you'll find good looking Oye 
De Soto and Plymouth cars all over the (ici wee 
< place,—new ones arrive and are promptly te Te 
a delivered to customers; others being tuned “~~ 


for up in our big service shops. 
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““The next hand came from the neighbors. They 
watched me fixing up that old car in the back yard. Took 
me a week to clean and paint the thing,—two days to 
paint TAXI in big red letters on both sides and rear. 


“By that time everybody was talking about my 
‘Leaping Lena.’ When I first drove her down the street 
people stood and stared; then they’d smile. Soon they 
began to hail me. First thing I knew I had lots of cus- 
tomers. Folks seemed to get a kick out of riding in my 





“No, I can’t complain about how the world has 
treated me. As far as I can see a lot of other fellows have 
had the same good treatment. Sure, a guy has to do his 
part before the rest can follow. It’s the sort of thing that 


happens when people are free to work 
and get ahead.” 









Write for our free booklet containing a 
number of these stories of accomplish- 
ments by enterprising men. Chrysler - 
Corporation, 341 Massachusetts “4 “yee 
Ave., Highand Park 3, Mich. ‘ ‘ 
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Lower Steel Costs 
Seen in Pricing Plan 


(The opinions expressed herein are those of Columnist Allen and are not 


necessarily those of Automotive News.) 


By A. H. Allen 


I IKELIHOOD of early passage of the O’Mahoney bill on 
44 pricing practices suggests steel mills soon will be absorb- 
ing freight as they did under the basing point system and 


quoting the same prices at the same consuming points. This 
should reduce steel costs for @——————_________ 


automotive plants buying 
from distant mills and at the 
same time will intensify competi- 
tion among steel producers for au- 
tomotive tonnage. 

The bill does not sanction a re- 
turn of the basing point method of 
pricing but the net effect for the 
buyer is practically the same if 
not even better. Since the con- 





sumer has been paying the freight, 
mills in the Detroit area have been | 









BALTIMORE-3, MD. 


quoting prices $4 
a ton higher than 
those at Pitts- 
burgh, for exam- 
ple. 

Passage of the 
new legislation 
probably would 
mean lowering of 
the Detroit mill 
price to the 
equivalent of 
Pittsburgh. The 
differential on in- 













THE DAVISON CHEMICAL CORPORATION 





gots and forging billets already has 
been eliminated. 
+ ia 


+ 
Buick Special 
ADIATOR GRILLE and front 
bumper are reported to be con- 
solidated into a single bright metal 
assembly on the new Buick Special, 
to be unveiled in August. 

The question now is what term 
Buick phrasemakers will dream up 
to identify this innovation; they 
have dozens of coined combinations 
to apply to other features—Dyna- 
flow, Fireball, etc.—so there will 
probably be something to type the 
new style touch. Maybe Slideaway 
Grille, or Armorfront; you figure 
one. 


Incidentally, those circular fender 
Ventiports are being changed to the 
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sides of the hood and made oval | 


in shape, we hear, 
* * * 


Saved by Neophyte 


A BSOLUTE accuracy of the fol- 
+4 lowing story cannot be guaran- 
teed but it comes from a source 
not inclined toward fantasy and 
having close contacts with the au- 
tomotive industry. The incident 
happened several years ago and 
concerns a well-known industrial 


designer who had been commis- 
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INTER-INDUSTRY HIGHWAY SAFETY COMMITTEE RECEPTION—The committee held a 


luncheon meeting during the President's Highway Safety Conference in Washington recently, 
From left to right: James J. Newman chairman of the committee; Lyman W. Slack, chair- 
man of the Oregon committee; Maj. Gen. Philip 8. Fleming, general chairman of the 
President's Highway Safety Conference; Berthold Woodhams, vice-president of the Citizens 
Mutual Automobile Insurance Co., and his son, Fred; J. E. Wolfington, chairman, NADA 
Dealer-Customer Relations committee, and K. B. Elliott, vice-chairman of the committee 
and Studebaker sales vice-president. 












mitted, he said he was a young art 
school graduate who wanted a job 
in the field of automotive styling. 
He spread some of his renderings 
before the designer who immedi- 
ately showed considerable interest. 
He suggested the young job-seeker 
come back the following day. 

On his reappearance the designer 
told the chap he had no openings 
at the time, but would be glad to 
pay him $200 for his drawings and 
maybe something would turn up 
later. This sounded like a lot of 
money to the young art student 
so he pocketed the cash and set 
out for home. 


sioned to develop the styling for 


After some weeks of uninspir- 
ing sketches, he sat in his office 
one day trying to fasten his mind 
on something which would be 
completely new and electric in 
appeal. His thoughts just would 
not jell. 

At this point, into his office came 
a young man with a roll of draw- 
ings under his arm. Asking to see 
the designer and finally being ad- 


* + 


Worked It Up 


T ONCE the designer knew he 

had the idea which he was 
groping for. He called in his as- 
sistants and they proceeded to work 
up series of sketches and drawings, 
large and small, from all angles, 
each one based on the body design 
of the young artist’s dream car— 
maybe with a few minor revisions 
here and there. 

End of the story, as you may 
already have suspected, is that 
the motor car manufacturer 
cheered the designer’s creations 
and proceeded at once to trans- 
late them to production tools and 
materials. When the model was 
unveiled to the public it was an 
instant success and the designer 
was widely hailed for his origi- 
nality and cleverness. 

When told this yarn, another in- 
dustrial designer—and there are 
hundreds of them—said he was not 
a bit surprised as he had occasion- 
ally done the same thing himself. 
If you can spot a good idea and 
buy it for $200, perhaps that is 
part of the business. There is no 
law which says you have to think 
it up on your own! 

* +. 


Curve Word 


COMPARATIVELY new term 
which has taken hold of the 
design field in recent years is “tum- 
blehome.” It refers to the gentle, 
vertical convex curve given to a 
flat surface, such as the side of a 
car body or fender, with the lower 
edge of the surface curving some- 
what farther inward than the top. 
That is a pretty crude layman's 
description of tumblehome; it can 
be better understood by looking at 
the sides of some of today’s pas- 
senger car bodies—Ford, the Chrys- 
ler lines and Studebaker, to name 
three. 


Note how the body below the 
belt line, as well as the fenders, 
curves inward slightly, making 
the panel at the sill somewhat 
further inward than at the belt 
line, The same idea is used on 
many of the newer refrigerator 
boxes and ranges. 

Effect is to change the highlights 
of a perfectly flat surface and to 
break up the noticeable wavy spots 
often apparent in many flat steel 
panels, despite the most expert 
cold-rolling techniques of _ steel 
mills. So you hear about “tumble- 
home” now on everything from bat- 
tleships to bars, but its first impor- 
tant sponsor was the automobile 





Fendix, only a 4” 


Rent Service Plant 


A three-story building to be 
used as service headquarters has 
been leased by Studebaker Sales 
Co. of Chicago for a period of 
10 years. Located at Wabash and 
25th Sts., the structure contains 
75,000 square feet, with 20,000 
square feet adjoining for park- 
ing purposes. Henry R. Levy, 
president, announced that $100,- 
000 will be spent for moderniza- 
tion. 
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Dealer Sales Freedom 


Supreme Court Upholds S. O. (Calif.) Decision 


Banning Exclusive Contracts With Retailers 
WASHINGTON. The Supreme |contract held by GM dealers that 
Court last week upheld a govern- 
ment anti-trust suit against Stand- 
ard Oil Co. of California. A five- 
to-four opinion affirmed a Los An- 
geles court ruling that the com- 
pany’s “exclusive dealing” contracts 
with service station operators were 
illegal. 

Auto industry observers saw in 
the high court’s edict an affirma- 
tion of a 1941 Federal Trade 
Commission order to General Mo- 
tors Corp. regarding GM’s rela- 
tions with its dealers. (This order 
has generally been recognized by 
other makers as applying to them 
also). 

At that time, the FTC ordered | 
GM to cease alleged coercive and 
monopolistic practices in its dealer 
relations. 

Specifically, the FTC commanded 
GM to cease all pressure against 
dealers, including cancelling or 
threatening to cancel franchises, or 
refusing or threatening to refuse te) 
deliver cars. 

GM was told that it could not 
prohibit its dealers from dealing in 
supplies from other sources or force 
any dealer to deal in GM acces- 
sories and supplies. 

The FTC charged that the then | 
existent General Motors Sales 
Corp, had coerced and compelled | 
dealers to purchase parts and 
accessories, except in cases of 
emergency when “genuine” GM 
parts or accessories were not 
available in the a | 
warehouse. 

(A week after the FTC order, it 
was announced that the General 
Motors Sales Corp. would go out 
of existence on Jan. 1, 1942, and 
that the subsidiary’s duties would 
be absorbed by the parent com- 
pany. The move was frankly de- 
scribed as legal strategy.) 

According to the FTC, at the| 
time, GM’s entire relations with its | 
dealers were so designed as to pre- 
vent a dealer from making pur- 
chases from jobbers or other man- 
ufacturers and to eliminate all 
parts and accessories, other than 
those sold by the GM Sales Corp. 

In cases where parts and acces- 
sories other than those supplied by 
the respondents, it was said, had 
been found on a dealer’s premises, 
threats were made that unless the 
dealer discontinued the practice 
and only GM parts were carried, 
the dealer’s contract would be can- 
celled. 

The FTC also charged that as 
a further means of coercion and 
compulsion to prevent purchases 
from outside sources, GM Sales 
Corp., in many instances, deliv- 
ered automobiles equipped with 
various accessories which were 
not ordered by the dealer, and 
shipped accessories, with or with- 
out cars, without order prior 
therefor. 

The FTC charged that GM Sales 
Corp. was requiring dealers to 
project or make estimates of fu- 
ture needs in parts and accessories, 
and in many instances treated such 
projections as orders and made} 
shipments thereon. 

It was further charged that GM’s 
alleged practice of selling parts on 
the condition, agreement or under- 
standing that the purchaser should 
not sell or use parts of a com-| 
petitor, had had the effect of sub- | 
stantially lessening competition and | 
a tendency to create a monopoly | 
in replacement parts used on GM | td 
cars. 

By means of a provision in the | 


parts not manufactured by GM, 
FTC added, practically all or about 
14,000 GM dealers had been re- 
moved as customers and prospec- 
tive customers of independent man- 
ufacturers and jobbers. 

The FTC ordered General Mo- 
tors and its sales subsidiary, in 
connection with the sale and dis- 
tribution of automobile acces- 
sories, supplies and similar prod- 
ucts, to cease and desist from: 


Plymouth Dealers | 


Aid Plane Meet 


PHILADELPHIA.-—-One of the| 
largest model plane meets in the| 
East will be held July 4 at the | 
U..S. naval air development sta-| 
tion at Johnsville, Pa. 

Staged by the Bucks county fed-| 
eration of model clubs with the} 
co-sponsorship of the U. S. Navy} 
and 65 local Plymouth dealers, 
approximately 600 contestants are 
expected to take part in the meet, 
competing for more than $2,000 
worth of trophies. 


they would not sell or offer or use | 


| 
} 


1. _Requiring dealers, by means of! for, or cancelling, or directly or | tracts: and subleases with some | prevent,” 


ALSO MAKERS OF WALKER SILENCERS, 


, 1949 — 


by implication, threatening the | 6,000 independent gas station op. r. 
cancellation of, any franchise or | ators in seven Western states, ard 
agreement with a dealer because | that these pacts obligated the de.- 
of a failure or refusal to accept |¢TS not to buy products from 
accessories or supplies shipped | Standard’s comipecitors. i 
2. Cancelling, or directly or by without prior order. The Supreme Court’s majorit) 
implication threatening the cancel-| 5. Refusing, or threatening to re- spnien, Seneesee by Custee Felix 
Frankfurter, held that Standard’s 
lation of, any franchise or agree- fuse, to deliver automobiles to deal-| contracts violated anti-trust law s 
ment with dealers, because of their | (ers because of a failure or refusal | because they had the effect cf 
| failure or refusal to purchase or | to deal in the respondents’ acces-| stifling competition. 
| deal in the respondents’ accessories | sories or supplies. | In a dissenting opinion, Justice 
or supplies. | Although the recent Supreme} William Douglas declared that the 
3. Cancelling, or directly or by | Court decision affects only Stand-| result of the majority ruling would 
implication threatening the cancel-|ard Oil stations in California, ob-|be fewer independents in the busi- 
lation of, any franchise or agree-|servers said the edict would un-| ness. 
ment with any dealer, for purchas- doubtedly have a bearing on similar Douglas said big oil companies 
ing or dealing in accessories or|contracts made by all other oil | 


intimidation or coercion, to pur- 
| chase or deal in accessories or sup- 
|plies sold and distributed by the 
|respondents or by anyone desig- 
| nated by them. 


would operate their own stations 

supplies not obtained from the re- | companies. jinstead of making contracts with 

| spondents. As in the GM case, the govern- | independent station owners. 
4. Shipping accessories or sup- |ment charged that Standard of; “The court approves what 


plies without prior orders there- | California had entered into con- | anti- -trust laws were designed 
Douglas said. 
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Kingham Begins 


Two-Year Term 


ASHLAND, Ky.—John B. King- 
ham, president of Kingham Trailer 
Co., Louisville, last week entered 
the federal penitentiary here to be- 
gin a two-year term for income 
tax evasion. 

Kingham and two other officers 
of the firm were convicted of evad- 
ing $669,642 in taxes during the 
vears 1942-1945. The other two of- 
ficers, Celia M. Kingham, secretary- 
treasurer, and Oliver H. Kingham, 
vice-president, are currently serv- 
ing sentences of a year and a day. 


Clark Dissolves 


Dissolution of incorporation has | 
been granted George Clark Nash} 
Motors, Inc., Beaumont, Tex. 
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and Hudson Dealer J. W. Goldsmith (left) is celebrating his 40th year with Hudson. He 
is the owner of J. W. Goldsmith, Inc., Atlanta. Shown with Goldsmith is J. K. Andrews 
(center), service manager, and Joe Walker, porter. Goldsmith is proud of the fact that the 
three of them have put in a total of 118 years selling and servicing Hudson automobiles 
in Atlanta. 








To feel the pulse of the auto industry. consistent reading of AUTOMOTIVE NEWS 
Its production and registration figures tell the story of output and sales. 


| 
HUDSON DEALER 40 YEARS—Hudson Motor Car Co. is celebrating its 40th anniversary 





.«» WALKER’S 
SENSATIONAL, NEW 


OIL FILTER SELLING PROGRAM! 


@ Every time you tell a customer it’s time 
to change oil, tell him it’s time to change 
his sludge-soaked filter, too. But don’t 
stop there! Tell him it’s time to change 
to a Walker—America’s finest oil filter! 


Explain how clean oil 


a dirty filter. Follow up by telling him 
why Walker is a better oil filter . . 
it’s built for modern, high-speed engines 
.. . that it’s specifically designed to give 
him cleaner oil, better engine protection, 


longer filter life. 


It’s easy to show how Walker’s pat- 
ented Laminar construction filters oil 
three ways . . . how it actually works like 
three filters rolled into one. It takes out 
even the tiniest bits of power-clogging dirt 


WALKER MANUFACTURING COMPANY OF WISCONSIN + RACINE, WISCONSIN 


and sludge—keeps oil clean for thousands 
and thousands of miles! 

Clinch your sales with Walker’s definite 
guarantee against channeling, by-passing 
or migration of the filtering material. 
Walker is the only oil filter that gives 
your customers absolute assurance of pre- 
dictable performance. 

Remember, every car, truck and tractor 
you service is another chance for increased 
filter business, extra filter profits. Prove 
it to yourself. For one week ask every 
customer, “‘May I change your oil filter?” 

Use Walker’s powerful point-of-sale ma- 
terial to help you. Tie in with Walker 
advertising. Make this your best and 
most profitable selling season! 


is wasted through 
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TORONTO.—Canadian auto deal- 
ers have been warned by the Fed- 
eration Journal, published by Auto- 
mobile Dealers Assns. of Canada, 
to prepare to cooperate in the 
“fourth round” of business com- 
petition. 

The paper pointed out how deal- 
ers reacted to the prewar period 
first round—“competition was keen, 
too many new cars, too many used 
cars, small profits. Many dealers in 
Canada were ‘hanging on the 
ropes,’ and many had failed. 

“Second round—dealers were in 
competition with war conditions 



































































































Cooperate in Round 4? 


Canadian Publication Urges Mutual 
Effort on Some Points 





but they came through in good 
shape prepared to take advantage 
of the strong postwar period. 

“Third round—customers were 
competing for cars and we had 
to do our best to say ‘no’ gra- 
ciously and keep customers wait- 
ing without offending them.” 


This period was explained as 
a great time for the wise owner. 
He had money to build and im- 
prove facilities and prepare him- 
self for round four. 

The paper stated that in 1947 
Canadian dealers delivered 159,205 
passenger cars, and in 1948, 142,020, 
whereas their previous high wag in 
1937 when 114,375 were delivered. 
Since exports have fallen off and 
production has increased, the “bat- 
tle of supremacy” will be on be- 
tween dealers. 


The publication urged owners to 
use common sense in this new 
round, “We do not want to elim- 
inate competition but there is am- 
ple scope for a general under- 
standing among us.” 


The Journal advocates dealer 
conferences on a local scale to 
have them sit down and think, 
plan and work together; not to 
stifle competition, but to keep it 
clean and keen, not cut-throat. 

“If we do this, many extra dol- 
lars will be put in the till without 
depriving the purchasers of a sin- 
gle dollar that is rightfully his.” 

To make the fourth round the 
dealer’s round, the paper urged 
them to stay away from the “di- 
vide and conquer” rule or the 
same disastrous results of the first 
round would take place. 


Auto Exhibits 
Again Highlight 
Of Chicago Fair 


CHICAGO. — When the Chicago 
Railroad Fair opens next Saturday 
(June 25) for a 100-day run, the 
| automobile industry will again be 
|much in evidence. 


Topping the contributions of the 
auto field will be the General Mo- 
| tors Train of Tomorrow, back for 
|& repeat performance after draw- 
ing 960,000 visitors at the 1948 fair 
and a total of more than 5,000,000 
since it was first unveiled. 

General Motors’ part in the train 
is the Diesel-electric locomotive, 
produced by Electro-Motive divi- 
sion. GM designers also had a ma- 
jor part in the styling and other 
features of the Train of Tomor- 
row cars. 


Those who attend the fair will 
get other reminders of the avto- 
mobile. For instance, the “Wheels- 
|a-Rolling” pageant will utilize a 
number of “horseless carriages,” 
loaned principally by Maj. Lenox 
| R. Lohr, exposition head and pres- 
pident of the Museum of Science 
| and Industry here. The pageant 
| will also include a parade of 1949 
| automobiles. 


| Oldsmobile has been chosen as 
| the official car of the fair. Timken’s 
| building will house exhibits and 
| present demonstrations. 





este Tans 
'2,700 in NSPA 


CHICAGO. Described as the 
largest and most complete direc- 
tory in its history, the newly-issued 
National Standard Parts Assn.’s 
membership roster lists nearly 2,700 
automotive establishments manu- 
facturing and distributing parts, 
tools, equipment, chemicals, paint, 
supplies and accessories. 

The wholesaler division alone ex- 
ceeds 1,000 firms. Among other fea- 
tures pointed out by J. L. Wiggins, 
executive vice-president, is the 
printing of each major section on 
a different colored paper stock to 
facilitate use of the new roster. 

Another section has a complete 
alphabetical arrangement of firm 
delegates and committeemen. Sev- 
enteen pages are required for list- 
ing Canadian and overseas asso- 
ciate firms, with 46 countries rep- 
resented. 
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Highways & Safet 








Biggest Need Seen 
For Foolproof Roads 


POOLPROOF highways are an 
“important part of the answer” 
to the 32,000 automobile deaths of 
1948 which President Truman de- 
plored in his address to the Presi- 
dent’s Highway 
Safety Confer- 
ence, according 
to Director 
Charles Upham 
of the American 
Road _ Builder’s 
Association. 
Pointing out 





% > 

CTS 
that such an alarming number of 
fatalities amounts to more than 


half the annual death rate of 
World War II, Upham cailed the 
253 Memorial day holiday weekend 
highway deaths “the latest evi- 
dence of need for better highways,” 
and said: 

“The struggle to educate the av- 
erage driver that his life is too 
valuable to risk is a losing battle 
and the best solution is to give him 
an almost foolproof road to drive 
on. 

“In the years since V-J day, 
surveys have been made on the 
accident rates on superhighways 
as compared with the outmoded 





highways the motorist is forced 

to use, and the death rate has 

been found to drop as much as 
one-fourth to zero.” 

In the absence of superhighways, 
Upham credited painted center 
stripes with saving many lives 
yearly because they are so effective 
in keeping motorists in their 
proper lane, 

“Separating traffic streams re- 
moves one of the greatest hazards 
of the road,” said Upham. “The 
center median or strip is the best 
method, but where it cannot be 
provided, as on two-lane highways, 
the painted or inset center stripe 
offers a valuable substitute which 
all states are now using on their 
heavily traveled roads.” 

* 


+ + 
XPERTS of the Public Roads 
Administration estimate that 


one-third of America’s surfaced 
highways are now center striped. 
The cost of striping and restriping 
this 100,000 miles of highways each 
year is estimated at $2,800,000 or 
an average cost per mile of $28, 
according to PRA. 

Studies by the ARBA based on 
these estimates show that in spite 


Install. 


@ Won't Fade or Stain 


@ Wipe Clean with Damp Cloth 
@ Beautiful Eye-Catching Colors 


@ Gvaranteed to Fit 


@ Priced for Easy Sales 


Manufacturers 










1616 CUMING ST. 
OMAHA. NEBR. 


SEND FOR 


© SAMPLES 
¢ CATALOGUES 
© PRICES 


for all 1949 models. 


OMAHA SEAT COVER, 
1616 Cuming Street, 
Omaha, Nebraska. 





Yes, Sir, Fits Tight as a Glove... 
You'll never have trouble when your 
cars are installed with “OMACO" 
Covers. 
guaranteed to fit and fit EASILY. 


They're made of that TOUGH, DURABLE 
WONDER FABRIC, LUMITE. They'll last longer 
and give complete customer satisfaction. This 
wonderful 
will keep its sparkling look for years and 
OMACO Plaztic Seat Covers are trimmed in 
top quality art leather. 

Order OMACO Seat Covers TODAY. You'll 
agree they Fit Tight as a Glove... 
Come Loose. 
FIT PERMANENTLY. 


to quality workmanship and 
arrival if not entirely satisfactory may be 
returned (at our expense 





designed in fine quality fibres. 
fibre covers that you do with our famous plastic covers. 


OMAHA SEAT COVER CO. 
of the “Perfect Fitting Seat Couer™ 
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1OWA DEALER PRESENTS CAR TO SCHOOL—To. assist the driver's training class of 


Bellevue (la.) public school, 


are H. W. Anderson, school superintendent; H. 
Blitgeu of the dealership; A. B. Chandler, 


Acheu and A. C. 
and c. B. Finke, the school's s driving instructor. 


Art's Sales & Service (Dodge) donated a car. 
W. Goetz, president of school board; Arthur | 


Left to right, 


American Automobile Assn., 





of all efforts to secure uniformity, 
center striping is still widely diver- 
sified. Some states use solid lines, 
others broken lines. Widths vary, 
as do colors, with white and yellow 
predominating. 


The high cost of painting the 
center stripe is causing consider- 
able experimentation _by _State 


Driver Training 

High schools in Manchester, New 
Hampshire’s largest city, are to 
join 27 other school systems in the 
state in conducting an automobile 
driving course, according to Super- 
intendent of Schools Austin J Mc- 
Caffrey. 





EASY to 


Plastic Seat 
OMACO Seat Covers are absolutely 


plastic won't fade or stain and 


Never 
OMACO SEAT COVERS FIT... 





GUARANTEE. 
Our seat covers are quaranteed ‘py us as 


fit. And on 


for full credit. 


OMAHA SEAT COVER CO. 


FIBRE COVERS 
ALSO AVAILABLE 


We have a full line of the new fibre patterns with art leather trim 
Colorful plaids in blue, green and maroon are 


You get the same snug fit with our 
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highway departments, the study 
shows. Several states have devel- 
oped motor driven striping equip- 
ment of special design in an 
effort to cut costs. 

“Wherever he may be this sum- 
mer,” Upham said, “the tourist 
cannot mistake the meaning and 
purpose of the center stripe. If all 
tourists will 
warning, we will go far toward 


reducing the annual death rate of | 
32,000 deplored by President Tru- | 


man in his recent safety conference 
in Washington.” 
. 


Voters Approve 
Gas Tax Boost 
In N. Carolina 


A $200,000,000 rural road bond 
program was approved by North 
Carolina voters by a wide margin 
in a special statewide election this 
month, 


In sanctioning issuance of the| 
road bonds, the voters also ap-| 
proved a one-cent increase in the} 
state gasoline tax. The tax boost, 
which will lift the total rate to 


seven cents a gallon, was contin- | 
gent upon approval of the bond| 


issue. 


The higher gasoline tax rate will | 


go into effect Jan. 1. Gov. W. Kerr 
Scott, who advocated the bond and 
tax legislation, said it also would 
be about Jan. 1 before he could 
get the rural road program into 
full swing. He estimated it would 
take four or five years to complete 
the huge program. 


In the $200,000,000 program, Gov. | 


Scott plans to pave 12,000 miles of 
rural roads, with special attention 
to school bus routes, and to put 
all-weather surfacing on another 
35,000 miles. 

The road funds will be allocated 
among the counties according to 
their area, population and road 
mileage, as written into law by the 
1949 North Carolina legislature. 
Guilford will receive the largest 
sum, $5,148,000, while Camden will 
get the smallest, $626,000. 

* * * 


Inspection 
Rhode Island Plans 


Checkup Program 


Motor vehicles with faulty equip- 
ment are responsible for “an ap- 
palling percentage” of fatal acci- 
dents, Laure B. Lussier, Rhode Is- 
land registrar, told 200 automobile 
repairmen at Providence as he ex- 
plained the state plan to examine 
all automobiles manufactured in 
1940 or before. 

He predicted that, if as a result 
of the checkup 200 cars with de- 
fective equipment are found and 
put into proper shape, the saving 
in lives may be as high as 15. 

Repairmen were warned that the 
motor vehicle registry will tolerate 
no abuses of the new law and they 
are not to become high-pressure 
dealerships for the sale of equip- 
ment. He added that a fee of 50 
cents for each inspection would be 
considered reasonable. 

Recalling that before the war the 
state required every automobile 
five years old or older to be in- 
spected before registration plates 
would be issued for it, he said such 
inspection before registration al- 
ways has been favored by the 
registry. 


aa * + 
Ky. Dealers Cooperate 
The Kentucky Highway Safety 
Newsletter, published monthly by 
the division of safety, is distributed 
by the Kentucky Automobile Deal- 
ers Assn. 
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CUSTOM STYLED 


GRILLE GUARDS 


| Custom built to fit over bumpers or bumper 
| guards with dual uprights. Heavy crossrail. 
| High tensile steel stamping—40% _ stronger 
| than mild steel. Triple plated; chrome or 
| nickel on copper. Easily installed with ordi- 
| nary tools by average person in 5 to 8 min- 
utes. Rust-proof cadmium plated hardware. 


1949 FRONT GUARDS 
4900—Fits over Bumper Guard 
4902—Fits over Bumper Direct 
1949 REAR GUARDS 
4901—Fits as protection for Trunk 
OTHER FRONT GUARDS 
| 4000—Fits over Bumper Guard '46-'47-'48 Cars 
| 4500—Fits over Bumper direct '46-'47-'48 Cars 
OTHER REAR GUARDS 
1001 R—Hinged Single ae. with individual 
adaptors ' 4-47." ‘48 C 
4000, 4500, 4900, 4901 & 4902. 


Specify Car Make in Orders 











FENDER GUARDS 


Protect Front and Rear 


The Cello Fender Guard has exclusive bracing 
which takes vibration and flutter out of ends 
of the bumper bar. Gives needed protection 
to exposed areas of front and rear fenders. 
Heavily plated. Chrome-on-Nickel-on-Copper. 
Packed 6 pair ~ shipping carton. Approxi- 
mate weight, 45 Ibs. 
Featuring: 


RAPID MOUNTING 
BEAUTY AND PROTECTION 
GUARANTEED CHROME 
No. 800—Fits front or rear. 





TRUCK GUARDS 





Grilles, n 
maximum protection 


fenders and lights of all trucks aet 
with massive, sturdy 
Cello Guards. Of extra heavy, cold-drawn 
steel. Uprights 20! inches hi Crossra !s 
1% inches square, embossed, cold-drawn deep 
channel sections. Rugged, ‘sturdy studs, n 
and lock washers fasten heavily rust- proof: J 
back plates. 


PRODUCTS COMPANY 


East Boston Mass 
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More homes for families with children 


» ee because women acted! 


THIS MUST STOP— was the verdict of aroused 
women readers of recent COMPANION 
article “Dogs And Children Not Wanted.” 
The feature which exposed landlord dis- 
crimination against families with children 
drew requests for thousands of reprints — 
was dramatized on a coast-to-coast radio 
show —drew the applause of a nationally 
known radio commentator and the National 


—Latest Starch reports (July 1947 


— July 1948) show that more COMPANION families have 
children than the readers of any other women’s service 
magazine. And the COMPANION has more readers in the 26 
to 35 age group than any of the others. 


WOMAN’S HOME 


Public Housing Conference in Washington. 
In addition, the article was featured on local 
radio shows and in the editorial pages of 
newspapers the country over! 

When it comes to getting reader action the 
COMPANION is outstanding in the women’s 
service field. Below are more reasons why 
it’s smart to keep your eye on the 
COMPANION! 


MORE LINAGE — Lloyd Hall reports for the first 4 months 
of 1949 show the COMPANION is first among the 680 line 
women’s service magazines in editorial linage devoted to 
Food, Home Furnishing and Beauty. The COMPANION 
has more of what it takes to interest women! 


Average Circulation More Than 4,000,000 


NUM BER 


5. aN New ohh Wee 


MORE PULL — SALES OF COMPANION leaflets and book- 


lets totalled over 24,000 copies in March, 1949. The sale of 
these special ‘helps’? to COMPANION readers has been 
steadily mounting. This is just one more proof that the 
COMPANION knows women and their concerns. 


COMPANION 


THE MAGAZINE OF PERSONAL SERVICE, HOME SERVICE, PUBLIC SERVICE 


~— 








Add Sales, 


PHILADELPHIA—The Philadel- 
phia Automobile Show completed 
its first run in more than a decade 
at the Commercial Museum here 
last week. Attendance and interest 
in the show on the part of the 
public was high throughout the 
week. 

Show sponsors told AUT MOTIVE 
News Thursday nocn that atten- 
dance was running higher than 
that of the last show, held in 1939, 
and that total attendance was ex- 
pected to reach 40,000 paid admis- 
sions. Floor sales were reported 
good and many prospects were ob- 
tained. Dealers were said tc be 
enthusiastic, and preparing for 
yearly shows from now on. 

It was the first big postwar 
national automobile show, and its 
results were being observed close- 
ly by automobile men throughout 
the nation. 

The exhibit was sponsored by the 
oldest automotive trade association | 
in the country, the Philadelphia | 
Automobile Trade Assn. 

More than 100 cars were on ex- | 





Phila. Show Returns 


Attendance May Reach 40,000; Dealers 
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Prospects 


hibit with all major manufacturers 
in the country represented. These 
included General Motors, with its 
five divisions; Chrysler Corp. with 
its four dixisions; Ford Motor Co. 
with its two divisions; Packard, 
Hudson, Nash, Studebaker, Willys, 
Kaiser-Frazer and Crosley. 
Among the allied industries in- 
cluded in the show were the At- 
lantic Refining Co.; Automobile 





1949 





DEALER ADDS IMPROVEMENTS—E. N. Jamison (Chrysler), Ingram, Pa., is shown with his 


Club of Philadelphia; City Plan- | new convertible tow truck. Recently remodeled, his dealership contains approximately 12,500 


of Pennsylvania Department of 


“a square feet plus a used-car lot and service station. Jamison, a dealer for 15 years, was one 
ning Commission; Commonwealth | of the first in his area to install television for his customers. 


Revenue; the Evening Bulletin; | ..nipits, etc. The cars and equip-|shown in contrast to the cars of 


Keystone Automobile Club; the 
Philadelphia Inquirer; Public 

Roads Administration; L, A. | 92000,000. 
Young Spring and Wire Corp.; 
General Tire; Auto Seat Cover 
joke duaee awe Sales, and | in this section, 

—— a | Combined with the showing of 


Many of the manufacturers | the new cars, the National Antique 
showed factory displays consisting | Automobile Show was instrumental 


There was a separate display 
of trucks, with Chevrolet, Dodge, 
Ford and Studebaker exhibiting 





of revolving cutaway engines, chas-|in drawing the public to the dis- | 
sis, brake displays, air conditioning | | play. Some 76 antique « cars | were | 


ment displayed were valued at over | today. 


Added features, such as a display 
of the Blue Crown special, winning 
car in the Indianapolis race this 
year, flanked by such old racing 
cars as the Marmon Wasp, winner 
of the first race in 1911, and the 
Wisconsin racer, first car to hit 
a speed of three miles per minute, 
also drew interested crowds. 

Practically all exhibitors in the 
show agreed that the show was the 


Aw B.E Goodrich 


Fythm Pile 


GIVES YOU GREATER COMFORT, SAFETY, MILEAGE 


|cury. Joseph E. 












most elaborate they had ever jar- 
ticipated in. Quite a few mention red 
the fact that it was the best ar 
ranged show ever to be held in ‘he 
country. General feeling about ‘he 
exhibit was high among all rep re- 
sentatives of the manufacturers 

Many cars were sold right from 
the floor of the show, while many 
prospects were lined up. 

Heavy emphasis was placed on 
spectator-operated devices and 
many were shown throughout the 
show. 

M, J. ‘Jerry" Duryea, show man- 
ager; A. A. Martin, president of 
the PATA, and M. H. Bury, chair- 
man of the show committee, all 
expressed satisfaction with the 
show as a whole. 


Alabama Dealers 
Call Tax Program 


Peril to Business 


MONTGOMERY, Ala. — A huge 
tax-and-spend program which Gov. 
James E. Folsom urged the legis- 
lature to pass, and which would 
affect most business interests in the 
state, has been getting rough treat- 
ment at the hands of the law- 
makers. 


Executive Vice-President Frank 
| R. Broadway, of the Automobile 
| Dealers Assn. of Alabama, Inc., de- 
| scribed the current legislative | ses- 
br as carrying “a powerful threat 
to the continued operation of busi- 
ness on a fair and profitable basis,” 
|and urged that dealers throughout 
| the state keep closely informed of 
'developments and ready to act 
upon ADAA request. 


A series of measures have been 
| introduced in the house to change 
|license weight rate schedules on 
motor vehicles. One would bring in 
an additional $56,833 from trucks 
or tractors drawing semi-trailers. 
Another on trucks and _ trailers 
would add an estimated $4,200 on 
trucks and trailers, based on gross 
| weight. A measure has been intro- 
| duced to make changes in the auto 
| license schedule under which total 
| gross revenue would be about $1.,- 
| 166,000. 


LM Service Post 


To Longenecker 
DETROIT.—E. D. (Ted) Longe- 


|necker has been appointed national 


service manager for Lincoln - Mer- 


Bayne, general 
sales manager, 








OUT OF RYTHM: Most Cords 


are ‘‘out-of-step” like an awkward squad. 
Loosely tied by cross-threads, they tend to 
bunch or separate. Some work too hard, others 
not hard enough. They don’t work together. 
Result: Tire doesn't run as smoothly. Weak 
spots invite trouble. Overstrained cords 
soon wear out. 


IN RYTHM: BFG Cords 


work in unison like precision marchers. Sealed 
in live rubber, with no shackling cross- 
threads, they're evenly spaced, under uniform 
tension. No “‘slacker’’ cords. Result : Greater 
cushioning for a smoother ride. Greater 
strength for more safety. Greater uniformity 
for longer mileage. 


Here it is—a basic difference in tires. A 
difference you can see for yourself. 

It’s the new B. F. Goodrich Silvertown 
—with ‘‘rythmic-flexing cords’ that give you 
a “*Rycthm Ride’’! More comfort, more safety, 
more miles! 

In every tire there are thousands of cords 
that flex as you ride. Comfort, safety, mile- 
age depend a lot on how well they work 
together. 

In most tires, cords ate “hobbled” by 
cross-threads. Some are too loose, some 
too tight. They bunch in places, gap in 
others. Some carry too much strain, 
some loaf. 


GREATER BFG engineers have done 

away with cross-threads. 
COMFORT Cords are evenly spaced un- 
der uniform tension and sealed in live 
rubber. As a result, BFG cords flex to- 


Only B. F. Goodrich gives you “rythmic-flexing cords” in every tire for every purpose 





gether in perfect rythm to give you more 
cushioning effect and a smoother ride. 


EXTRA Each cord carries its share. No 
SAFETY agency cords to break un- 
der stress. No “‘slacker’’ cords. 
BFG “‘rythmic-flexing cords’ take the gaff— 
flex right back for more. 


LONGER See - basic difference in tires 
MILEAGE —as your B. F. Goodrich 
salesman to show you how 
““rythmic- flexing cords’ compare with old- 
type cords. Then you'll know, firsthand, 
how handling BFG Silvertowns with new 
“Rythm Ride” can build extra profits 
for you. The B. F. Goodrich Company, 
Akron, Ohio. 


?.S. COLD RUBBER ADDED FOR EVEN MORE MILES! 
Pioneered by B. F. Goodrich in 1941—the new 
longer-mileage cold rubber is now being added to 
phe treads of all BFG passenger car tires. 
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| said Longenecker 
|} will succeed G. 
| H. Schricker, who 
will work on spe- 
cial assignments 
|in the field sales 
| organization. 

| Longenecker has 
been parts and 
|service manager 
| for Packard since 
| November, 1947. Before joining 
| Packard in 1944 he was engaged 
in field service work as_ service 
representative and zone service 
manager for several automobile 
| firms. He was an instructor on re- 
tail service management fundamen- 
tals for General Motors Institute 
jfrom 1938 to 1939, later being 
| named Pacific regional manager for 
ithe Detroit Diesel Engine division 


‘Parts Theft Ring 
Cracked by FBI 


DETROIT.— The flood on the 
| Chicago market of stolen Electric 
Auto-Lite parts has been traced to 
an alleged $200,000 theft ring at 
the Plymouth-Detroit plant of 
| Chrysler Corp. Auto-Lite dealers in 
Chicago had complained of being 
| undersold. 

Three men have been indicted 
here by a federal grand jury on 
|the charge. Detroit FBI Chie! 
| Harry T. O’Connor said that on 
| of the three, Walter S. Kubick 
|arranged the Chicago sales. 

The ring, which had been run 
|ning a year, was uncovered when 
legitimate Chicago Auto-Lite deal 
'ers appealed to Chrysler, wh 
| turned the matter over to the FBI 
|The other two indicted are Jame 
| A. Rybarczyk, Plymouth employs 
|for 18 years, and Stephen M. Ku 
ber, an expediter for Chrysler Ex 
port division. 





E. D. Longenecker 
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In the New York Market? 


There are thousands of gasoline service-stations, accessory 
stores and automobile dealers in New York City. These 
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AUTOMOTIVE WASHINGTON 


Heat May Chase 


Congress Home 


By William Ullman 
‘ash 


ington Correspondent 





ASHINGTON weather, proverbially hot and humid at 
this season, together with inconveniences incident to 
the remodeling of congressional working quarters, may be- 
come important factors in the growing controversy over 
how long Congress is to remain in session. The legislators, 


both Democrats and Repub- 
licans, are wishfully talking 
about closing their desks and 
getting out of town by Aug. 1. 

But President Truman, with his 
eye on an ambitious administra- 
tion program, barely touched as 
of this date, is urging the men 
at the capitol to stay on the job 
until the task is finished, no mat- 
ter how long that may take. 

An extreme test of congressional 
patience is anticipated shortly after 
July 1, when the two branches will 





William Uliman 
move to cramped temporary quar-! the old House office building. The 


ters so that new 
roofs may be con- 
structed over both 
the Senate and 
House wings of 
the capitol. 

The Senate will 
set up shop in the 
tiny old Supreme 
Court chamber, 
and the House 
will transfer its 
activities to the 
caucus room in 
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betting on Capitol Hill is that the 
members of Congress will not be 
content to work in these makeshift 
quarters for more than six weeks, 
particularly during hot weather. 

Hence the item of physical ac- 
commodations may be added to the 
political considerations that have 
made the first five months of the 
8lst Congress conspicuously un- 
fruitful from the Administration 
standpoint. 


* + * 


Status of T-H Bill 


At THE end of the first week of 
consideration of a new labor 
law it appeared almost certain that 
the compromise backed by Senate 
Democratic leaders—noted in this 
column last week—has failed to 
win sufficient support to put it 
across. 

Four of the five amendments in 
this plan appear sure to be adopt- 
ed, the only opposition to them 
coming from the extremists in the 
labor bloc. The thus amended ad- 
ministration bill for repeal of the 
Taft-Hartley act, plus reinstate- 
ment of the Wagner act with Presi- 
dent Truman’s “improvements,” 
seems destined to defeat, according 
to a consensus of those in close 
touch with the situation. 


dict the final form which the new 
bill will take. The belief is that 
if the vote were to be taken at 
this writing, the modified bill pro- 
posed by Senator Taft would be 
passed by a half dozen votes or 
more. 

Despite the fact that a number 
of amendments are being prepared 
by members of both parties, it is 
possible that the final vote will 
come on a choice between taking 
the compromise administration bill 
or the new Taft version, which 
keeps most of the essential pro- 
visions of the Taft-Hartley act. 


The administration leadership has 
made it clear it will accept no more 
amendments than those embodied 
in the five-amendment compromise 
—requiring bargaining in good 
faith by unions, loyalty affidavits 
from both sides, financial state- 
ments from employers and unions, 
a guarantee of free speech for em- 
ployers, and a seizure provision for 
national emergency situations. 

It is obvious, however, that these 
concessions will not meet the de- 
mands of a majority of the Senate. 

* * a 


Good Example 
T IS being widely noted in Wash- 


It is too early, however, to pre- I ington that the government re- 


t-Work 


MODELS STANDING UP? 


)NSIDERING the fact that the oldest of the “new” cars is only about four 
years old, this may seem like a foolish question. But don’t think that it’s 


not important. 


We've been in quite a few garages and service stations lately and they tell us 
that a lot of drivers who were mighty proud that they’d finally beaten the car 
shortage were all burned up at the way their fine new cars were getting dingy 
around the edges. Already the plated bright-work was dull and rusty or peeling 
off. And to say the least, they didn’t like it—especially at today’s car prices. 

But—where Stainless Steel was used for bright-work, the story was different. 
Decorative parts and trim still had that salesroom sparkle because Stainless, 
with ordinary care, can be kept looking like new and there’s no plating to peel 
off. Every owner was a booster, for with Stainless Steel to safeguard the beauty 
of his car he felt that nothing had been spared to give him full value for his 
money. And that’s the kind of car user you can count on for future sales. 


Remember, U-S-S Stainless Steel adds more than lasting good looks—it adds 
lasting good will. What’s more it does not add materially to the cost. Its ex- 
ceptional ductility makes forming easy. It can be used in very thin sections. It 
requires no plating. Thus, lower production costs materially reduce any price 
differential between U-S-S Stainless and less efficient, plated materials. 

If you want practical, experienced help in applying U-S-S Stainless Steel 
most economically, get in touch with our engineers. 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 
CARNEGIE-ILLINOIS STEEL CORPORATION, PITTSBURGH & CHICAGO 


COLUMBIA STEEL COMPANY, SAN FRANCISCO 


TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM 
UNITED STATES STEEL SUPPLY COMPANY, WAREHOUSE DISTRIBUTORS, COAST-TO-COAST 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


NATIONAL TUBE COMPANY, PITTSBURGH 


U°S°S STAINLESS STEEL 


SHEETS - STRIP - PLATES - 


BARS - 





BILLETS - PIPE - TUBES - WIRE - 


SPECIAL SECTIONS 
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organization commission headed by 
former President Herbert Hoover 
managed to set something of a 
record for temporary federal agen. 
cies before its official expiration 
last week, 

Here is the unusual story: 

Officials of the commission, which 
probed into the operations of the 
vast federal executive branch and 
produced volumes of suggestions 
for more efficient realignment, 
proudly announced they left no un- 
finished business. 

The job, they said, is washed up, 
lock, stock and barrel. 

All employes are off the payroll, 
office space and furniture re- 
turned to the Public Buildings 
Administration, records have been 
handed to the Treasury depart- 
ment. The commission was abie 
even to refund a few thousands 
of dollars of its original appro- 
priation. 

Thus, the group put into practice 
what it has preached. One thing 
the commission was most critical 
of, was the habit of agencies hang- 
ing on for months, and even years, 
after they were supposed to close 
up and pass on. ‘ 

+ 


ITO Weaknesses 

N A 45-PAGE statement prepared 

by its research and policy group, 
the Committee for Economic De- 
velopment last week told Congress 
that it favors ratification of the 
International Trade Organization 
charter, provided two provisions on 
international investments are elimi- 
nated. 

The objectionable provisions, 
which were put in the charter 
at the suggestion of the U. S., 
would obligate this country, the 
committee declared, to provide 
finances to economically back- 
ward countries without offering 
American investors any reason- 
able protection. 

In its statement the committee 
of business leaders, formerly head- 
ed by Paul G. Hoffman, urged that 
total rejection of the charter by 
this country might be a serious 
obstacle to world peace. 

“Even with the objectionable in- 
vestment articles eliminated, the 
ITO charter will be imperfect,” said 
the report, “but the committee 
feels that it is a better document 
than none at all.” 

Rejection of the entire charter, 
jthe group told Congress, “might 
| well be the signal for acceleration 
|of widespread trade discrimination 
and intense economic nationalism. 

“Peace in such a climate would 
be hard to achieve and harder to 
maintain,” the committee said, 
“The position of the organization 
was made public by Walter Wil- 
liams, CED chairman and president 
of Continental, Inc., and Philip D. 
Reed, chairman of General Electric. 

Members of the research and 
policy group which put the or- 
ganization behind the world trade 
charter included Henry Ford I; 
Eric Johnston, president of the 
Motion Picture Assn. of America; 
Fowler McCormick, chairman of 
International Harvester; Beards- 
ley Ruml, chairman of R. H. 
Macy; John D. Biggers, chairman 
of Libbey-Owens-Ford; S. Sloan 
Colt, president of Bankers Trust 
Co., New York, and George L. 
Harrison, president of New York 
Life Insurance Co. 

“We regard the positive accom- 
plishments of the charter as net 
|gain,” the businessmen’s' group 
said, “since the malpractices which 
the charter fails to correct would 
in any case continue to exist if 
the charter were not to come into 
force.” 

“It should not be overlooked that 
the charter has definite provisions 
for review and revision of its im- 
perfections.” 

The trade charter was prepared 
last year at a conference of 52 
nations in Havana. While now be- 
| fore Congress, it is not expected to 
be acted on at this session, Other 
| countries are postponing ratifica- 
tion pending action by the U.S. 








Smallcomb Promotes 


Smallcomb Motor Co. of Cali- 
fornia has announced the follow- 
ing appointments and promo- 
tions: 

Elbert S. McDuffie has been 
named used-car manager of the 
Burlingame and San Mateo 
branches; Herb Wilbert has been 
promoted to used-car salesman in 
San Bruno; Art Carey is now : 
new-car salesman in the same 


branch, and Earl Roddy has re 
joined the San Bruno store as * 
service salesman. 
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3 leaders 





magazine 
advertising linage 
for 

5 months 


this year’ 


Right now, with sales just a little 

tougher to make, is a good time 

to re-examine your magazine advertising 
schedules. And a fine time to 

find out what The New York Times Magazine 
and its 1,150,000 circulation all over 

the country can do for you. 

Just call LAckawanna 4-1000... or 

The New York Times office in Chicago, Boston, 
Detroit, Los Angeles, San Francisco, 

London, or Paris. 


*Printers’ Ink compilation 
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Reports From Various Areas . . . 


Auto Market Page 








Minneapolis 

A new postwar high in automo- 
bile deliveries during May was set 
in Minneapolis and suburbs when 
a total of 2,547 new cars was sold, 
bringing to 10,682 the total sales 
for the first five months of 1949. 

Sales have climbed steadily in 
this area for the past three months 
with new records set each month 
since March. This year’s sales have 
surpassed 1948 sales to date by 1,415 
cars. 

The figures, compiled by Fi- 
nance & Commerce, local busi- 
ness newspaper, showed Chevro- 
let regaining the lead in May 
with 677 deliveries, compared 
with Plymouth, in second spot 
for the first time in many 
months, with 324. Ford was a 
poor third, dropping to 246 de- 
liveries due to the strike. 

There were 294 new trucks de- 
livered, compared to 350 in April 
and 334 a year ago. Chevrolet also 
led in truck sales with 123, with 
Ford second with 69 and Dodge 
third with 24. 

The May (1949) sales represented 
a boost of 862 over May, 1947 
(1,685), two years ago, which was 
slightly higher than May, 1948, 
with its 1,449 deliveries. 

By makes, the new-car sales 
report: Austin, 2; Buick, 178; 
Cadillac, 31; Chevrolet, 677; 
Chrysler, 70; Crosley, 2; DeSoto, 
35; Ford, 246; Ford (English), 9; 
Frazer, 22; Hudson, 108; Kaiser, 
81; Lincoln, 29; Mercury, 60; 
Nash, 32; Oldsmobile, 149; Pack- | 
ard, 70; Plymouth, 324; Pontiac, 
196; Studebaker, 111, and Willys, 
14, 

Chevrolet also led sales in the 
first five months of 1949 with 2,176, 
compared to Ford’s 1,732 and| 
Plymouth’s 1,160 sales. Other five- | 
month figures, by make, include: | 





Austin, 12; Buick, 788; Cadillac, | 
221; Chrysler, 339; Crosiey, 16; De- | 
Sotc, 208; Dodge, 528; Ford (Eng- | 
lish), 17; Frazer, 60; Hudson, 357; | 
Kaiser, 227; Lincoln, 123; Mercury, | 
421; Nash, 333; Oldsmobile, 579; | 
Packard, 270; Pontiac, 600; Stude- | 


baker, 469, and Willys, 41. 
a * * 


New Orleans 


A total of 1,013 new cars wa: | 
registered in Orleans parish ‘New | 
Orleans) during May, according to | 
Joseph A. Paretti, president of th. | 
New Orleans Automobile Dealers | 
Assn. This compared with 593 cars 
registered for the corresponding | 
month of 1948. 

For the first five months new-car | 
registrations totaled 4,393, com-| 
pared with 3,160 for the same pe- | 
riod last year. A total of 214) 
trucks was registered in May. 

New-car sales by makes were: 
Chevrolet, 162; Ford, 114; Plym-| 
outh, 107; Buick, 107; Studebaker, | 
86; Pontiac, 84; Oldsmobile, 56; | 
Mercury, 48; Hudson, 46; Kaiser, | 
38; Dodge, 34; Cadillac, 28; Pack- | 
ard, 23; DeSoto, 19; Chrysler, 17; | 
Nash, 14; Lincoln, 14; Willys, 9; | 
Crosley, 5, and Anglia, 1. 

* x * 


Washington 

May new-car sales in Washing- | 
ton totaled 2,649, slightly below | 
the 2,753 figure of April but well) 
over the 1,950 new cars sold in| 
May, 1948. 

Commercial vehicle sales during | 
May fell off to 179, against 389 in | 
May, 1948. In the first five months | 
of the year, new-truck sales to- | 
taled 1,143, compared to 1,772 for| 
the same 1948 period. 

New-car sales in the first five 
months of 1949 numbered 11,289, 
compared to 10,803 in the first 
five months of 1948. Included in 
the totals are 563 taxis sold in 
the first five months of this year, 
against 1,196 sold in the first five 
months of 1948. 

Sales by makes during May| 
were: Austin, 6; Buick, 203; Cadil- | 
lac, 61; Chevrolet, 673; Chrysler, | 
63; Crosley, 14; DeSoto, 56; Dodge, 
149; Ford, 251; Frazer, 5: Hudson, | 
93; Kaiser, 14; Lincoln, 13; Mer-| 
cury, 78; Nash, 47; Oldsmobile, 139; | 
Packard, 73; Plymouth, 383; Pon- 
tiac, 209; Studebaker, 107; Willys, | 
8, and miscellaneous, 4. 

New-truck sales in May: Brock- | 
way, 3; Chevrolet, 62; Diamond T, | 





1; Diveo, 12; Dodge, 21; Ford, 49; 
GMC, 9; International, 12; Mack, 
2; Reo, 1; Studebaker, 2; Willys, 3, 
and miscellaneous, 2. 

* + a 


Salt Lake City 

The “new” used-car market has 
practically disappeared in Utah 
and is falling rapidly on all used 
cars, 

Popular priced new cars are still 
hard to get, with Chevrolet being 
the No. 1 scarce make and Ford 
a close second, especially since the 
strike. Higher-priced new cars are 
readily available. 


o * « 
Philadelphia 

New-car sales in Philadelphia in 
April picked up about 15 percent 
over March. Some retailers pointed 
out that this was below the expec- 
tations of those who expected 
spring buying to be more brisk. 

Close to 5,000 cars were sold. 
Fleet purchases by industrial and 


transit firms helped to put Plym- 
outh in first place with over one- 
fifth of the cars sold during the 
month. 

Chevrolet followed closely with 
sales of about 900 cars. This was 
approximately 150 Chevrolets 
more than were sold in March. 

Ford sales dropped from nearly 

1,000 in March to about 650 in 
April. Buick maintained its level 
of sales averaging about 350. Pon- 
tiac also stayed steady at the 300 
mark. 





Oldsmobile dipped about 20 sales 
to drop slightly below the 250 
point. Mercury showed a one-third | 
increase over March with sales | 
close to 225, Studebaker remained | 
at the 200 level. Nash rose over the 
150 mark to a level comparable 
with its 1948 average for the} 
month. 

Chrysler’s sales jumped by a 
third over March to 150. Hudson 
climbed one-sixth over its March 
totals to 120. Dodge slipped down 
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AN ORIGINAL DEALER EXHIBIT IDEA—Nursery rhyme personalities played prominent 
parts in the Studebaker passenger car and truck exhibit sponsored by University Motors, 
Inc., Seattle, during the annual Northwest Sportsman show. 


one-third of its March totals to |come to 20. Willys dipped about 
120. DeSoto stayed steady at 110. | five sales to fall below 25. British 
Cadillac stayed at its March 87-| Fords, Crosley, Austin and miscel- 
car mark. Packard maintained a|laneous foreign makes reported 
level of over 60 sales. Lincoln lost| sales below five. 
about five sales to slip to a 40| 
average. Kaiser gained about 15 n ington c¢ 
sales to approach the 50 point, | dent, keeps, AUTOMOTIVE NEWS reader 
Frazer gained about five sales to|in the nation’s capital every week. 


William Ullman, Washington correspon- 
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fast-selling auto seat covers. For Suskana 
Saran leads the field with seat covers that 


combine smart beauty with incomparable 








durability—at popular prices. 


O DOUBT about it! This is the sign 





errs See se 


Motorists from coast to coast are enthusi- 
astic in praising their seat covers of Sus- 
kana Saran. For built-in color, trim fit, 
smooth riding comfort and easy care give 
them new measures of driving enjoy- 
ment. In handsome pre-tailored seat 
covers, and in custom-mades, Suskana 


Saran proves its superiority. 


thousands of dealers know means 


Stock the fast-selling seat covers that are 
backed by national advertising and pro- 
motion. Be ready to meet your customers’ 


demand for Suskana Saran. 
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} SEAT COVER PROFITS 








Merchandising 


Memos to Dealers 























By Bob Finlay 












less there are obvious temporary 


he a used-car trader judge the 
4odds of the future? That’s a 
tough one, but Don Farrant, who! We asked Don to give us a few 
has been in the business for 26) ideas on various points of used-car 
years under his own name, thinks| merchandising. Here they are: 
that the dealer at least can be) ae 

prepared for the POSSIBILITIES 
of the future. 


In an effort to avoid bad losses 


reasons. 


Bargains 
RICES—From here on, they 


. must be bargains in relation to 
or take advantage of opportuni- |» ow car prices. Constant study is 


pe Don pace ‘ io od | required to keep up on values. 
business Darometers—rise an Condition—Both for eye appeal 
| 


fall of employment, factory Pay- | and service—and don't forget the 
rolls, auto production, business 


failures, etc. 
And, of course, the best burome- 


ter of all is the dealer’s own busi- | 


| women. 
| Turnover—Keep them moving. 
| Check each car if not sold in two 
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fast turnover, and it is a good idea | 
all the time. 





SHORT MEMORY 


Talk Difference—Try to show 


buyers that waiting for lower | 


prices may not pay, since the 








eee 
NOLPENDENT US 
TOP PRICES 
Pq PAID FCR 

USED CARS 






value of their car goes down, too. | 
Long-Range Look—To protect |! 
goodwill, explain guarantees and], 
“as is” deals BEFORE DELIV-| 
ERY. Let the buyer know what | 
you won't do as well as what you 1 
will. Fix the annoying little \y 
things. Excessive finance charges | = 






\ 


“ WHAT 20-YER-Mtan? AND CMM VT 
PEDOLE MY OLD CAR'- /'m 


| 
seem profitable, but lose money for 
the dealer in the long run. 
+ + * 


19 
conditions. It is better to take 
losses as you go along than to 
wake up to a staggering loss later. 

* + * 


Perspective 
UYING POINTS—Don't stand 
too close. At 25 to 30 feet, 


bulges and out-of-line doors, hoods 
and front ends are easy to see. 
It is dangerous to buy in the rain. 
Repaired wrecks are hard to see 
then. Watch for cracked blocks, 
weak oil pressure, noisy motors, 
transmissions and rear-ends. 


| 1949 


T IN THE AUTOMOBILE BUSINESS, 





You must keep up with mar- 
ket values, and you must know 


On Your Side 
sALESMEN—Pay decent salaries | 
“ and use incentives. That is nec- | 
essary to get and keep high-grade | | 
men and have them working for | 
the firm instead of the customer. | 
You must get them to feel and| 
act like partners, so they will re- 
member the 
the business. It sometimes pays t 
take teachable greenhorns who 
show promise, but these must be 
balanced by experienced men. 






a 


(Editor's Note: The above cartoon, which 
attracted considerable attention in Colum- 
long-range good of | bus, Ga., was drawn by Burrel C. Cole, part- 
o | rer in Muscogee Motor Co, (Chevrolet), 





overlook these. Some _ people 
want them and often you can 








weeks. It may need more work or 
ness. When it becomes real tough|a lower price tag. On a falling 
to sell cars, watch for a blow un-!| market it is essential to have a! 


It’s the Sign of the Times 





Balanced Stock—It is important 
to have a diversified stock, but 
don’t exceed a 30-day turnover ex- 
cept under very favorable buying 


make some very good deals in 
this category. 

Face Facts—Carry cars on your 
books at wholesale, and revalue 


conditions. them the first of every month at 
Less-Popular Makes—Don’t | what you would pay under present 


| usual 





;}ers were 


|ments about their 
| the new car were recorded for pos- 





| 
| 


Thousands of alert dealers from coast to coast are 


displaying this sign. It’s the sign that leads to more 


sales, more satisfied customers and the greatest 


seat cover profits ever! Have you ordered yours? 





usquehanna ; 
Mills “NC. 


404 Fourth Avenue, New York 16, N. Y. | 


|}four acts of the 
|}to the 


| 


ff * Sh. fabrics for Auto Seat Covers, Uphol- 
stery, Men’s wear, Women’s wear, Neckties. 


ys 
politan 


reconditioning costs. 

Looking back at his 26 years in 
the business, Don concludes that 
the used-car business over the long 
pull is no get-rich-quick honanza, 
but it is a good business if you 
operate in such a manner as to 
satisfy customers. 


Customers respect a dealer who 
tells them the score honestly. IIl- 
will arises when a customer finds 
he has no jack with the first flat 
tire, no wipers at the first rain, 
no lights the first night. 

Often it is the little things that 


mean so much. 
* + Ak 


Closing Deal 


Realistic research was used in 
making Kaiser-Frazer’s new 
sound slide film on closing deals, 
just completed by Sarra, Inc. 

The film will be used by Kaiser- 
Frazer dealers and_ salesmen. 
Wire recorders in dealer show- 
rooms listened in on sales to get 
realistic touches in the closing. 
Different closing situations and 
customer reactions are analyzed. 

* * + 


Ideas for Showing 


Original promotional ideas used 
in connection with the new 1949 
Pontiac won awards for three 
Minnesota dealers. Whitcomb & 
Blick, Minneapolis, took first with 
the use of three giant searchlights, 
showroom changings, radio spots 
and extra mailings. 

Second went to A. T. Hansord 
Pontiac, Minneapolis, for its un- 
usual mail and poster display 
featuring the “Hansord Indian.” 

Third went to Pagenkopf Pon- 
tiac, Faribault, Minn., for its un- 
method of recording com- 
ments about the new car. Custom- 
interviewed, a la man- 
on-the-street radio technique, over 


|a tape recording machine placed 


in the showroom. Customer com- 
impression of 


terity by the dealer. 


ON HAMPTON (Dodge), Palo 

Alto, Calif., said he has had 
more good comments ahout the 
following ad than any he has ever 
run: 

HOW’S BUSINESS 

We are asked that question 
daily by numerous people. Our 
answer is “Wonderful!” We have 
had the best business in our his- 
tory for the first five months of 
1949. Of course we are fortunate 
to have excellent products, but 
we have a hunch all business in 
Palo Alto is good. If certain 
economists (fancy name for “we 
are guessing, too”), who are pre- 
dicting awful things for the fu- 
ture, would go fishing and get a 
good night’s rest, we think they 
might take a second look and 
decide maybe the outlook is good. 

Ask us some time. Gur busi- 
ness is... 

WONDERFUL 
You Can Depend On 
Don Hampton 
Dodge-Plymouth Dealer 
511 Alma Street, Palo Alto 
Phone Davenport 3-3179 


For the Kids 


SPRINGFIELD, ILL.., 
Chevrolet took advan- 
circus date to present 
Mills Bros. show 
children at St. 


Metro- 
age of a 


crippled 


| Johns hospital. 


Hudson Minneapolis. Inc. 


A week-long open house, flow- 
ers for lady visitors, 700 free 
baseball tickets and local radio 
broadcasts were highlights of 
the opening of Hudson Minne- 
apolis, Inc., on Harmon Place. 
Harold Brock is the owner. 

The $400,000 building includes 
20,000 square feet with an ad- 
joining building of three floors 
with 60,000 square feet. 




















Strong Demand 
Reported for 


Fords on Coast 


DEARBORN.—Demand for Ford 
cars in California still greatly ex- 
ceeds the supply, Arthur S. Hatch, 
West Coast regional manager, Ford 
division, said last week. 


“There is virtually no stock of 
Ford cars at all on the West 
Coast,” Hatch said. “Many dealers 


have 150 to 200 bona fide orders 
on which they could make immedi- 
ate delivery if they had the cars. 
“Among the 326 Ford dealers in 
the Long Beach and Richmond dis- 





Car registrations by states are released 
here weekly, as completed by R. L. 
Polk representatives in state capitals. 





tricts alone, there are about 9,000 
customers awaiting delivery. Peo- 
ple still have to wait for 1949 
Fords,” he said. 

Combined schedules at Richmond 
and Long Beach assembly plants 
now call for production of 425 cars 
daily, compared with 395 prior to 
the recent strike. Further increases 
in production are planned for the 
balance of the summer, the com- 
pany stated. 


W ood-Nesbitt Expands 


Wood - Nesbitt, Inc. (Chrysler), 
611 E. Broad St., Columbus, O., 
held open house this week at its 
new parts and accessory building 
at 610 Oak St. The new building 


CHRYSLER 
TOTAL 
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STRESSES LARGE SHOWROOM—Walker Motor Co. 
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itself on offering facilities that are said to be exceptional for a town of this size. 





has more than 100,000 square feet 
of space, and is of colonial design 


Cadillac 
Oldsmobile 






































with a large lobby and a 50-foot 


counter. 





(Chrysler), Carrollton, Ga., prides 





Vt. Car Registry 
Climbs to 86,257 


MONTPELIER, Vt. — Verm 
passenger car registrations at ‘he 
end of May reached 86,527, an in- 
crease of 3,200 over the figure on 
the comparable date last year, ii is 
reported by the state motor vehicle 
department. It was also announced 
that 100,972 operators’ licenses had 
been issued by the end of May, 
about 2,000 more than a year ago. 

Registration and license fees re- 
ceived to the end of May totaled 
$3,350,170.39, as against $3,266,850.10 
in the same period last year. Pas- 
senger car registrations last month 
totaled 3,204, compared with 2,804 in 
May a year ago. 


nt 





Anglia Prefect 


New Passenger Car Registrations, 42 States for April, 1949-1948 





Wiilys-Overland 
Miscellaneous 


Studebaker 































































31 States Previous! ‘49| 5900| 4143| 7303| 28125| 45471| 36537| 1951| 9162| 47650| 15198| 3445| 41028| 11038| 12934) 83643! 1194) 3247| 4441) 421| 114) 535| 6605| 6759|  4775| 7948| 1237| 354) 209953 
Reported for April. 48} 6880| 4821| 13347| 20153] 45201] 11846] 548| —1696| 14090] 13264) 3556) 38926| 10695| 13241) 79682| 4220) 6567) 10787 634| 1424) 6479| 6932/4186) tae) 172) 70 177957 
Florida "49; 190) 141) 339) 627) 1297) 1580) 171; 546) 2297) 445) 183) 1277) 275; 321; 2501; 28) #45) 73 13 4, 29, 267, 206) 155) 247) 57) 17| 763 
‘48! 158} 109} ~—«314| +438) _*1019) +656; 45) ~—*149| 890} 292|_—«1i31|~—«BI9|_—«*195)~—306|_—«1743) ~—97)_—*62|_— 259 it} __89}_——*184|_— 204) 7} zi 43} 4701 

indiana 49) 297| 166| 343) 1433) 2239) 1555) 89) 273) 1917) 659) 166) 1927| 442| 610| 3804) 53) 169 222) II 2, 40, 369, 347) 214) 656) 44) 61 9871 
48} 240| «179; +4509} 834] 1762) 646; 14) ——*1:33| 793) 466) ~—:122| «1790; «426; 548) 3352) 155) 278) 433 | 21 94281] 226] 123] —«S27|_—sa 2) 7656 

Kentucky “49, 116) 65) 158) 040) 1179) 1045) 32) 200, 1277) 403) 55) 1151) 248; 275, 2132; 30) 74) 104) IN| | 5) 158) 179) 125) 1@7| 42 2; Sail 
'48| (174) 82, -220|_—«477|_—«953|_—*179 4 31| 214/284; +45} 1043/2217; 214) 1803) ~—98}_—43|_ at} | S| 4832} NO) 64} 53) 1 3770 

Couisiana 49) 81) 34) 101) 520) 736, 1163, 55) 271, 1489) 364) 72) 1135) 212) 265) 2048) 34) 161| 195 ‘ 2) 14) 209) 154) 108) 252) 54) 3) 5270 
48] 139/78} ~—-280)_—«461| 958) ~—-250'_—sd0 34, 294) 274) + ~—«60)—«905| 201; 254) 1694) ~—85|_—s*73|_—258 7; 27} 8} 12] 79153} __37 | 3746 

Maryland 49| 169) tll) 185) 704) 1249) 905) 47,  230/ 1162) 393) 94) 1447) 310, 314) 2558) 22) 100) 122 4 2) 20) 222) 77] U2) 234) 34) 4) S92 
48} -153|_—«*147|_—-325)_—«586)_ 1211; 185! 24| 220) 339) ~—«96|_«:1220| ~—«285; +346) 2286| ~—b7|_—«*156| 223 | 9/38) __—*163)_—*198)_~—«87}_—s79)_~— 35} 3] 2052 

Minnesota "49| 267, 103) 214) 968) 1552| 1335) 44) 332) 1711; 544) 104) 1836) 329) 379) 3192; 56) 221) 277) 3 3) 12) 273) 358) 197) 348) 53] 7979 
48} 443|_—-201|_—«537|__—-:356|_ 1537) 505} —7/_~—6| 608) 890)_—97|_—« 2549) 490/18) 4644) 265) B41! 1106) | 72| 377; _366| (168) 427;_— 87) 29400 

Mississippi 49| 65) 23) 79| 387) 554) 706) 37, 168) 911) 221) 47) 786) 127, 168, 1369 16, 52) 68) IS | 14) 102) 139) 63) 20) 2I | 3377 
48) 98} = 38) 118} 330)_—«Se4) 149) 7 29; 195} 150) _'15)_—«535|_—«96}_—s*t34/— 930, I] ~—80)_—4| it} 24] _—«8}_—78}_ 4} 3] 2150 

Ohio 49/714) 532) 680) 3225| 5351) 3761) 172| 1074) 5007| 2005) 411| 5455) 1339) 1612) 10822, 131; 535) 666) 41; 4) SiI| 798) 897| 476) 815) 180) 9 25117 
48] —716| 568) 4304) 2105! 4693) 604! —36| ~——55|_—495|_:1327| 399) 4511) 1003|_1137| 8377| _375|_—«575|_—«950 | til 194) 563) -623|_—-376} ~—-637|_—*194)——12, «17325 

Oklahoma 49) 179, 99| 163) 769) 1210) 1169) 52) 330) 1551) 348) 58) 1219) 225; 289) 2139) 27) 54) lj 15) ; 2) 155) 62) 101| 173) 55) || 5675 
48] (175! ~—«82|_—«-258| 431) «946! = 470| =~ 8| SS 4} 542} 280) ~—G0}—«*1164) ~—-226; ~—294|~—2024| ~—85}_—t2)—197 |} 34} 42t_t4t| ——93]_—7}_ 8S] 283 

Oregon 49/175) 98) 203] 474) 950) 775) 29, 278 1062) 376) 57) 905) 244) 269) 1933, 21; 78) 99) I4) 2) 17) 190; 179) 112) 259) 46) | 4884 
48}, 139/126] 274, +314) 853] 194) ~—s17| st 7|_—228] 268] _—=59|_—*738}~—=«a93|—«304|_—«*1562) 106) ~—*164|_—270! | 24) 45!_—s42}_—s24|—123)~—82|_— 28} 8) 

Virginia 49) 197) 143) 256| 1338) 1934) 1707) 69) 404) 2180) 511) 69) 1749) 421) 497) 3267, 64) 169) 233) ti) 2) 38) «336, 220) 195) 355) 75) 2} 8848 
48] 184) 139/362) —-734|_«*1419) 647} —s13| 98} 756} 405] 69} :1263| ~—«318) +388) 2443] 94) 138) 232) | 19] 441154] 181] 86} — 201] ~—87}_—s | 5633 

42 States Reported "49| 8350) 5658) 10224) 39490) 63722) 52238) 2748) 13268) 68254| 21469| 4761| 59995] 15210| 17953| 119408, 1676| 4905| 6581) 565) 135) 798) 9684) 9797) 6633/ 11594) 1898) 400) 299469 

to Date for April 48). 9499| 6570) 17848] 27219] 61136| 16371| 730] 2424 19525] 18239] 4709| 55463 14345| 17784/ 110540/ 5708| 9389! _15097/ | 715} 2125) 8823) 9304) 5486) 9600) 2398} —108|_ 244857 

Year "49| 33738) 27067| 59280| 125751 |245836|230069| 12521| 45591 |288161 |102327| 23245|202831| 65763| 71050, 465216) 7443) 14569| 22012) 2119) 782) 4089) 44077| 36994) 27099| 45828) 7365) 18341191432 

to Date '48| 33305|°25171| 71262/ 198327| 238065] 146322| 4829} 30309/181460| 81039| 14526/230429| 57354| 75830| 459178) 20363) 31095 51458| | 2214| 6940/ 33292| 36490| 19071| 43612| 8950) _536/ 1081266 








Truck registrations by states are 





New Commercial Car Registrations, 42 States 









































for April, 1949-1948 





Truck registrations by states are 
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released here weekly, as com- i + 2 o 2 s $ 2 released here weekly, as com- 
pleted by R. L. Polk representa- > ° © 3 t 2 3 a ; = pleted by R. L. Polk representa- 
tives in state capitals. 3 3 £ 5 3 ; 3 = = 8 tives in state capitals. 
2 £ = : = > = 
a Oo a = 2 a a | > > = 
27 States Previously ‘49| 50) 24| 12118) 30; 222) 125) 3729) 52| 6264) 21! 2708! 3143) 18; 198! 26, 146) 4| 1901) 233) 1363) 90! 32465 ‘49 27 States Previously 
Reported for April ‘48 | 91} 107) 12319; 108) Sit] 269) Stit| 197) 11736; 32| 2784! 5778! 11) 392 437| 35| 2053 440! 3122! 70! 45603 ‘48 Reported for April 
Arkansas *49) 2| 1152) | 6) | 267) | 857 265 179) | I 10 | 157 2 90 3 2691 ‘49 Arkanses 
*48| 536) | 10) | 156! 2| 633 94 182 3 30 52 8 163 2 1971 |'48 a. 
Florida ‘49! | | 592) 2) 8) 3) 264) | 269) it 96) | 15! 2) | 70 13 60 1505 ‘49 Florida 
*48| | | 576! 13} 14)! 7| 192] 10{ 435 | °2/| 153 | 7 19 | 66 i 177 3 1776 | ‘48 > 
Indiana ‘49 4 || 675) 3) 9) 20! 263) 2) 309! | 160 242 | | | 3 8 | 70 22 75| 5! 1972 ‘49 Indiana 
‘48 | | 476) | 27) tt! = 209) 2| 400) 2 124 329 | 5 26 113 22 133 18 1909 | '48 
lowa ‘49 3 | | 1 23) 2) 321) {| 433) 4| 137) 301 | | 8) 4) 5) | 135) ‘ 94 8) 2413 \'49 lowa 
‘48 | | 766) 4) 46) 10! 217 1} 694} 1} 100} 368 | | 12 | 26! | __103 14] 228 2 2594 | '48 
Kentucky *49| | 768! 1} i} 3) 228) | 437) | 199) 161) | 7| | 5) | 100 9 191 4 2124 |'49 Kentucky 
‘48 2 | 847 8 27 2| 274 24 760 | 939] 334 | 7 48 | 84 16| 330 3 2897 |'48 al 
Louisiana | | 493] 1) 6) 1! 154! oa | 133) 116) | 3) | a | 85 tl 35! 3 1382 |'49 Louisiana 
*48| 1] | 440 14 Wl} 3 151 2 470 | 67 203 | 6| | 9 | 5! 13 128 1570! '48 
Maryland *49| 2) 4 378 | 4) 3; 130 5| 173] | 68 77) | 15! 1} 6) | 30 30 27! 3 956 ‘49 Maryland 
‘48 2 10} 495 4 6 13) 162 14 366 | 60 164 | 21! | I I! 47 22 73 2 1474 ‘48 . 
Minnesota ‘a9 12) | 636 | i} 4' 208 | 370) 154 195 5 3 4 | 143) 8) 39) 4 1797 |'49 Minnesota 
*48) | 135 1] 13 8 22 5! 1146] | 39 437 18 ! 196 36! 93) 5 2155 |'48 
Mississippi ‘49 | | 671) | 6! | 204! 1} 330! | 163 99 | | 4) 6 | 78 a 52! a 1623 |'49 Mississippi 
‘48 | | 516 3} 6 | 136 1| 483} | 90 202) ! 15} 13 | 39 6! ‘182! |  16921'48 aa 
Montana *49| | | 340! 1} 13) | 93) 2! ‘165! 1 ot} 95! | | 1 8! | 80! 4) 96! 4) 1013 |'49 Montana 
‘48 3) | 242! 1] a... 3 83) 6| 237 1] 60 135! 2) | | 16! | 44 6} 96! 8 952|'48 PY 
Ohio *49| 7| 2} 1200) 6) 19) 16) 431) 16| 636) 2) 233 341) | It} 7| 22! ! 7 59! 170 6! 3355 |'49 Ohio 
‘48 6 1} 1428) 13) 40) 33) . 616! 20' 1193) | 309 594) | 30 | 43 155 i08 35! 2! 4961 |'48 ee 
Oregon ‘49 | 374 | 6| 5| 154] 21-219) 1 139) —o19]) «2 8! | 6) i! (7! 3) «BO! 4, 1210/49 Oregon 
*48| 4) 406! 12} 4 | 173) 4) 329 | 2! 135! 245) 8 17! } 8! 3) 78 15 129 19 1592|'48 ak 
Pennsylvania ‘49 13) 28| 1329) 4) 34) 2| 625) 5! 724! 2) «351! = 345! | 39! | 15) 5| 238) 97|—~*148) 12 4016 |'49 Pennsylvania 
*48) 44 61! 1498] 14} 72! 17| =785! 29| 1373!) | 400 774) | 95 | 66! 10! 259! 125! 408) 38 6068 | '48 ae 
Texas 49) 8| a Sn ne 1] 801] | 441) 401] | | ae | 226) 24) + «259/ 35) 4404 /'49 Texas 
seas 48] 5 1] 1776} 15} 39} 8 648 8| 1764 be 758 | | 30 | 61! ! 230 69| 437! 2| 6183)|'48 
Virginia ‘49 2) 14) 821! 1) 15) 5! 244) | 408! | 139) 163) | 24) | 12 ! 110! 22! 83! 12! 2075 |'49 Virginia 
*48) 2! 2! 584! 9! 19 4 246! 13! = «4513 | 121! 222 | 7 ! 20) ! 69) 30 117} 3) 1961 |'48 —_. 
42 States Reported ‘49! 103! 73! 2404458} 403/200) 7910/87! 1243329) 5512) 6073] 30) 347) 46) 268) = 10) «3771! 545) 2862) ~—197' 65001 |'49 42 States Reported 
to Date for April 48) 161 182] 23040 230! 856] 386! 9181! 338] 22532) 42| 4938) 10878 21| 666! | 833) 49| 3639 943| 6167 196| 85278|'48 to Date for April _ 
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The following advertised delivered prices PONTIAC—Streamliner Six—4-dr. _sed., 
are based on gg ~~ Ee = = e e $1,740 (deluxe, $1,835); sed. cpe., $1,689 
4 : deal re | (deluxe, $1,784); Streamliner Eight—4-dr. 
and handling charges and federal taxes. e T p N A T a | sed., $1,808 (deluxe, $1,903); sed. cpe., 
They do NOT include transportation urren rices on ew u omo I es $1,757 (deluxe, $1,852); Chieftain Six 
charges, state sales taxes, or optional 4-dr. sed., $1,761 (deluxe, $1,856); 2-dr 
equipment. 613.75; New Yorker (eight)—(Prestomatic 798.75; Super Fieht—4-dr. sed., $2.295.59: | $1.821 (deluxe, $1,963); 2-dr. sed., $1,758|sed., $1,710 (deluxe, $1,805); club cpe., 
BUICK—Super Series 50—4-dr. sed., $2,- | standard)—4-dr. sed., $2,760.75; club cpe.,|2-dr. sed.. $2.245: club cpe., $2,292.25; | (deluxe, $1,900); club cpe., $1,732 (deluxe, | $1,710 (deluxe, $1,805); bus. cpe., $1,587; 
157; 2-dr. sed., $2,059; conv., $2,583; stat. | $2.734.50; conv., $3,240.75. Commodore Six—4-dr sed., $2.382.75: club | $1,873); conv., $2,148: stat. wag. deluxe,|conv. deluxe, $2,138; stat. wag., $2,543 
wag., $3,178; Roadmaster Series 70—(Dy- CROSLEY — 2-dr. deluxe sed., $959;/| cpe., $2.358.50: conv., $2.951.50: Commo- | $2,895; Series 88—(Hydra-Matic standard) | (deluxe, $2,622); sed. delivery, $1,749: 
naflow standard)—4-dr. sed., $2,735; 2-dr. | conv., $959; stat. wag., $991. dore Fizht—4-dr. sed.. $2,472; club cpe., | —4-dr. sed., $2.244 (deluxe, $2.375); 4-dr. | Chieftain Eight -dr. sed., $1,828 (de- 
sed., $2,618; conv., $3,150; stat. wag., DeSOTO—Deluxe—4-dr. sed., $2,006.25; | $2.447.75: conv.. $3,040.75. town sed., $2,233 (deluxe, $2,364); 2-dr. | luxe, $1,923); 2-dr. sed., $1,778 (deluxe, 
$3,734. club cpe., $1,995.75; OCustom—(Tiptoe Shift KAISER — Special — 4-dr. sed., $1.995; | sed., $2,170 (deluxe, $2,301); club cpe., | $1,873); club cpe., $1,778 (deluxe, $1,873); 
OADILLAO—Series 61—4-dr. sed., $2,- | standard)—4-dr. sed., $2,193.75; club cpe., | Traveler. $2.088.48: Deluxe — 4-dr. sed., | $2,143 (deluxe, $2,274); conv., $2,559: stat. | bus. cpe., $1,655; conv. deluxe, $2,205; 
893; sed. cpe., $2,788: Series 62—4-dr. sed., | $2,175.75; conv., $2,598. $2.195: Virginian, $2,995. wag. deluxe, $3,296: Series 98 — (Hydra-|stat. wag., $2,611 (deluxe, $2,690); sed 
epe.. $2,966; conv.. $3.497; DODGE—Waytarer—2-dr. sed., $1,757.50; LINCOLN — 4-dr. sed., $2,574.50: club | Matic standard)—4-dr. sed., $2,500 (deluxe, | delivery, $1,816. 


$3,050; sed. 
Sertes 60 -dr. sed., $3,828: Series 
75—5-pass. sed., $4,750: 7-pass. sed.. $4,- 
970; 7-pass. Imperial, $5,170: 9-pass. sed., 
$4,650; 9-pass. Imperial, $4,839. 
CHEVROLET — Fleetline Special — 4-dr. 
sed., $1,460; sed. cpe., $1,413; Fleetline 
Deluxe—4-dr. sed., $1,539: sed. cpe., $1,- 
492; Styleline Special—4-dr. sed., $1,460; 
2-dr. sed.. $1,413; club cpe., $1,418; bus. 
cpe., $1,339; Styleline Deluxe—4-dr. sed., 
$1,539; 2-dr. sed., $1,492; club cpe., $1,508; 
conv., $1,857; stat. wag., $2,267, 
OHRYSLER Royal (six) — 4-dr. sed., 
$2,158.75; club cpe.. $2.138.75: Windsor 


(s@x)——(Prestomatic standard)—4-dr. sed., 
$2,353.50; club cpe.. $2.332.50; conv., §2,- 
766; Saratogn (eizht)—(Prestomatic stand- 
ard)--4-dr. sed., $2,640; club cpe., §32,- 


roadster conv., $1,747; bus. cpe., $1,631.25; 


Meadowbrook—4-dr. 
net—4-dr. 
031.50; 


348.50. 
FORD — Six — 4-dr. 
sed., $1,425; bus. cpe., $1,333; Custom Six 


—4-dr. sed.. 


sed., 
club cpe., 


sed 


$1,947.25: 


$1,9 


sed., 


33.50; 


sed 
conv. 


$1,868.25: Coro- 
town 


+, $2,- 
» $2,- 


$1,472; 2-dr. 
$1,558.50; 2-dr. sed., $1,511; 


club cpe., $1,511: Eight—4-dr. sed., $1,546; 
2-dr. sed., $1,498.50; bus. cpe., $1,419.50; 


Custom Eight—4-dr. sed., 
sed., $1,590; 


206. 50; 





club cpe., 


$1,637.50; 2-dr. 


$1,595.50; conv., 
$1.948.50; stat. wag., $2,263.50. 
FRAZER—+4 


club 


dr. sed., $2,395; Manhattan 
—4-dr. oe. $2,595. 


2-dr. sed., 
$2,203.25; bus. cpe., 


Six — 4-dr. sed., $2,- 
$2,156; 
$2,053.25; conv., $2,- 


epe., 


cpe.. $2,527; Cosmopolitan—4-dr. town sed., 


$3.238; 


185.50: conv.. $3,948. 
MERCURY—4-dr. sed.. $2,031; club cpe., 
$1,978.50; conv., $2.499.50; stat. wag., $2,- 
715.50. 
NASH — 600 Super — 4-dr. sed., $1,811; 
: club cpe., 


2-dr. 


Super Special — 4-dr. 


sed., 


$1.786 


sed., 


sport. sed.. $3,238; club cpe., $3,- 


$1,808; 600 


$1,849; 


2-dr. 


sed., $1,824; club cpe., $1,846: Ambassador 
uper—4 


8 
170; 
—s 


-$1,832 





-dr. 


sed., 


$2,195; 2-dr. sed., 


elub cpe., $2,191; 





(deluxe, 


-dr. 


sed., 


Ambassador Super 


$2,243; 
$2,218; club cpe., $2,239: Ambassador Ous- 
tem—4-dr. sed., $2,363; 2-dr. sed., $2,338; 
club cpe., $2.359 

OLDSMOBILE — Series 76 — 4-dr. sed, 
town sed., 


$1,974); 


4-dr. 


2-dr. 


$2,- 


sed., 


$2,594); 
520); conv. deluxe, $2,973. 


PACKARD — Eight — 4-dr. sed., $2.249; 


2-dr. sed., 
luxe Eight—4-dr. 


$2,358; 


sed., 


$2,919; 
7-pass. 
—(Ultramatic standard)—4-dr. sed., 


$2.608; 
2-dr. 
sed., 


2-dr. 


Super — 4-dr. 
Super Deluxe — 4-dr. sed., 
$2,894; 

lim., 


$2,224; 


sed., 


stat. 
sed., 


sed., 
$3,950; 


975; conv., $4,520. 
PLYMOUTH—Deluxe P17—bus. cpe., $1,- 


$85.75; Suburban, 
4-dr. sed., $1,566; 


Special 
club cpe., 





Deluxe 
$1,617.50; conv., 
wag., $2,387. 


$2,426 


wag.. 


(deluxe, 


$2,- 


$3,449; De- 


$2,383: 2-dr. sed., 


sed., 


$2,633; 


conv. 


P18—4-dr._ sed., 
$1,997; stat. 


$4,100; Custom 
$3,- 


2-dr. 


$3,360; 


$1,855; Delaxe P18— 
club cpe., $1,534.25; 


$1,644; 


STUDEBAKER — Champion Deluxe 


4-dr, sed., $1,688.50; 2-dr. sed., $1,656.75: 
club cpe., 


$1,683; 
Champion Regal Deluxe—4-dr. 
762; 2-dr. sed., 


bus. 


$1,730.50; 


cpe., $1,588.25; 
sed., $1.- 
club cpe., $1.- 


756.75; bus. cpe., $1,662; conv., $2,086.25: 
$2,019.25: 


Commander Deluxe—4-dr. sed., 
$1,987.75; 


2-dr. 
bus. 


sed., 
ope., 
Delaxe—4-dr. 


$1,602.22; 
6-cyl. stat. 


$1,919.25; 


club cpe., $2,014: 
Commander Rexal 


sed., $2,140.25; 2-dr. sec. 
$2,108.75; club cpe., $2,135; bus. cpe., $7.- 
040.60; Land Cruiser 4-dr. sed., $2,327.75: 
conv., $2,467.59. 

WILLYS-OVERLAND — Jeepster conv.. 
-, $1,708.89; 
$1,814.14; 6-cyl. stat. 


4-cyi. stat. 
wag., 


wag 





£633 
299469 
244857 
1191432 
1081266 
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COMMERCIAL CREDIT CORPORATION 0 


A Subsidiary of | 
Commercial Credit Company, Baltimore + Capital and Surplus $95,000,000 


MORE THAN. 300. OFFICES IN PRINCIPAL CITIES OF THE UNITED STATES AND CANADA : 
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As more and more new motor car engines It is still the only American engine with 100% 
are announced... counter-balanced 7-bearing crankshaft—bal- 


i anced electronically. 
As you hear more and more about the merits . 


of high compression ratios and multiple-bear- Here is the same basic design as the engine 
ing crankshafts... that powers the world’s most expensive 


; automobile. 
It can be a matter of pride to you that every 


single one of these developments has been en- Throughout the years, Nash has continued 


joyed by Nash Ambassador owners for years. to set the pace. 


Yes, for 33 years—for one third of a century More than a dozen years ago, Nash pio- 
—Nash has built and perfected engines with neered the sealed-in intake manifold which 
the highest compression ratios practical for insures uniform temperature of the gas mix- 


available fuels. ture under all weather conditions—resulting 
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in greater economy, increased power output Not one endurance or mountain-climbing 
and smoother operation. record challenged by a Nash Ambassador 


5 ; / has withstood the swift, tireless i 

In 1949, Nash pioneered again with a revolu- : power of this 
° —— ‘ ; great engine. 
tionary new principle of carburetion— Uniflo- 





Jet Carburetion. The plain and simple fact is— 
Today with all the publicity given new engines In a Nash you can idle down to a crawl in 
...With all the talk about increased economy— high gear—jam the accelerator flat on the 


floor—and sweep up to racing speed without 


The plain and simple fact is— ; ; 3 
Pen P jerk, jump or stutter—a feat made possible 


No other car the size of a Nash Ambassador by Uniflo-Jet Carburetion. 


delivers anywhere near its gasoline efficienc 
y is y Yes, as a Nash dealer, you can be sure that the 


—as proved by one of the most exhaustive ; ; . aia 
company which has consistently pioneered, initi- 


surveys ever undertaken among owners of : 
y ated and led the way to more efficient, more 


all makes of 1949 cars. ; : 
economical powerplants will continue to main- 


The plain and simple fact is— tain that leadership. 


@ 
— Grea Catd Bimce G02 
Nash Motors, Division Nash-Kelvinator Corporation, Detroit, Michigan 


26.5 MILES TO THE GALLON! 


Here is further proof of Nash Ambassador 
gasoline efficiency: With 3 passengers and 
luggage— over regular routes through city 
trafic—averaging 36.9 miles per hour—a 
Nash Ambassador equipped with Automatic 
Overdrive averaged 26.5 miles to the gallon 
of regular gasoline on a 1595-mile trip from 
Boston to Miami. 
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Lawsuits Affecting Dealers . . . 


Court Decisions 


By Leo T. Parker 


Attorney at Law 

T IS WELL settled that under} 

ordinary circumstances a pur- 
chaser of an automobile forfeits 
his right to rescind the purchase 
contract if he fails to promptly 
rescind the contract after discov- 
ering that the dealer breached the 
contract. 

However, circumstances may 
exist under which a purchaser re- 
tains his right to rescind the con- 
tract, although he delays notifying 
the dealer of the rescission. And 
also sometimes the court will hold 
that the purchaser may keep the 


| car without paying the balance due | 


| the seller. 

For illustration, in Johnson 
Motor Sales Co. v. Heller, 33 So. 
(2d) 776, the testimony showed 
these facts: A man named Heller 
purchased a used automobile 
from a dealer and paid $250 in 
cash. He gave his promissory 
note for the balance, $346.80, pay- 
able in seven monthly install- 
ments. 


“Do you fold road maps?” 


He paid the first note of $56. el and sued Heller for the full bal- 


and after keeping the automobile 
60 days he notified the dealer that 
he would rescind his contract. The 
dealer refused to take the car bac’ «| 


New a = Registrations, po Month's Total, 1949-1948 


ance due on the contract. The 
dealer argued that since Heller had 





ment he could not rescind the con- 
tract. 

During the trial Heller con- 
vinced the jury that the dealer 
had misrepresented the age and 
model of the automobile. Also, Hel- 
ler proved that he honestly en- 
deavored to make the car run and 
paid $125 for repairs. 

The higher court held that Hel- 
ler could keep the machine with- 
out making further payment, and 
said: 


“Defendant's (Heller’s) testimony | 


positively establishes that the de- 
fective condition of the motor car 
existed when he purchased it. His 
testimony also shows that the ma- 
chine’s mechanical condition and 
its age were knowingly misrepre- 
sented to him by plaintiff (seller). 

Our conclusion is that the 
amounts paid to plaintiff (seller) 


kept the automobile for 60 days|on account of the price amply 


and had paid one monthly install- 


compensates him for its value.” 





cutives 
expressed their belief 
business year and pointed out that 


Ford Treasurer 


Sees Good Year 


SUN VALLEY, Idaho, — Utah 


bankers last week heard L. E 
Briggs, treasurer of Ford Motor 
predict continuing good _ times 
ahead. 


Briggs said “it is the feeling 


of automotive executives that the 
downward trend of prices, produc- 
tion and employment will continu« 
to be of moderate proportions in 


1949 and not in the nature of a 


serious and sudden recession.” 


Briggs emphasized that top exe 
in the business have 
in a good 


the industry has stepped up sched- 
ules and has the capacity to turn 
out 5% to 6 million cars a year. 
However, he did not foresee that 
amount of production in 1949. 





Car registrations by states are released 
here weekly, as completed by R. L. 


Polk representatives in state capitals. 





‘49 
Alabama “a 
Arzone—OS~” 49 
Arizona “8 
k % 49 
Arkansas “8 
Esitlomnie : ” 49 
California “8 
Colorado ‘49 
‘48 
Sonnecticut — ‘49 
Connecticu ‘a 
Delaware ‘49 
48) 
District of Columbia ‘49 
‘48 
Florida ‘49 
48) 
Georgiat—=CS vr) 
Georgia a8 
Idaho = ‘49 
‘48 
Mlinois 49) 
_ 48 
Indiana 49 
_ ‘48 _ 
lowa ty 49 
‘48 
Kansas ‘49 
48! 
Kentucky ‘49 
"48| 
Louisiana 49) 
48) 
Maine ‘49 | 
48 
Maryland ‘49 
"48 
Massachusetts 49 
*48| 
Michigan . ‘49 
ichig 48) "3 
Minnesota ari ‘49 
_ 461 
Mississippi ‘49 
ae 48 
Missouri” ‘49! 
_ “48! 
Montana 7 ‘49 
48) 
Nebraska 49) 
48) 
Nevada 49 
‘48 
New Hampshire ee 49 
c 48 
New Jersey 49) 
ak 
New Mexico ~— ‘49 
48 
New York i ‘49 
48 
North Carolina "49 
48! 
North Dakota "49 
"48! 
—; "49 
‘48! 
Oklahoma ———“‘l_N "49 
ae 
Oregon are a ‘49 
_48! 
Pennsylvania ‘49 
48 
Rhode Island _ 49 
‘48 
South Carolina 7 ‘49 
48 
South Dakota ‘49 
‘48 
Tennessee ‘49 
'48 
Texas ‘49 
“48 
Utah 49) 
‘48 
Vermont "49 
48 
Virginia 49 
48 
Washington ‘49 
4R 
West Virginia 49 
48 
Wisconsin. ‘49 
‘48 
Wyoming 49) 
‘48 | 
Three Months Total ‘49) 
All States 48) 
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Dealer 


The board of directors of Rudy 
Fick, Inc. (Ford), Kansas City, has 
elected Glover L. Williams vice- 
president and general manager of 
the firm, 

Williams, 33, has been in the au- 
tomotive field throughout his busi- 
ness career. Formerly with Berl 


Berry, Kansas City Ford and Lin- | 


eoln-Mercury dealer, he joined 
Rudy Fick as service manager 


when this firm began operations in | 


September, 1946. Since March, 1948, 
he has been business manager of 
Rudy Fick dealership. 

- * + 


Lindburg Shuts Deal 


Arthur F. Lindburg, Inc. (Hud- 
son), 3556 Lindell, St. Louis, an- 
nounces the liquidation of its sup- 
ply of cars and the cessation of 
business at that site. Arthur R. 
Lindburg, president of the firm, 
also operates Lindburg Cadillac 
Co. at 4100 Laclede. 

A spokesman for the Hudson 
dealership said International Busi- | 
ness Machines Corp. bought the} 
building at Grand and Lindell 
about three years ago, and the| 
automobile agency’s lease had not 
been renewed. The structure has| 
been devoted to automobile sales 
for many years. 

* * * 


Head Ross Dealers 


At a recent meeting of the Ross 
County (O.) Automobile Dealers 
Assn., the following officers were 
elected for the ensuing year: 

Richard Vaughn (Buick), presi- 
dent; Lawrence Wallett (DeSoto), 
vice-president; William R. John- 


son (Nash), secretary; William | 
H. Nolan (Ford), treasurer. 
* * + 


Krafft Names McCormick 


Bill Krafft, president of Monarch | 
Buick Co., Indianapolis, announces | 
the appointment of W. G. McCor- | 
mick as director | 
of sales. 

Both men start- 
ed out as Chevro- 
let salesmen 20} 
years ago. Mc- 
Cormick remain- 
ed with GM, 
reaching a zone 
manager’s posi-| 
tion with Olds-| 
mobile before re- 
joining Krafft, 
who came to} 
Monarch 12 years ago. 

Krafft estimates that Monarch’s | 
annual sales will soon reach 2,000 | 
new Buicks and 4,000 used cars. 
In the first quarter of this year, 
Monarch sales exceeded $1,170,000. 

oe * * 





W. G. McCormick 


Mueller Opens Branch 


Mueller Motor Co., Madison, 
Wis., headed by Henry E. Muel- 
ler, announces the opening of a 
new showroom and garage in 
Waterloo. Son John R. Mueller 
is in business with his father. 

& * of | 


New K-F Outlet 


Alderson Motor Sales, Ltd. (Kais- | 
er-Frazer), Hamilton, Ont., has| 
opened its new showroom and 
service center at Main and Well- 
ington Sts. The firm started busi- 
ness 36 years ago as a Ford dealer- 
ship. 


* * * 


Doran Opens in Dallas 


The formal opening of Dallas’ 
newest sales and service center, 
Doran Chevrolet, Inc., 2222 Main | 
St., unveiled to the public some of | 
the latest improvements in equip- 
ment. 

Felix Doran jr., president, was | 
on hand to show the intercommu- 
nications system and the “timer.” 
The latter tells how soon a car 
can be serviced and the time the 
job will be completed. 

7 * + 


Clements Auto Co. 


Clements Auto Co. (Chevrolet), 
Mankato, Minn., has opened a 
branch showroom at St. Peter, 
Minn., under Curtis Leverson, man- 
ager. The new offices contain some 
11,000 square feet of floor space, 
according to C. C. Clements, presi- 
dent. 


* * * 


Broadway Motors 


Broadway Motors (DeSoto), has 
moved into its enlarged home at 
1527 W. Broadway, Minneapolis, ac- 
cording to Rube Bloom and Emer 





Doings 


Bloom, president and _ vice-presi- 
dent respectively. 
* * ok 


Bob Muir Motors 


Homer C. Bennett has been ap- 
pointed assistant sales manager for 


| Bob Muir Motors, at 711 W. Seventh 


St., Fort Worth, Tex. 


Goodwill Party 


Garagemen Given Lunch 


By Dealer 


Townsend Chevrolet Co., Fort 
Scott, Kans., held a goodwill meet- 
ing and Dutch lunch at its sales- 
room June 2. Fifteen independent 
garagemen from the Fort Scott 
trade area, serviced by a parts 
wagon from Townsend Chevrclet, 
were present. 

J. O. Townsend, owner-manager 
of the firm, introduced the speak- 
ers, Vince Wiese, parts and acces- 
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precision cast 


NOW 


Check These Features: 


\. QUANTITIES—as low as 100 


\ STYLE—any style of lettering dupli- 
cated including decals 


\/ FASTENERS—choice of four (speed- 

speed-clips, 
plated self-tapping screws) 

\/ Guaranteed against rusting 

\/ Fit contour of any car 

\/ Process originated and developed by LaFrance 


nuts, 


When ordering specify quantity, style, and type 
of fastener. Our design department will submit 


an original 


Identify Every Car That Leaves Your Showroom... 
Send Your Order Now! 


502 LOCUST STREET 
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sories representative from the Kan- 
sas City Chevrolet offices, and 
Ralph Eylar, Kansas City district 
| manager. 
| W. J. Young, who recently came 
| from Memphis, Tenn., to take over 
|the Chevrolet deal 
| Kans., was a special guest. 

Garagemen present were from 
Moran, Stotesbury, Uniontown, 
Bronson, Devon, Mapleton, Arma, 
|Hepler and Hiattville. All Town- 
|send shop and parts department 
personnel attended the meeting. 

+ * * 


Cleveland GMC Changes 


After nine years as manager of | 
the Cleveland branch of General | 
Motors Truck and Coach Division, | 
Glenn G. Bennett leaves for a GMC} 
truck deal in Phoenix, Ariz. Wil- 
|liam P. Smith, salesman, succeeds 
him. | 

* * | 


Calvin Gets Crosley | 


Calvin Tire Service, 101 W. Main | 
St., has been appointed Lakeland 





| (Fla.) dealer for Crosley passenger | Co., St. 


ears and trucks, it is announced by 





You can have individually 
designed chrome name plates made with- 
out any die costs. These inexpensive plates 
are precision cast of durable base metal 
and finished in heavy chrome plate...a 
handsome fitting for every car... 
big help in converting every new car sale 
to a service customer. 


Powel Crosley jr., president of 


at Chanute, 





BROKEN-DOWN TRUCK STARTED THIS BUSINESS—John Placko (Studebaker), W. North 


Ave. Chicago, bought a truck for his milk route after the horse died. Frequent repair bills 
convinced him that the service shop was profitable and he started to learn the business as 
a part-time worker in a service shop. His first deal handled 75 cars. In 1937, he became a 
Hudson dealer and built an addition, which was followed by another three years ago. At 
that time, his three sons became associated with him in the business. 





Crosley Motors, Inc. The appoint- 
ment, Crosley said, is in line with 
his company’s program for dou- 
bling its nationwide dealer organ- 
ization. 


son, Young Motor Car Co., St. Paul, 
was elected vice-president; Stan 
Markuson, Al Mergens Motor Car 
Co., St. Paul, was chosen secre- 
tary, and Ed Thurston, Downtown 

oy ese Chevrolet, Minneapolis, was named 

Minneapolis Officers treasurer. 

Stuart Christian, Blaul Motor aa 
Paul, has been elected William Ullman, Washington correspon- 
president of the Automobile Dealer | “¢"t, Keeps AUTOMOTIVE NEWS readers 


: : up to date on political and economic trends 
Parts Assn. of Minneapolis. Al Ol-!in the nation’s capital every week. 
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Timken Promotes Siegrist 


To Field Sales Manager 

R. H. Trese, sales vice-president 
for Timken-Detroit Axle Co., an- 
nounces the promotion of E. E. 
Siegrist to field sales manager. 


> * 2 
Rejoins Seiberling 
John A. Reid, former truck tire 
engineer for Seiberling Rubber Co. 
and recently manager of the tire 
department for Collord Motors, 
Inc., New Orleans, has joined the 
Seiberling truck tire sales depart- 


ment, L. M. Seiberling, sales vice- | 


president, reports. 
+ * * 


Boyer Given Buick Post 


As San Francisco Head 


Appointment of L. Ralph Boyer 
as San Francisco zone service man- 
ager for Buick has been announced 


by Arthur J. Kemp, San Francisco 


zone manager for Buick. 
Boyer, zone service manager at 


Chicago for the past two years, suc- | 


ceeds Herbert C. Hagstrom, who 





Auto Personnel 


| has been transferred to Philadel- | 


| Phia as zone service manager, 


* + + 
| ' . 
|Harvester Names Norquist 


|To Minneapolis Truck Post 


Appointment of K. 0. Norquist 
as Minneapolis 
branch manager, 


| 
| 
| 
| 


tional 
Co., is announced 
by D. F. Kuntz, 


veteran fleet mo- 
tor truck  sales- 
mogn in the Min- 





K, 0, Norquist 


| 

| . : 

| neapolis territory. 
* * 


Thermoid Appoints Wolfe 


Head of Special Sales 


Appointment of William E. 
Wolfe of Akron as manager of 
special sales for Thermoid Co. is 
announced by Fred E, Schluter, 
president, In his new post, Wolfe 
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Motor Truck di-| 
vision of Interna- | 
Harvester | 


Minneapolis dis- | 
trict sales man-| 
ager. 

Norquist is a 


| 
| 
| 
| 


DeSOTO DEALER PERSONNEL VISIT PLANT—Six relatives of DeSoto dealers in Detroit 
to attend a six weeks’ course at the Chrysler Conference of Business Management are shown 
otor Sales, San- 
ford, N. C.; William H. Laev, Laev Motors, Inc., Milwaukee; Roger G. Gereee. Sore 

avi , 
R Motors, Inc., Newburgh, N. Y.; Paul A. Moore, W. R. Deans, Nashville, N.C. 


on a visit to the DeSoto plant. Left to right: Harold R. Johnson, Sanford 


Bros. Garage, Van Buren, Me.; Sidney Kay, Kay Motors, Inc., Irvington, N. Y.; 
Rubnitz, $ 


will head Thermoid’s activities handled various assignments with 
relating to oil marketers, chain that company including work in 
stores and private brand ac- | the sales division of the acces- 
counts. | sories department. 


Wolfe formerly served as man- Gould . F S s I 
ager of Cincinnati territory for vou eles Snyder 
B. F. Goodrich Co., Associated | 











The day of the gadget is gone. But there’s always a ready 


market for comfort—comforts such as Ventshades give: 


e@ Open-Window Ventilation in the Rain @ Less 
Fogging of Glass @ Safety from Exhaust Fumes 
e@ Shade from the Sun @ Added Beauty for the Car 


Yes, motorists will always want good and useful acces- 


sories that offer more than their money’s worth in comfort 


DOGGONE GOOD SELLERS! 


ONLY VENTSHADES ARE INDIVIDUALLY 
DESIGNED TO FIT EACH CAR 


Ventshades, the original window ventilators, 
are individually designed to fit into the win- 
dows of each body style. No unsightly gaps 
—no clumsy telescoping arrangement. Vent- 
shades fit so accurately and match the car's 
trim so perfectly that they look like a built-in 
feature, adding richness without being con- 
spicuous. Ventshades are rust-proof, rattle- 
proof. Quickly and easily installed. 


or convenience. That's why thousands of dealers know 


they can count on Ventshades to sell steadily year after year. 


WHOLESALERS: Fast-selling Ventshades are available to general-line wholesale 
distributors in many important markets. Write for complete information today. 


New Low Prices 
2-Piece Set 4-Piece Set 


$650 $4950 


Suggested List 





sign engineer for Gould Storage 
Battery Corp., was honored on th: 
completion of 50 years’ continuous 
service. 





King Elected by Studebaker 


As Assistant Treasurer 


Clarence A. King has been elected 
assistant treasurer of Studebaker 
|Corp., succeeding Howard A, Clem- 
|}ent, who is concluding a Studebaker 
|career which he began in 1905. 

In the insurance division of 
Studebaker since he joined the com- 
pany in 1917, King has been man- 


ager of the department since 1925. 
” + * 


Goodall Ups Harding, Frost 
To Top Design Spots 


Paul E. Carr, executive vice- 
president of Goodall Fabrics, 
Inc., has announced that Russell 
Harding has been appointed di- 
rector of design and styling for 
the company and Eugene Frost 
-| has been made assistant director. 

Harding joined the Goodall 
styling staff in 1947 after he was 
associated with Collins and Aik- 
man for 23 years. Frost has been 
a member of the design division 
of Goodall-Sanford, Inc., since 
1947. 


At a reception and dinner at Buf- * * & 
Lines division. Since 1936, he |falo, Almond H. Snyder, chief de- 


| Schrader’s Names Schneider 


Technical Service Manager 


George H. Schneider has been 
named manager of technical serv- 
ice for the A. 
Schraeder’s Son 
division of Sco- 
vill Mfg. Co, 
Brooklyn (N. Y.) 
manufacturer of 
pneumatic tire 
valves and acces- 
sories, oxygen 
valve equipment, 
industrial air 
equipment, etc. 
Geo, H, Schneider Schneider join- 
ed the company 
| in 1920 and has spent the principal 
| part of his career connected with 


| 











|} service work. He will make his 
|headquarters in the _ Brooklyn 
| office. 

| * * & 


| 
Ford International 


| Names Farm Aides 


The appointment of David John 
Conway as tractor and farm 
| equipment manager of Ford In- 
| ternational, Inc., was announced 
by Graeme K. Howard, presi- 
dent. 


Howard also announced 
the appointment of Michael J. 
O'Neill as assistant manager, 


tractor and farm equipment. 
Conway and O'Neill, who will 
| make their headquarters in New 
| York, will be concerned with the 
| development and administration 
of distribution programs for 
tractors, farm and allied indus- 
trial equipment in the overseas 
branches and associated com- 
panies of the parent Ford Motor 
Co. 


AMA’s Gantt Medal Goes 


To Fowler McCormick 


The American Management Assn 
announces the award of the 194% 
Gantt memorial medal for “distin- 
guished achieve- 
ment in industrial 
Management as a 
service to the 
community” to 
Fowler McCor- 
mick, chairman 
of International 
Harvester Co. 
The award was 
presented to Mc- 
Cormick June 8 
at a dinner in 
New York, 

Other recipients of the award in 
recent years include Paul G. Hoff- 
man, ECA administrator; William 
L. Batt, president, SKF Industries 
and vice-chairman of the War Pro- 
duction Board; John M. Hancock 
partner, Lehman Bros., New York 
and AMA board chairman, and Al- 
vin E. Dodd, executive vice-chair- 
man of the U. S. council of the 
International Chamber of Com- 
merce. 





F. McCormick 


* * x 


Cushing Advances 


Hall-Scott Motor division of 
ACF-Brill Motors Co. announces 
the appointment of Fred T. Cush- 
ing as eastern sales manager, with 
headquarters at Philadelphia. Cush- 
ing will supervise Hall-Scott en- 
| gine activities east of the Rocky 
Mountains. 
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On the Financial Front. . . 





Buy Rating Given 
Eight Parts Stocks 


By George Deery 


Associate Editor 


OL pegeneges should not lose sight 


of the fact—disconcerting as it 
seems currently—that the 


sooner 


the business readjustment is com- 


pleted the quicker the normal level 
will reappear. 

The frequent minus sign in 
many statistics these days may 
seem disheartening, especially in 
the areas that are hardest hit, 
but taking a longer-range view, 
it must be admitted that the cor- 
rections have got to come. 

It’s the opinion of some that the 
transition has accomplished about 
50 percent of its decline statistic- 
ally. Now the question is how much 
longer will the remaining 50 per- 
cent (if that is the right figure) 
take? 

Regardless of the varying views 
on the outlook, the Investment Bul- 
letin of Alexander Hamilton Insti- 
tute (June 4) rates the following 
automotive issues under the “Buy” 
classification: Mack Truck, Ben- 
dix Aviation, Campbell, Wyant & 
Cannon, Electric Auto-Lite, Hou- 
daille- Hershey, Libbey-Owens- 
Ford, Thermoid, and Timken 
Roller Bearing. 

* * 


* 

N THE case of Houdaille-Her- 

shey, the institute has changed 
from its previous opinion. 

It states that “in the matter of 
dividends, the record has been un- 
even so far as the amount of dis- 
tribution is concerned, but only one 
omission has been recorded in the 
past 10 years. 

“After 1938, when no distribution 
was made, payments were made at 
the rate of 75 cents per share in 
the following year and increased to 
$1.50 in 1940 and 1941. 

The 1942 distribution was _ re- 
duced to 80 cents per share, but 
the next two years’ payments were 
at $1 per share. 

“Then followed a reduction to 
75 cents in 1945 and an omission 
of payments in 1946. But with 
rise to peak earnings in 1947, 
$1 per share was paid and con- 
tinued last year. 

“Selling at a fair discount from 
the price level at which it would 
appear fully valued on its record, 
the stock is rated as of better than 
average attractiveness as a semi- 
speculative investment and it is 
being included as a_ purchase 
recommendation in the automobile 
accessory group.” 

2 


‘Grate’ Days 

HESE are “grate” days for 

stockholders in that they find so 
many things that grate on their 
nerves when they try to find out 
what’s wrong with the market or 
why certain firms in which they 
are interested act like they do. 

One general cirticism is that ac- 
tivity is low because brokerage fees 
are too high. Others include slim 
dividends; managements which 
don’t meet with stockholders’ ap- 
proval. 

More than once lately we have 
heard disgruntled shareholders 
direct some sharp barbs to some 
of the retirement, bonus and sal- 
ary setups. 

Fresh salt was added to some 
stockholder’s real or imagined 
wounds with the recent revelations 
of corporate rewards and salaries 
to officers and directors, 

A bit of tabasco was added to 
the already stinging “hurts” by an 
apparent unwillingness. by compan- 
les to tell the whole story in con- 
nection with such payments. 

Some stockholders feel that they 
are entitled to know the name of 
every individual on the melon list 
and what each received. 

* * * 

O WITH a recession that is not 

receding at present, these mone- 
tary reward arguments add fuel 
to discussions as to why stocks 
haven’t acted so good. 

Possibly what started this in- 
creased interest by stockholders 
on what is géing on in companies 
where they have invested is the 
older criticism of officers and di- 
rectors who risk so little of their 





capital in the enterprises which 
they are supposed to run. 
They hold a piddling amount of 


shares but at the same time are 
screaming about the wells of ven- 
ture capital drying up. As the dis- 
gruntled stockholders say, “No 
wonder they are drying up in some 
cases.” 

a + * 


No Deal Now 


HEN Graham-Paige directors 

at their annual meeting in 
Lansing recently visited the Reo 
truck plant, the usual conjectures 
were in the air. 

O. B. Motter, vice-president and 
general manager of G-P’s farm im- 
plement subsidiary, said there was 
no deal for Kaiser-Frazer or Gra- 
ham-Paige to buy the Reo plant. 

“Nothing like that is in the 

wind at this time,” he is reported 
to have said. But he added that 


“about two years ago, we tried to 





| 
| 
| 





Auto Stocks 


June 14 June7 





CONES cccvavaws 44% 46 
Co ee 4% 
General Moto . 52% 53% 
OOD 860566. vv, 9% 10 
Kaiser-Frazer . 4% 4% 
Nash-Kelvinator . 10% 11% 
Packard ......... 3% 3% 
Studebaker. ...... 7 183% 
re 44 % 
Willys-Overland... 4% 4%6 

Average for — 

10 Stocks ...... 15.01 15.63 





make a deal to form a corpora- 
tion to include Mack, Willys- 
Overland, Kaiser-Frazer, Gra- 





ham-Paige and Reo, but it fell 
through. 

Motter said no plans had been 
made for the immediate sale of a 
2,000,000 common share increase in 
the G-P capitalization. The stock 
has a par value of $1. 

+ * + 


Fractions 


A survey by Dun & Bradstreet 
shows business expects a 3.3 per- 
cent drop in sales for the last half 


ee 


of this compared with the same 
period a year ago. A bright ray of 
light compared with other forecasts 
that the dip may run from 10 to 
15 per cent. 

Some of the business troubles on 
this side of the pond are traced 
to skepticism about the other side. 
In London, the Financial Times 
industrial ordinary index has 
dropped to 106.7 from 121.3 at the 
beginning of the year. 

For comparison, the Associated 
Press points out that its index of 
60 stocks on the New York Stock 
Exchange. has slipped to around 
59 from 64.5 the first of the year. 

General Motors reports that 43.7 
percent of its shareholders read the 
annual report closely; 34.5 read it 
partially and 17.3 merely glanced 
through it, its own survey shows. 


E vans P rod ucts 
Reelects Head 


Evans Products Co. reelected Ed- 
ward S. Evans jr., as president at 
a meeting of the board following 
the annual meeting of stockholders. | 

Board members are Frank W. 


ANEW VIEW 
ON PROFITS 
for YOU! 


More profits than ever before on seat covers... 
that’s what this amazing Rankin plan can mean to 
you. It gives you the finest, de-luxe custom-fitted 
covers—priced no higher than usual non-fitted 


covers. Bigger value, bigger sales—gorgeous woven- 


plastic fabrics . 


. . for all makes and models since 


1941. All the popular colors and designs . . . plaids, 


stripes, harmonizing tones. 


Backed by powerful 


national advertising in Saturday Evening Post. 


Protected profits, because we will not sell chain 
stores or cut-price houses. You SELL more, and 


you MAKE more. 


See what this better Rankin 


Profit Plan can mean for you. For complete details, 


mail coupon below. 


RANKIN M a 
Cedar Falls, low? 
Please send comple 


money with your me 


TuRI 
ANUFACTURINN Fal 


te details on b 
nkin 


1. A 
COMPANY a 
Is, Texas- 


ow I can make 


NG 


more 


Profit Plan. 


RANKIN MANUFACTURING © 
rc Falls, lowa © Wichita: Fails, Texas 











AUTO.-LITE'S REPLACEMENT BID—This fuei 
pump of a mechanical type is the first pro- 
duced by the Toledo firm, and is headed 
for the after-market, it is said. It is also 
being used as original equipment on the new 
Dodge line of cars. 
Blair, Harry S. _ Finkenstaedt, 
Evans, Vern J. Johnson, Harvey 
Campbell, Edna M. Groover, Fred- 
erick S. Robinson, Robert B. 
Evans and George M. Slocum, 


Puy. Aants* 


OMPAN 
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In the Hopper 


Highway Plan Committee _ 


Created in Delaware 


A resolution creating a Delaware 
highway planning committee, to 
prepare a long-range plan for the 
improvement of roads, streets and 
bridges, has been given final pas- 
sage by the legislature. 

The resolution requires that the 
highway department be prepared 
to spend up to $7,500 out of its 





regular construction funds for the 

expenses incurred by the commit- 

tee in its study. 
+ 


+ « 


Public Vehicles Regulated 
By Pending Del. Bill 


A bill creating a three-member 
state public service commission to 
regulate buses, trucks, taxicabs 
and other public utilities on a 
statewide basis has been passed 


Quantity 


PRODUCTION 
of 


GREY 


IRON CASTINGS 





ONE OF THE NATION'S | 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 
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ESTABLISHED 1864 


THE WHELAND COMPANY 


FOUNDRY DIVISION 


| OFFIC! ‘. 


| ak a a ath 


JFACTURING PLANT 


CHATTANOOGA 2, TENNESSEE 


profits—order now! 


See your jobber or write for 
name of nearest distributor 


THE CHARLES PECKAT MANUFACTURING CO., MAYWOOD, ILL. 


NOW... 
PECKAT’S IN 
THE POST EVERY 
OTHER WEEK! 


Convincing Peckat ads like this will reach 
your customers regularly in the Saturday 
Evening Post—starting this week and con- 
tinuing every other issue. Don't miss big 


A shade better 
than the rest! 





















by the Delaware legislature and 
sent to Gov. Elbert N. Carvel for 
signature. 

Under the bill, the commission 
will supervise and regulate all pub- 
lic utilities. This includes any 
steam railroad, street railway, 
traction railway, motor bus, elec- 
tric trackless trolley coach, taxi- 
cabs and trucks. 

+ +. * 


Connecticut Bars Sex 


As Job Deterrent 


A bill prohibiting discrimina- 
tion in employment because of 
sex has been given final passage 
by the Connecticut legislature. 

* * * 


Portland, Ore., Pay Tax 
Killed by Referendum 


A municipal income tax ordi- 
nance has been killed in Portland, 
Ore., by a referendum movement 
initiated by the Oregon tax council. 

Designed to produce $3,000,000 in 
new revenue, the ordinance would 
have imposed a % percent tax on 
salaries and wages and a 1 percent 
tax on net business receipts. 

* 


* * 
New York City Continues 


2% Sales and Use Tax 


A measure continuing New 
York city’s 2 percent sales tax 
and accompanying use tax for 
three years, beginning July 1, 
has been approved by the city 


council. 
o 


Parking Law Amendment 
Up in Milwaukee 


An amendment to an old law, 


now being considered in the Wis- 
consin assembly, would give Mil- 
waukee authority to lease parking 
space on empty lots or space in 
parking structures to private in- 
terests. A municipal parking build- 


Gas Tax Increase Bill ¥ 


Turned Back in S. C. 
South Carolina’s legislature 
adjourned its 1949 session with- 
out approving a proposed in- 
crease in the state gasoline tax 
from six to seven cents a gallon. 
Five cents of the present tax 
rate is retained by the state 
highway department, while the 
remaining cent is distributed 
monthly among the counties on 
the basis of the number of ve- 
hicle licenses sold in each. The 
proposed increase would have 
been earmarked for the con- 
struction of rural roads. 





Li Lake haa] Chrome 
‘al, Installed in 


no holes to drill! 
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OTR a Ug 


witha PECKAT Auto Shade 


Eliminate heat and eye-straining glare—with a Peckat Auto 
Shade. Its beautiful chrome end caps and stylish lines add 


glamour to your car, too. Ask your new car dealer. 


CHARLES PECKAT MANUFACTURING CO., MAYWOOD, ILL 











Del. Raises Gas Tax 
To 5 Cents a Gallon 


A bill increasing Delaware’s 
gasoline tax rate from 4 to 5 
cents a gallon, effective July 1, 
has been given final passage by 
the Delaware legislature. 


a 
ing is contemplated, to include the 
renting of stores in such a build- 
ing to outside interests. 

The building would be located in 
the downtown district, a few 
blocks from the busiest section. 
The bill would prohibit the city 
from operating any parking lot un- 
less a lease were first offered to 
private parking operators, but if 
no reasonable offer is received 
from such a concern, the city could 
operate the parking lot. 

. . * 


Delaware Unemployed 


To Get More Benefits 


A Delaware bill raising the 
maximum amount and duration 
of unemployment benefits has 
been signed by Gov. Elbert N. 
Carvel. 

The measure increased from 
$18 to $25 the maximum weekly 
payment which may be made 
under the unemployment com- 
pensation system, and raises the 
maximum duration of benefits 
from 22 to 26 weeks. 

* + + 


Ohio House Defeats Measure 


To Control Petroleum Sales 


Ohio’s house of representatives 
has defeated a bill intended to 
“prevent unfair discriminations, 
unfair methods of competition and 
destructive trade practices in the 
distribution and sales of petroleum 
products.” 

Opponents charged that the 
measure would have virtually con- 
trolled prices for such products. It 
was said that the bill would have 
prevented auto dealers from offer- 
ing free lubrication deals to the 
public in return for other patron- 
age. 

* + 


- 
Okla. Prohibits Car TV 
If in View of Driver 
Oklahoma’s Gov. Roy Turner 
has signed into law a bill which 
prohibits television in automo- 
biles where the set can he seen 
by driver. 
* 4 * 


New Insurance Code 


Expected in Texas 
The Texas house has voted to 


BCS UOC ETC CC 
modern slanting windshields! 


_ : 


| 


\ 








accept senate amendments to a 
resolution, which if approved hy 
the governor, would lead to the 
recodification of the state’s insur- 
ance laws. The resolution author- 
izes the appointment of a com- 
mittee to make a study of the laws 
and make recommendations to th: 
next session of the legislature. 

On the committee will be five 
state senators and three membe s 
of the state insurance commission. 
The resolution calls for an app! 
priation of $25,000 to cover the 
expenses of the committee. 


Connecticut Idle Benefits 
Extended to 26 Weeks 


Connecticut's legislature passed 
a bill extending the maximum 
duration of unemployment com- 
pensation benefits from 22 to 26 
weeks. 


Calif. Drivers Must Stop 


For School Buses 

Gov. Earl Warren has signed 
into California law a bill requiring 
drivers to stop their vehicles be- 
fore passing any school bus which 
has halted to take on or discharge 
passengers, and to proceed no fast- 


er than 10 miles an hour. 
a K eo 





Del. Approves Bond Issue 


For Road Improvement 

Gov. Elbert N. Carvel of Dela- 
ware has signed into law a bill 
authorizing a $9,000,000 bond issue 
for a state highway improvement 
program. A companion measure, 
also signed, appropriates $1,280,000 
to refund certain state highway 


bonds. 


Mo. Requires Tax Receipts 


To Obtain License Tags 

A Missouri bill that would re- 
quire a motorist to produce his 
state and county personal tax re- 
ceipts before he can obtain his 
license tax has been passed by the 


| house. 





zk * ‘ 

| Auto Fee Hike Bill Gets 
Unfavorable Report in N. H. 

The New Hampshire state sen- 
ate transportation committee has 
|deemed as undesirable passage of 
| house bill 28, which would have re- 
| vised the present fees for automo- 
| bile registrations and yielded the 
| state an estimated $125,000 in an- 
| nual revenue. 
| At the same time, the senate ap- 
proved a new draft of a bill which 
imposes a reciprocal gasoline tax 
on Maine trucks using New Hamp- 


shire highways. 
* + + 





Flat Rate on Insurance 
Heads for Mass. Ballot 


Massachusetts voters may decide 
on the question of a flat rate for 
automobile insurance 2t the 1950 
state elections. 

Rep. Harold W. Canavan has ob- 
tained approval of an initiative pe- 
tition for submission to the voters. 

Canavan, as well as other Re- 
vere, Chelsea and Boston legisla- 
tors, have proposed bills in the 
past for flat rate state compulsory 
auto insurance, instead of varying 
rates by cities depending on the 
accident ratio. These three cities 
have the highest rates in the state. 

Insurance companies have op- 
posed flat rates, charging present 
rates are in direct ratio to the 
amounts which must be paid out 
on claims for accidents in which 
drivers from any particular com- 
munity are involved. 

* a + 


Mo. Kills Bill to Prohibit 


Self-Serve Stations 
A bill to prohibit self-service 
gasoline stations in Missouri was 
defeated by the house. 
* + 


N. H. Liability Study 
A New Hampshire bill providing 
a $500 appropriation for an in 
terim commission to study the 
state’s present motor vehicle 
financial responsibility law has 
been approved by the state senate 
* * a 


Speed Limit on Beaches 

Final action has been taken by 
the Texas legislature on legisla- 
tion which sets the speed limit for 
motor vehicles on Texas beaches 
at 20 miles an hour at night and 
25 miles an hour during the day. 
The measure has been sent to the 
governor for scrutiny. 
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When does a prospect become a customer 


It’s impossible to pin down the exact moment when a prospect 
decides to buy your make of car. But you can bet it wasn’t a 
snap decision. 


With few exceptions, every sale you make started a good 
while ago. Chances are it was started by an advertisement in 
The Saturday Evening Post. 


Your car pictured in the Post is the next best. thing to actual 
display on your showroom floor, reaching the prospect when 
he’s in his easy chair, when it’s easy for him to imagine him- 
self behind the wheel. 


Just as one salesman sells harder than another, the Post sells 
harder than other magazines. Like the star salesman, it makes 
a lot of regular calls on the best prospects in your community. 


That’s why motor car manufacturers year after year place 
far more advertising in the Post than in any other magazine. 


They’ve learned from sales experience that advertising in 
the Post pays off in sales... conditioning and pre-selling the 
best prospects to think in terms of you—and the car you sell. 


4% 


reaches the people who mean business 





_ 29 


__—_—_—$—_—_$_————— ————— ———————————— 
ee UEEEEEEENEEEEENEIEIEnEEEEeeneeeee===e==aes 


a 




























































AUTOMOTIVE NEWS, JUNE 20, 1949 
that this would insure quick deliv- | iB 
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Auto News From Britain 














the rest have no order. ’ | S 
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Export Quota Unchanged Despite Sales Slump; in eceos 4 sateen to en : 

Domestic Market Shows Slackening by a healthy home market. Strong ¢ 

By Arthur E. Jones hand market during the past few aichen awe pig oti + 

HE UNITED KINGDOM auto | weeks, just at a time when the policy of exporting three-quarters 

industry has entered an impor-|market should be at its best in of all output, but so far without 
tant phase. The government aims preparation for the summer motor- enecese. Oo 
to maintain exports a the indus- | — season. Prices have slumped | ‘here te a limit to the strength | is 
try, particularly ko he Comer coun- " of auto markets for U.K. cars out- | in 1 
tries, looking upon the car produc-| Many of the manufacturers, all| sige the U.S. and Canada, and it 5 oune 
ers as a the mainstays in their with long waiting lists of potential seems a safe bet that the govern- | in Saleen iin te aa seeiahie a a ! 

4 Ww. > > > . . ‘ = i . 

po ore ee as ag a tcegpec ghee age ment will not change its policy of } wn} calles department by Ryland E. ‘Pearl of Pearl Motor Go. (Chevrolet). Shown at the che 
Still the export quota for all pro- | no illusion as to the real worth of | all-out exports until the dollar mar- | presentation of the keys to the car are (left to right): Pearl; police chief Clyde Mcintosh ma 
ducers is to be 75 percent, and yet,|their fat order books. Many of the | kets show signs of surfeit. What is | patrolman Clarence Norris, and police commissioner Floyd L. Gray. pre 
even with such a limited outlet and | people who put down their names | worrying the manufacturers is: - sur 
banned imports for the home mar-|for a new car a year or so ago,| When will the dollar markets de-|.ign that the British producers are made of the Austin tests and their firt 
ket, the second-hand dealers are | could not now afford one if they | cide they have had enough? | becoming sensitive to a decline, and | Successes in America. fee 
finding a big change. were offered delivery, and many| Many believe this time is not far| ~ ao eS air * * * 7 saf 
What amounts to a sharp decline | customers gave their names to half | ahead as U.S. plants increase pro- | “here has been some b‘tter criticism 2 TI 
has been noticeable in the second- la dozen producers on the theory | duction. Price reductions are a sure| over here that not enough was Leyland Enlarges fina! 
a " " saieieniaitiaaieiianaaaienaahldati latte Leyland is expanding its South a to « 
African organization for the servic- guid 
ing and assembly of trucks and with 
vans. Production of coaches and stea 
trucks from the Leyland plant has } eral 
this year gone up by 29 percent. ; TI 
A new insulated, double-skinned eo 


driver’s cab has been designed by 
Leyland for use in overseas models belo 
of its trucks. the 


od 
For use in the super heavy-duty — 
BUILDERS OF THE BASICS OF truck, the cab has been built to N 
withstand hard wear, while at the 
same time providing comfort for 


the driver. It is built up from jig- 
assembled units to permit shipment 


. : : : valu 
Wi HAR BETTER MOTOR VEHICLES aoa ho 
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Auto Advertising | cm 





say 
fror 

Pegged on a “shoppers’ market” tigh 
-heme, American magazine has I 
launched an advertising campaign she 
with full-page insertions in news- the 
papers and business publications to los 
show that today’s consumers are pos 
shoppers. wr 
The ads quote government fig- ‘Be 
ures to show that savings are high- $606 
er today than in 1948, bank bal- cles 
ances are bigger and savings bonds mal 
sales are up. O 
. 2 * $15, 


Turf TV by Dealers 


Chicago horse racing fans this 
summer will have a chance to see 
their favorites in action via tele- 
vision sponsored by the Chicago 
Dodge Dealers Assn. Starting June 
20 and continuing through Sept. 5, 
the meetings at both Arlington and 
Washington Park will be televised. 


The new 15-minute show will be 
seen over station WBKB at 8:45 
p.m. on Tuesday, Thursday and 
Saturday, when stake events usu- 
ally are run. 

* * & 


$1,000 Car 

Ed Kimball, of Parade’s De- 
troit office, sends down a June 
12 copy of Parade with an article 
on “Will There Be a $1,000 Car.” 
The article quotes auto men, in- 
cluding G. W. Mason, Nash; 
George Christopher, Packard; 
Harlow Curtice, GM; Walker 
Williams, Ford; A. vanderZee, 
Chrysler; H. Lindberg, K-F, and 
J. D. Mooney, Willys. They point 
out that they are not convinced 
that buyers want the kind of a 
car they could get for $1,000. 














Scott Files Name 
A business name has been filed 
in the Erie county clerk’s office for 
Scott Motors, 1680 Clinton St., Buf- 
falo, by Sophia J. Skotnicki. 


New 1950 





HYDROVAC... 


the Undisputed Leader in Power Braking! 





By the clear logic of numbers, two million Bendix clusion, therefore, that Hydrovac power braking might 

Hydrovac* installations lead to certain obvious con- very profitably be included in the original equipment ; 

lusions: first, that a definite need for power brakin ificati f k f ES SS ee 
c : : Pp g specifications of most truck manufacturers. semble it yourself in ten minutes. 


is now widely recognized by truck users and manufac- 


turers, and second, that Hydrovac is the power brake BENDIX PRODUCTS DIVISION of 
most of them prefer. There is much to support the con- SOUTH BEND 20, INDIANA 


Supports ten tons. Takes any model. 
Can be financed. Write today. 


BRUNNER INC. 





Aviation conpokation 
Export Sales: Bendix international Division, 72 Fifth Avenve, New York Il, N. Y. *REG. U. 8. PAT. OFF. 358 East Center Street Manchester, Conn. 
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Loan Men Wary... 





Stiffer Terms Placed 
On Used Cars 


(Continued from Page 1) 


One firm stated that its practice 
is to allow only 50 percent of the 
maximum loan figure recommended 
in the guidebooks for 1939-model 
automobiles, 

Another company individually 
checks every prewar car and 
makes loans accordingly. Such a 
practice is admittedly time-con- 
suming and a heavy drain on the 
firm’s personnel, but the company 
feels it is the only way it can 
safely underwrite such vehicles. 

The reason for the caution of 

finance firms is obvious, according 
to officials. They state that the 
guidebooks are unable to keep up 
with the market, which has been 
steadily declining for the past sev- 
eral months. 

This declining market forces the 
loan companies to be very careful. 
Loans are made at a level “safely 
below” what the car will bring on 
the wholesale market in the com- 
munity involved. 

+ a . 

N THIS connection, one executive 

was anxious to stress the fact 
that the “loan value” of an auto- 
mobile is lower than its “wholesale 
value.” He pointed out that finance 
firms do not set the market price, 
but that the public does. 

Most of the companies also de- 


clared that dealers realize the prob- | 


lem they 
declining market. 


are up against in a 
The loan firms 


say they have had few complaints | 
from dealers as a result of the | 


tightening-up of loan values. 

Perhaps the finance firms 
should let dealers have a look at 
their balance sheets showing the 
losses they have incurred on re- 
possessions of automobiles under- 
written last fall. 

These losses run up as high as 
$600 on higher-priced prewar vehi- 
cles purchased at the peak of the 
market in the late summer of 1948. 

One company reported it 
$15,000 during May on repossession 


lost | 


sales. As a consequence, this firm | 





Deadline July 1 
In Fisher Guild 
Model Contest 


DETROIT. — Judging of model 
cars to be entered in the 1949 
Fisher Body Craftsman’s Guild 


competition will begin July 7, it is | 


announced by W. C. McLean, guild 
secretary. 

Deadline for entry of the minia- 
ture automobiles is midnight, July 
1, at which time the models must 
have either been placed in the 
hands of Railway Express or de- 
livered to the judging point in 
Detroit, McLean said. Full instruc- 
tions on shipping will be sent to 
the youthful model-builders. 

Judges for the competition again 
will be experts from the General 
Motors styling section, industrial 
arts instructors from Detroit public 
schools and members of the guild’s 
technical department. Judging will 
be carried on in the General Mo- 
tors building showrooms where the 
models will be on public display. 

Whereas last year the judging of 
models from 21 eastern states and 
the District of Columbia was done 
in New York City, all states will 
send their entries to Detroit this 
year. 


New-Car Sales 
Holding Steady 


‘ ™~ . 7 
In San Francisco 

SAN FRANCISCO.—New-car 
sales here were holding steady, 
with supplies of many makes stiil 
short of demand. 

Unofficial records for May indi- 
cated a sales total approximately 
the same as the 3,269 cars regis- 
tered in April. 

Used-car movement was slug- 
gish, with plenty of stock avail- 
ible. New-car dealers were beg- 


ging off tradein deals, urging own- | 


ers instead to make outside sales 
on their old vehicles. 

Shop work was falling off, caus- 
ing losses at many dealerships. 
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is being very cagey when it comes 
to financing any prewar vehicle. 
The credit rating of the customer 
is playing a more important role 
than ever in determining whether 
or not “full loan” value is granted. 
© + * 


IRMS which hesitate to handle 
prewar paper will go over their 
self-imposed ceiling 
tomer has a good risk rating. A 
bad record, on the other hand, will 
result in a fast turndown. 
The finance companies think that 
more frequent publication of ap- 
praisal guides will prove to be of 
greater help to them and to dealers. 
However, the firms also feel 
that the guidebooks cover too 


| Mississippi, Florida and Wisconsin. 





great an area and do not take 
into account local conditions 
which have a decided influence 
on the market. 

They point out that the guide- 





STUDEBAKER HONORS DEALER—From Studebaker Regional Manager William Vander- 


service representative, 


|book prices for Detroit are the | 


in such | 


| 
| 


same as those for cities 
widely separated states as Maine, 





Yet, they maintain, Detroit prices | 
on used cars have been running 


|well under the amounts paid for 


the same models in other states. 
As a consequence, the loan 


companies use the guidebooks 





A. standardized analysis as con- 


ducted by major newspapers in 


Milwaukee 
Omaha, Seattle 


Indianapolis 


A 


Paul 


Philadelpia, Columbus 


Birmingham 


San Jose, 


Fresno, Modesto, 


Illinois Dailies. 





| Meulen, the Farmer family, Lexington, Ky., dealers, received a 25-year dealer plaque, and 
| from Deargy! Mason, 
if the cus-| Marshall Farmer, Kermet Farmer, Mason, Mable Simpson, Everett Harmon, John H. 
(Studebaker truck representative), Ralph Farmer sr., VanderMeulen, Ralph Farmer jr., District | 
| Manager E. W. Ready and Eva Hoffman. 


a 1949 Certificate of Merit. Left to right, 


only as an operating base. The 
figures in the guidebooks are met 
only in the case of the latest- 
model vehicles and certain “solid” 
sellers. 


The rest of the time, the firms 
just take a percentage of the val- 
ues recommended in the “book” 
and use that and their conscience 
as a guide. 





Lane 


creases may be contemplated.” 


1|Senate Group 


Plans Probe of 


Gasoline Prices 


WASHINGTON.—Public hearings 
by the Senate Banking Committee 
investigating gasoline price in- 
creases will begin June 27, accord- 
ing to Sen. Maybank of South Caro- 
lina, chairman. The hearing will be 
the first into the spread between 
producer and consumer prices on 
various commodities. 


A report issued by the committee 
|declares gasoline prices have risen 
lsince 1946 to a point where they 
are now costing motorists $1,300,- 
000,000 more a year. 

“Since the average motorist uses 
| about 650 gallons of gasoline a year, 
the six-cent increase in gasoline 
prices during the past three years 
means that, aside from any increase 
in taxes, the average motorist is 
now paying $40 a year more for 
the same amount of gasoline than 
he paid in the spring of 1946,” the 
report said. 

The trend upward apparently has 
not reached a peak since the report 
added that “there are indications 
that still further gasoline price in- 
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tN NTRS NOT TYR OE 
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ye new 1949 edition of this revealing STUDY OF BRAND 
PREFERENCES in the SEATTLE MARKET is fresh off the presses. 





Filled with useful, up-to-the-minute facts on Market, Methods, 
Foods, Toiletries, Home Equipment, General Buying Habits. Get 
your copy now; no obligation. Ask the O’Mara & Ormsbee man 
—or write to The Seattle Times, Seattle 11, Washington. 


Represented by O'MARA & 


New York + Detroit + Chicago * Los Angeles ¢ San Francisco 










ORMSBEE 














Used Car Auction Prices 





(Eprror’s Note: While we try to eliminate wrecks from all of these 
listings, occasionally some get by us. So if the price is abnormally 
low, the car is probably damaged. If the price is abnormally high, 
the car is probably loaded with extras). 


PHILADELPHIA 


(Harry D. Gilbert, Sale every Tuesday. 
Prices are for sale of June 7.) 

(Sold 50 percent of offerings with °46- 

48 models in great demand, More 

prewars offered, These models bring 

top doliar when clean.) 


BUICK—’46 Super 4-dr., $1,230. ‘41 Super | 
4-dr., $540; Special 4-dr., $410, $350. 
"40 conv., $820. ‘'36 4-dr., $280. 


CADILLAC—’47 (60) special 4-dr., $2,150. 


’41 conv., $1,080; club coupe, $910. 
CHEVROLET—'48 SM 4-dr., $1,350. ‘47 
FM 4-dr., $1,175. ‘46 SM 4-dr., $1,050, 
$1,010; 2-dr., $980, $825. ‘41 SD club 
coupe, $825, $610; 4-dr., $825. "40 MD 
4-dr., $575, $525. ‘39 4-dr., $550, $510. 
88 2-dr., $210, ‘37 2-dr., $130. °'36 


2-dr., $160. 
CHRYSLER—'48 Town & Country 4-dr., 





$1,770. °'47 Town & Country conv., $1,- 
700. 

DeSOTO—’41 Custom 4-dr., $760. 

DODGE — '47 Custom 4-dr., $1,400, ‘37 
4-dr., $270. 

FORD — ‘49 club coupe, $1,575; half-ton 
panel, $1,220. °46 conv., $1,060; 2-dr., 
$825. ‘38 half-ton panel, $115. °36 2-dr., 
$150. 

HUDSON—'48 (6) 4-dr., $1,400. 

NASH—’'46 (600) 4-dr., $870. 

OLDSMOBILE—’'49 (98) conv., $2,810. ‘41 


(78) 4-dr., $740; (6) 2-dr., $610. 


}and Harold Henry, owners, 


PLYMOUTH—'46 SD club coupe, $1,090. | FORD 
"40 


’41 club coupe, $425; 4-dr., $420. 
club coupe, $440. ‘39 4-dr., $430. 
PONTIAC—’46 Torpedo 2-dr., $1,300. ‘40 
4-dr., $650. 
CLEVELAND 


McDermott-Schuele Motors. 
Tuesday. Prices are for sale of June 7.) 
(Sold 21 units out of 40 offerings.) 


BUICK—’'49 RM sedanette, $2,460. ‘47 RM 
sedan, $1,275. ‘41 Super sedan, $575. 
'39 Century club coupe, $165. 

CADILLAC—’'46 (62) sedan, 
(61) sedan, $930. 

CHEVROLET—'49 Styleline Deluxe sedan, 
$1,775. ‘48 FL aerosedan, $1,440. ‘41 
SD sedan, $440. 

DODGE—'48 Custom club coupe, $1,290. 


$1,640. ‘42 





| 
| 


Tuesday at Englewood, Colo. 


for sale of June 7.) 
(Good demand for clean cars.) 


BUICK — ‘49 Super conv., 
‘48 RM 4-dr., 


$2,305. 


2-dr., $1,425. 


CHEVROLET—'49 SL Deluxe 4-dr., $1,960; | 


$2,565; 
$1,900. 


4-dr., | 
"46 RM 
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Prices are 






Average Used Car Prices 


(Compiled by Automotive News) 





FL aerosedan, $1,900. '48 SM 2-dt., $1,- June, 1949 May April 
420; half-ton pickup, $1,250. ‘47 FL 1,263 Model (to date) 1949 1949 
4-dr., $1,255; sedan delivery, $805. ‘41 $1, 1949 $1,985 $1,920 $2,075 
4-dr., $530; 2-dr., $525. '40 2-dr., $380, | -— onl we ’ ol, , 
$400, $430. ‘38 business coupe, $175. | $1, ere 1,507 1,498 1,609 
'49 Custom (8) conv., $2,060, $2,- STS. © 0:4r0\9:54 1,245 1,244 1,281 
175. ‘37 2-dr., $140. '36 business coupe, | Be 2562260, 1,082 1,098 1,142 
$150. . 
| HUDSON—'49 Super (6) 4-dr., $1,970. ‘42 1942........ 674 649 730) 
Super (6) club coupe, $565, ‘40 2-dr., 1941. 597 602 667 
$285. ‘ 
MERCURY — ‘49 4-dr., $1,860, °48 club| 1940........ 479 483 542 
coupe, $1,375. °46 club coupe, $1,075; Overall ——e e  ee 
conv., $1,050. June (to date) May Apr. Average... $1,177 $1,160 $1,263 


Sale every | 


NASH—’'48 Ambassador 4-dr., $1,150. 


OLDSMOBILE 


| PLYMOUTH 


"46 Custom club coupe, $785; Custom 
sedan, $990, $825. ‘42 Custom sedan, 
$410. 

FORD—’'47 half-ton pickup, $650. ‘46 SD 
(8) sedan, $910; conv., $1,100. °36 half- | 
ton panel, $140. 

MERCURY—'47 station wagon, $1,390. 


PLYMOUTH—’'47 SD sedan, $1,060. 
PONTIAC—’'41 sedan, $350. 


DENVER 


(Denver Auto Auction, Inc. 
Sale every 


Jack Layton | 


‘39 (6) 4-dr., 
‘47 SD 
business coupe, $330. 


$435. 
2-dr., $1,070. 
"37 2-dr., $135. 


STUDEBAKER—'49 Champion Regal 
luxe club coupe, $1,960. 
MISCELLANEOUS 


$805. 


‘40 LaSalle 


ALBANY, N. Y. 


(Tim Anspach’s 
Sale every Monday. 


June 6.) 


Dealer Auto 
Prices are for sale of 


40) 
De- 


4-dr., | 


Auction. 








CADILLAC—'49 (62) 4-dr., "46 
| (62) conv. coupe, $1,720. 

CHEVROLET—'49 SL 4-dr., $1,825, $1,800, 
$1,785; SL Deluxe 2-dr., $1,900, $1,835; 
FL Special 4-dr., $1,875. ‘48 FL aero- 
sedan, $1,510, $1,425, $1,550; FM conv., 
$1,540; SD conv., $1,600; FM 4-dr., $1,- 


$3,450, 





(Market is slow-moving. Prices hovered 505; FL 4-dr., $1,385. °'47 FM 2-dr., 
around the low level of last week. Pre- $1,250; SM 2-dr., $1,050; FM club coupe, 
wars and 1949 models were hit hard- | $1,360, $1,250; SM club coupe, $1,320, 
est. Many dealers see a further de- | $1,260; FM 4-dr., $1,230, '46 FM 2-dr., 
cline in prices, Sold 77 units out of | $1,085; SM 4-dr., $1,125. '40 SD 4-dr., 
109 offerings.) | $390. 

BUICK—’49 Super 4-dr.. $2,550, $2,460; | CHRYSLER—'47 Town & Country sedan, 
Super 2-dr., $2,425, $2,410; Super conv., $1,360. °41 Royal business coupe, $485. 
$2,775. ‘48 RM 4-dr., $1,850; Super | DODGE-—'48 Custom club coupe, $1,625; 
4-dr., $1,830; Super 2-dr., $1,900. °46| Deluxe 4-dr., $1,460. ‘46 4-dr., $1,135. 
Super 4-dr., $1,260. ‘37 Century 4-dr., | ‘41 Custom 2-dr., $420; 4-dr., $435. 
$240. ' FORD—'49 (8) 4-dr., $1,720; Custom (8) 


Where else can you get so 
much dependable research 


and SELLING POWER, too? 





POWER TO DO GOOD 





POWER TO MOVE GOODS 








tr Annual Analysis of 





The Cleveland Press is not satisfied with only giving 


eo) 511 e 
LIQUOR 





| 








000,000 Market 





top coverage and concentration in the busy Cleve- 
land market. We feel that advertisers also need to 
know the many intricate details of the market for 
better planning of advertising, and need dependable 


research for better measurement of results. The seven 


books illustrated here are major examples of what 


The Press does to fill these needs. Know any other 


RESEARCH—the 3 R’‘s of successful selling. 


medium that offers so much to advertisers in addi- 
tion to top-grade results? That explains why this 


newspaper is famous for READERS, RESULTS and 


*Includes 1949 models. 


(The above figures are averages of used car auction prices, ali 
makes and models, carried regularly in Automotive News./ 






2-dr., $1,680; club coupe, $1,760, ‘48 
SD (8) conv., $1,540. ‘46 SD 2-dr., 
$980; conv., $1,025. ‘38 (60) business 
coupe, $75. 

HUDSON—’'47 Super (6) conv., $1,185, 

LINCOLN—'49 4-dr., $1,750. °'46 Standard 
4-dr., $1,025. 

MERCURY—'49 conv., $2,075. ‘47 club 


coupe, $1,200. 
NASH—'49 Ambassador 4-dr., $2,000, "46 
Super 4-dr., $1,010. 
OLDSMOBILE--'48 (98) 
875; 4-dr., $1,860; 
"47 (98) 4-dr., 


club sedan, 
(76) 2-dr., $1,685 
$1.500. ‘42 (66) club 
coupe, $740. ‘39 (70) 4-dr., $370. 
PLYMOUTH—'48 SD station wagon, §$1,- 
325; Deluxe 4-dr., $1,400. '46 SD 4-dr., 
$775, $700; 2-dr., $880; Deluxe 4-dr., 
$1,060. 
PONTIAC—’47 


$1,- 


2-dr., $1,310; Torpedo (8) 
2-dr., $1,370; (6) club coupe, $1,275 
°40 4-dr., $460. °36 (8) 4-dr., $150, 


STUDEBAKER—'49 2-ton rack body, $1, 
000. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of June 3.) 
(Sold 128 units out of 185 offerings.) 


BUICK—'49 Super conv., $2,570; sedanette 
$2,360. ‘48 Super sedanette, $1,600, °47 
Super 4-dr., $1,600. $1,500. ‘46 Super 
4-dr., $1,370, $1,200, $1,260; sedanette 
$1,300. 

CADILLAC—'48 (62) 4-dr., $2,650. 

CHEVROLET—-'49 conv., $1,960; SL De- 


luxe 2-dr., $1,925, $1,905, $1,900, $1,825, 
$1,785; FL aerosedan. $1,925; FL Deluxe 
aerosedan. §2.059, $1,950, $1,915, $1,875, 


$1,850; half-ton pickup, $1,300, °48 FL 
aerosedan $1,565, 3 at $1,550. $1,510, 
$1,480; FL 4-dr., $1,475, $1.450. ‘47 
FM 4-dr., $1,275, $1,210, $1,190, 3 at 
$1,150. $1,125. ‘46 FL aerosedan, §$1,- 
150; FM 2-dr.. $1,095. ‘41 SD club 
coupe, $950, $550. 

| CHRYSLER—'49 Windsor 4-dr., $2,400. '47 
Windsor 4-dr., $1,450. 

| DeSOTO ‘48 4-dr., $1,550. °47 Custom 
club coupe, $1,275; 4-dr., $1,500. 

DODGE—'49 Coronet 4-dr., $2,250, $2,125 
‘47 Deluxe 4-dr., $1,150. 

| FORD—'49 Custom (8) conv., $1,825; club 
coupe, $1,570, $1,540; 4-dr., $1,570, $1,- 
500. ‘48 half-ton (6) pickup, $1,275; SD 


(Continued on Page 33, Col, 1) 
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Make Your Own 
Sales-Producing 


SIGN S&S 


FOR SELLING 





® USED CARS 

® NEW CARS 

@ SERVICE 

@ PARTS Complete 
® ANYTHING 

Even a child can make powerful, sales- 
producing signs with this amazing new 


sign kit. Will pay for itself many times 
over, produce extra sales. One kit con- 
tains 924 letters and numerals in 2 sizes 
and in 2 colors. Also 6 metal holders 
20” long by 4” deep. Letters and numer- 
als are easily inserted and removed. 
Vacuum cups hold signs firmly in place 
on practically any smooth surface. The 
Selz-It Kit contains 40 stalls which keep 
letters and numerals in order. Make any 
sign you want in a jiffy. 


SEND CHECK AND SAVE C.O.D. 
CHARGES AND POSTAGE 


Manufactured by 


THE HOUSE OF RYAN 
1130 HERMITAGE ROAD 
RICHMOND, VIRGINIA 
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4-dr., $1,225; club coupe, $1,350; Deluxe 
2-dr., $1,125. ‘47 SD 2-dr., $1,180, $1,- 
130. °46 SD 4-dr., $1,030, $835; club 
coupe, $950. ‘41 SD 4-dr., $550. 

HUDSON—’'47 Commodore (8) 4-dr., $1,- 
000. 

LINCOLN—’46 Deluxe 4-dr., $1,050. 

MERCURY—’'49 4-dr., $1,850. ‘48 sedan 
coupe, $1,320. ‘47 sedan coupe, $1,225. 


'46 club coupe, $1,045. 
rLYMOUTH—'47 SD ciub coupe, $1,225, 


$1,200. 

PONTIAC—’49 SL Deluxe sedanette, $2,- 
300, $2,220. '48 SL (8) 2-dr., $1,775. 
'47 Torpedo (8) sedanette, $1,230. 

STUDEBAKER—’49 Champion Regal De- 
luxe 4-dr., $1,885. ‘47 half-ton pickup, 
$800. °46 Champion 2-dr., $925 

WILLYS—’48 Jeep, $700. 


DETROIT 


(Aptco Auto Auction, Sale every Wednes- 
day. Prices are for sale of June 8.) 
(Market active with plenty of buyers 


but scarcity of clean cars, Sold 34 
units out of 67 offerings.) 
BUICK—’48 Special 2-dr., $1,625. ‘42 Spe- 
cial 2-dr., $625. ‘41 4-dr., $525. 
CADILLAC—.-’41 (75) 4-dr., $900. 
CHEVROLET—’48 FL aerosedan, $1.465. 
46 2-dr., $950, $890. ‘41 2-dr., $650. 


"40 2-dr., $420. ‘39 2-dr., $575, $200. 
CHRYSLER—’48 Town & Country sedan, 
$1,640. °42 4-dr., $335. 
DeSOTO—'47 club coupe, $1,225. 
DODGE—'47 4-dr.. $1,160. 
FORD—’49 4-dr., $1,575. ‘48 2-dr., $1,240, 


$1,175. °46 2-dr., $950, $905. ‘42 2-dr., 
$630. °40 2-dr., $445. 

HUDSON—’'46 4-dr., $840. 

MERCURY — ‘47 conv., $1,175. ‘41 club 
coupe, $1,075. 

OLDSMOBILE—-'42 2-dr., $510. 

PLYMOUTH—’'48 4-dr., $1.350. ‘41 conv., 
$485; 2-dr., $445. °39 4-dr., $155. °36 
4-dr., $200. 

PONTIAC—'47 conv., $1,350. "42 4-dr., 


$645. 
STUDEBAKER—'47 half-ton pickup, $700. 


CONCORD, MASS. 


(Concord Auto Auction, Inc, Sales every 
Monday and Friday. Prices are partial 
listing for sales of June 3-6.) 

(Sold 166 units out of 290 offerings.) 
BUICK—’49 Super sedan, $2,450; sedan- 

ette, $2,450. ‘47 Super sedanette, $1,500; 

station wagon, $1,600; RM sedan, $1,520. 

‘46 Super sedanette, $1,220; Special se- 

dan, $1,250, $1,210. '42 Super sedanette, 

$745. ‘41 Super sedanette, $725. ‘40 

sedan, $600. 
CADILLAC—'35 $465, 


7-pass. limousine, 





from Page 32) 





$500. 

CHEVROLET-~-'49 FL sedan, 2 at $1,950. 
'47 SM sedan, $610, $1,105; FM sedan, 
$1,200, $1,275, $1,325; conv., $1,270. ‘46 
FL sedan, $1,125; SM sedan, $1,005, $1,- 


030, $1,045. ‘41 SD club coupe, $650; 
MD sedan, $600, $610, $400, $485; SD 
sedan, $675. ‘40 SD conv., $450; MD 
sedan, $515. ‘38 sedan, $130, $185. 
CHRYSLER—'47 New Yorker sedan, §$1,- 


350. ‘42 Windsor sedan, $600; Saratoga 
sedan, $610. 
DeSOTO—’47 Custom sedan, $1,375. 


DODGE—'46 half-ton pickup, $535. ‘41 
sedan, $610, $375. ‘39 sedan, $375, $450. 
FORD — ‘49 Custom (8) sedan, $1,675; 


conv., $2,150; station wagon, $2,125, $1,- 


850. ‘47 (8) half-ton pickup, $715; se- 
dan, $1,150. 46 club coupe, $1,000, 
$975; station wagon, $1,229; sedan, $960; 
(6), $800. ‘41 business coupe, $650; 
sedan, $525; SD conv., $600. 

FRAZER—'47 sedan, $1,025. 

HUDSON ‘46 sedan, $560. ‘40 sedan, 
$225. 


LINCOLN—’'47 sedan, $1,225. 

MERCURY-—'47 sedan, $1,170, $1,180, $1,- 
125. ”46 conv., $1,010. ‘40 conv., $525. 

NASH—’49 sedan, $1,700. ‘41 (600) sedan, 


$355. 
OLDSMOBILE—'47 (76) sedanette, $1,310; 


sedan, $1,350; (98) sedan, $1,355. ‘40 
sedan, $330. ‘37 club coupe, $125; sedan, 
$150, $110. 


PACKARD—’37 sedan, $130. 
PLYMOUTH—’'47 sedan, $735, $755, $775. 


‘41 sedan, $375, $610. ‘40 sedan, $400. 
‘38 sedan, $190. 
PONTIAC—’41 (6) club coupe, $560. °40 
(6) club coupe, $480. 
STUDEBAKER—’49 Champion conv., $1,- 
800. °47 Champion sedan, $1,035. ‘46 
Champion sedan, $800. ‘41 Champion 


sedan, $200. 
WILLYS—’ 37 sedan, $200. 
MISCELLANEOUS—’'36 LaSalle club coupe, 
$200. ‘'30 Rolls-Royce limousine, $250, 
$205. 


SOUTH BEND 


(South Bend Auto Auction Co, Sale every 
Friday. Prices are for sale of June 3.) 
(Buying very slow, retail very slow. 
Prices little weaker, Sold 21 units out 
of 42 offerings.) 
BUICK—’48 Super conv., $1,900. ‘41 Super 
2-dr., $545. °'39 Special 2-dr., $400. 





CHEVROLET—'49 SL Special 2-dr., $1,- 
865. °48 SM 4-dr., $1,275; FL aerosedan, 
$1,465; FM 4-dr., $1,280. ‘47 FL aero- 
sedan, $1,310. ‘41 club coupe, $630, ‘40 
club coupe, $900. °36 2-dr., $120. | 

DeSOTO—'48 Custom club coupe, $1,510. | 
‘46 Custom 4-dr., $1,080; Deluxe 4-dr., | 
$1,150. | 

DODGE—’'40 2-dr., $230. 

FORD—’49 Custom (8) club coupe, $1,640; 
2-dr., $1,555. ‘47 Deluxe (8) 2-dr., $1,- 
155. ‘40 2-dr., $250 39 2-dr., $310 

MERCURY 49 2-dr $1,910 "46 4-dr 
$1,210. 

NASH—'46 (600) 4-dr., $995 

PLYMOUTH—'49 SD club coupe, $1,840 
‘47 SD 2-dr., $1,075, $1,065, $1,060, $980. 

PONTIAC—'48 SL (8) 2-dr., $1,835 ‘46 
2-dr., $1,110. °39 2-dr., $385. 

STUDEBAKER—'49 Commander Regal De- 
luxe conv., $2,210. ‘48 Commander Re- | 


$1,975, $1,905; Cham. | 
$1,600, 

$1,410. | 
$1,- | 


gal Deluxe conv., 
pion Regal Deluxe club coupe, 
$1,550; Champion Deluxe 2-dr., 


47 Comimander Regal Deluxe 4-dr., 
300, $1,290; Champion Regal Deluxe 
4-dr., $1,305, $1,280, $1,260; half-ton 
pickup, $755. 

QUINCY, ILL. 
(Charlie Thale’s Quincy Auto Auction. 


sale every Friday. Prices are for sale of | 


une 10.) 


(Sold 87 percent of offerings. Need 
more late model cars.) 
BUICK—'47 Super conv., $1,580. ‘41 Su- 
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per sedan, $720, $580. ‘40 Special se- 
dan, $280. ‘39 Special sedan, $290, $260, 
$190. 
CHEVROLET—’'48 SM sedan, $930, $1,140, 
$1,070; FM sedan, $1,315, $1,220, $1,415, 
‘47 FM conv., $1,275; sedan, $1,305, 
$1,285, $1,130. ‘46 FM sedan, $1,060, 
$1,130; SM sedan, $890, $920, $1,015. 
‘42 club coupe, $705, $720. ‘4:  edan, 
$355, $715, $700, $420, $555, $515. ‘40 
sedan, $300, $390, $640, $315, $400. ‘39 
sedan, $200, $350; business coupe, $145. 
"38 sedan, $310, §270, $165; business 
coupe, $200. '37 business coupe, $165; 
sedan, $450, $220, $160, $330. ‘36 sedan, 
$210, $77, $205, $165, $180. 
DODGE—'49 half-ton pickup, $1,200, °'48 AERO IN THE PARADE AT ALEXANDRIA, VA.—Aero Auto Co. (Chevrolet) sponsored this 
sedan, $1,410. °'36 sedan, $105. float in the Bicentennial procession which was viewed by more than 100,000 people. 
FORD—'47 club coupe, $1,120; sedan, $1,- tn er ae ee i ae : rae ae = 
comm aaee, oas0 gnsk eoab an om $430. °38 sedan, $225. '35 sedan, $97. $1,295. '42 4-dr., $610, 
coupe, $430; sedan, $355, $410, $460, ‘39 STUDEBAKER—'37 sedan, $25, $50, $75. | FORD—'49 Custom (8) club coupe, $1,610; 
sedan, $365, $425, $245, $285, $500. ‘37 | WILLYS—’46 Jeep, $245. ‘31 sedan, $47. | Po we cart $1,525. ‘48 half-ton 
sedan, $05, $45, $110, $85, $55, $130, $05 | ™ "Gk sun Tk ae Pes te! BD 2dr’ $520, $900; club’ coupe, ‘$910, 
oan os 5 ek ° , ze oe 4 7 
~- business coupe, $67. ton pickup, $85; Terraplane sedan, $130. | = ; ee ee en 
LINCOLN—’'41 club coupe, $570. Ht ha - aad (6) 2-dr., $200. ‘41 
MERCURY—’40 sedan, $545. et Se 
NASH—'41 sedan, $425, '39 sedan, $400. ae artes Dare pre a agg tee cate 
7 a “< (Simpson Bros, Auto Auction. Sale every |MERCURY—’48 4-dr., $1,220. ‘46 4-dr., 
Saanaein td 47 —— 7, Bem, $1,375. Friday, Prices are for sale of June 10.) $1,050. ‘40 conv. sedan, $605. 
oman $156. sedan, $300, °38 business | RUICK—'49 Super 2-dr., $2,385. "48 RM | OLDSMOBILE—'41 4-dr., $410. 
PLYMOUTH—'49 SD club coupe, $1,750.| 3-4r’ gran) ) Ut" $1889. “47 SuPer | PACKARD—'48 (8) 4-dr., $1,530. 41 (6) 
'46 sedan, $910, $980, $1,060, ‘41 sedan, |. ees - , vag | 4708, $460. 
$550. '39 sedan, $280. ‘37 sedan, $100. | CADILLAC—'48 (62) 4-dr., $2,685. ‘47 | pLYMOUTH—'49 SD club coupe, $1,785. 
"36 sedan, $130. 4-dr., $2,070. | *47 4-dr., $1,059. 
PONTIAC— ‘47 sedan, $1,295 '42 sedan, | CHEVROLET—"49 SL Deluxe 4-dr., $1,- | PONTIAC—'47 (8) 4-dr., $1,155. ‘46 (6) 
$640. 41 sedan. $445. 40 sedan, $160, "41 (6) 2-dr., $475. 





835. °47 SM 2-dr., $1,100; FL aerosedan, 













SPRING-FLEX POWER SHIFT 
Here's the positive, built-in power 
shift for Timken-Detroit two-speed 
axles that’s proved its dependability. 
It has no equal for split-second, pre- 
selected shifting without declutching. 





DUAL-PRIMARY BRAKES 


Built for hydraulic or compressed air 
actuation, these new-design brakes 
combine stopping ability, fast, safe 
operation and reduced maintenance. 
Shoes are forward-acting in both for- 
ward and reverse. Cycle-bonding of 
liners to shoes is optional. 


TWO-SPEED FINAL DRIVE 


The Timken-Detroit two-speed bhypoid- 
helical double-reduction final drive gives 
you instant choice of two man-size gear 
sets—a fast ratio for maximum speed and 
a slow ratio for maximum pulling power. 
One of three final drives interchangeable 
in Timken-Detroit “3 for 1"’ Axles. 


On the job! That's where a good truck proves its worth! And 
the truck that performs best, lasts longest, and earns the greatest 
profit is the truck equipped with Timken-Detroit Axles and 
Brakes! ‘x It’s the features that make the difference—the score or 
more of Timken-Detroit Famous Features like those on this page. 
First and foremost is Hypoid Gearing —~Timken-Detroit’s greatest 
single contribution to improved truck performance. *x On every 
trucking job today you'll find Timken-Detroit Axles and Brakes 
—speeding up schedules, cutting maintenance costs, building truck 
profits! Write today for free literature! 


sedan coupe, $1,180 
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La GN: 
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ee 49 Champion conv., $1,- 
0. 


LUBBOCK, TEX. 


Lubbock Auto Auction. Sale every Thurs- 
day. Prices are for sale of June 9.) 
(Market is steady. Sold 51 units out 
of 102 offerings.) 
BUICK — ‘49 4-dr., 
4-dr., $1,145. 


CADILLAC—’'46 4-dr., 
CHEVROLET—-'49 half-ton pickup, 3 at 
$1,550, $1,480, $1,405; FL aerosedan 
2-dr., $1,910; 4-dr., $2,105; Deluxe aero- 
sedan, $1,970. ‘48 FM 2-dr., $1,375, °47 
FL aerosedan, $1,280. 
CHRYSLER—'46 Royal 4-dr., 
DeSOTO—’'46 club coupe, $965. 


FORD—'49 Custom (8) club coupe, $1,505; 
2-dr., $1,710, 2 at $1,485; 4-dr., $1,590. 
'48 SD 2-dr., $1,360. °47 (6) 2-dr., $790. 
"46 2-dr., $985, $865 

MERCURY—'49 4-dr., $1,800. 
$1,015; club coupe, $995. 

OLDSMOBILE—'49 (98) 4-dr., $2,680. 


$2,535. ‘47 Special 


$1,385. 


$1,090. 


"46 4-dr., 


PLYMOUTH—’39 4-dr., $160. 

PONTIAC—’'49 4-dr., $2,505. ‘48 (6) se- 
danette, $1,520, 

STUDEBAKER — ’48 2-dr., $1,530. ‘47 


Commander club coupe, 
pion club coupe, $1,020. 


KANSAS CITY 


(Kansas City Automobile Auction. 
every Wednesday. 
June 8.) 

(Prices a little stronger with late mod- 

els showing better. Sold 177 units out 

of 279 offerings.) 

BUICK—'49 Super 2-dr., $2,345. °'48 Super 
conv., $1,980. ‘46 Super 2-dr., $1,452. 
"41 Special 2-dr., $552. 

CADILLAC—’47 (62) sedanette, $2,252. '41 
(61) 4-dr., $1,025, $1,012. 


(Continued on Page 37, Col. 1) 


$1,345; Cham- 


Sale 
Prices are for sale of 


ALL-NEW FRONT AXLES 


Here are the most rigid front axles 
built, with best capacity-weight ratio. 
Centers are made from heat-treated, 
high-carbon steel forgings with 
“Equalized I’ beam section. Steer- 
ing ease and stability are unequaled. 






















YOUR GUARANTEE OF QUALITY 


For more than 40 years the 
Timken-Detroit name has been 
industry's dependable guide to 
quality and progress in the 
manufacture of 
and brakes. When you specify 
Timken-Detroit, 
full benefice of unequaled en- 
gineering resources and pro- 
duction know-how. 


truck axles 


you obtain 


ce Ni 


ES | 


| A PRODUCT OF THE TIMKEN-DETROIT AXLE COMPANY 
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8 Indicted Officials Surrender .. . 





Tucker Trial Set 
For Fall Term 


(Continued from Page 2) 


included Lawrence J. Miller, his 
chief assistant; Robert J. Down- 
ing, another assistant, and Ellis 
Arenson and James P. O’Brien, 
special assistants to the attorney 
general. 

Getting under way Feb. 21, the 
investigation, deducting time out 
for recesses of the jury, occupied 
12 weeks. It involved the calling 
of more than 95 witnesses, the in- 
troduction of about 700 exhibits, 
and the transcribing of some 10,000 
pages of testimony by witnesses. 

Tucker quickly circulated a 
scorching statement proclaiming 
his innocence, demanding a sena- 
torial investigation of the SEC, 
and asserting that “a young com- 
pany is being crucified by the gov- 
ernment-sponsored tactics, and I 
don’t intend to take it lying down.” 

Tucker claimed that the factory 
has built some 50 cars from the 
dies, jigs and fixtures which are 
ready to operate, in contrast to the 
government’s contention before the 
jury that 25 hand-made cars con- 
stituted the total output since the 
firm was organized in 1946. 

Action followed in the court 
of Federal District Judge Philip 
L. Sullivan, to whom the case 
was assigned for trial by Fed- 


eral District Judge John P. 
Barnes. 
There had been reports. that 


Judge Sullivan would step out of | 
the case, due to the fact that! 
Frank J. McAdams jr., an attorney | 
for Tucker, is married to his niece. 

He took over, however, at the} 
start of the week by granting a 
two-day delay for the surrender 
by Tucker and the same length | 
of time for a hearing on requests 
that bonds for the defendants be 
reduced. 

Forecasts were made that the 
eight defendants will be granted a 
jury trial and that the case will 
not come up for trial until the} 
fall term in October. 

Cerf did not wait for Judge Sul- | 
livan’s ruling. He appeared last | 
Monday and posted his $25,000 
bond. The bonds of Tucker and | 
Pierce were also set at $25,000, and 
those of Karsten, Rockelman, Du- 
lian, Radford and Knoble at $10,000. | 

Kerner lodged a protest against 
lower bonds, but Judge Sullivan 
replied that the two days to rule 
would make no difference. He 
took the same stand with refer- 
ence to granting two days for 
the surrender of Tucker, whom 
federal marshals could not find 
at home Monday. 

The indictments, containing 38 
pages, charged that the defendants 
“devised and intended to devise a 
certain scheme and artifice to de- 
fraud and for obtaining money 
and property by means of false 
and fraudulent pretenses, represen- 
tations, and promises from certain 
persons” through the sale of com- 
mon stock, franchises to distribu- 
tors and dealers, and various ac- 
cessories and luggage for use in 
the Tucker car. 

Also charged was that the de- 
fendants “seeking to capitalize on 
the unusual consumer demand for 
automobiles caused by the non- 
production of automobiles during 
the war period ... caused to be 
disseminated to various persons 
and to the public in general false 
and fraudulent statements and 
representations relating to a pro- 
posed completely new automobile 
which had been developed and was 
to be mass produced by the de- 
fendants, and which automobile 
was represented to possess and 
combine features of advanced con- 
struction and design not thereto- 
fore contained in any mass-pro- 
duced automobile in the U. 8S.” 

Other excerpts from the indict- | 
ments were: 

A charge of “taking and con- 
verting to their own use and 
benefit money and other proper- 
ties of value obtained” from 
stockholders, distributors, and | 
purchasers of accessories,” | 
through various corporate de- 
vices. 

“As a further part of the scheme 
and artifice to defraud, said de-'! 
fendants would and did cause to 





be diverted to their own use and 
benefit funds by various and sun- 
dry means, including payment of 
excessive salaries and expense ac- 
counts to themselves, by the crea- 
tion of fictitious, experimental and 
development projects by the Ypsi- 
lanti Machine and Tool Co., and 
by other means to the grand jury 
at this time unknown.” 

With reference to Ypsilanti Ma- 
chine and Tool Co., owned by 
Tucker's mother, Mrs. L. C. 
Holmes, and operated by Tucker 
since Jan. 28 under alleged power 
of attorney, the indictments 
charged that this firm “was the 
medium through which payments 
of promotional expenses were made 
and caused to be made by the 
defendants.” 

The indictments continued by 
charging that another part of 


the device to defraud was the 
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PITTSBURGH DEALER DINNER—The 1949 membership banquet of Pittsburgh Automobile 


Dealers Assn., 


attended by 300 members and quests, 


was a testimonial to Hartley R. 


Graham, PADA secretary-manager. Among the speakers were S. H. Parker, president of 


PADA; Jack Stevens, Claude S. Klugh, general manager, 


Pennsylvania Automotive Assn.; 


Graham, Clifford D. Pierce, vice-president, Automotive Electric Service Co., Memphis, and 


Jack Rock of the Pittsburgh Sun-Telegraph. 


“application by Tucker Corp. of | meetings held by Tucker and the 
substantial portions of funds to | other defendants in Detroit and 


various purposes such as pre- 
liminary testing, designing and 
experimentation, which purposes 
the defendants represented had 
already been accomplished.” 

The defendants were further ac- 
cused of “causing the institution 
of programs and activities unre- 
lated to the development, produc- 
tion and sale of automobiles.” 


The conspiracy count listed 


Chicago. 

Various letters were cited, aiong 
with payments, principally to Kar- 
sten, in substantial amounts on a 
number of occasions. Among those 
specified as “designated and re- 
ferred to as the persons intended 
to be defrauded” were 13 Tucker 
dealers and distributors and five 
who were dealers or distributors 
as well as buyers of Tucker stock. | 





Timken Sales Job ; 


Goes to Penrose 


DETROIT.—Appointment of W il- 
liam F. Penrose as sales manayer 


of Timken-Detroit Axle Brake divi- 
sion is announced 
by Bryan House, 
general manager. 

Active in the 
automotive indus- 
try for 29 years, 
Penrose helped 
form the Empire 
Electric Brake 
Co. in 1937, and 
was _ responsible 
for the develop- 
ment of the elec- 
tric brake and the 
Vacdraulic power brake, a vacuum 
booster Patents on these various 
devices were originally issued in 
his name. 

He will make his headquarters 
at the new brake plant in Ashta- 
bula, O. 


Wm. F. Penrose 


Grieve Names McCabe 


Hugh Grieve, president of Grieve 
Motors, Ltd. (Chevrolet - Oldsmo- 
bile), Toronto, Ont., announces the 
appointment of Thomas McCabe as 
vice-president and manager. 
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Used-Car Firms Hit Hardest First .. . 





(Continued from Page 3) 


retailer mortality will result from 
these causes plus one other, accord- 
ing to most trade sources. 


That other big factor in the 
situation is that so many dealers 
have “over-invested” their work- 
ing capital in fixed assets, mean- 
ing that some of the new dealers’ 
places of business may turn out 
to be tombs instead of palaces. 


A finance company executive ex- 
plained it this way: 

“Voluntarily or otherwise, dealer 
after dealer has sunk thousands of 
dollars in these monumental struc- 
tures that have sprouted all over 
the country. Naturally, the dealer 
has had to purchase the latest 
office and service equipment to go 
with his new castle. 


“Naturally, dealer break - even 
points go up substantially in invest- 
ments like this. These new build- 
ings cost a lot of money to build 
and a lot of money to maintain. 

“It may well be that the big $200,- 
000 and $300,000 buildings will prove 


headaches to dealers and factories, 
rather than assets. If that’s the 
case, and dealers are prevented 
from showing a good profit report, 
watch that mortality spiral up.” 
* * * 

A DEALER association manager 
4 reported that one of his mem- 
bers was willing to sell out for 


Dodge Promotes 
Ruef and Scott 


DETROIT. Appointments of 
Paul M. Ruef as New York re- 
gional manager and William H. 
Scott as Minneapolis regional man- 
ager were announced last week by 
Ed C. Quinn, Dodge general sales 
manager. 

Ruef succeeds J. W. McLaughlin, 
who resigned the New York post 
to open a Dodge dealership, Scott’s 
predecessor, William S. Woolsey, 
has been transferred to an execu- 
tive position in the truck sales 
department at the home office. 


Business Dip Key to Failures 


$200,000, “lock, stock and barrel.” 
This dealer’s new home was erected 
two years ago at a cost of $300,000 
for the building and $25,000 more 
for service equipment. 

Finance men are careful to dis- 
'tinguish between “over-investment” 
in new buildings and what they 
term a “healthy investment.” They 
expect business to exhibit a sus- 
tained increase for former “alley- 
garage” dealers who have invested 
cautiously in construction or mod- 
ernization programs. 


Mortality within the used-car 
business should outstrip that 
among new-car operators in the 
coming year, trade experts fore- 
cast. 

For the calendar year 1949, the 
‘used-car industry as a whole will 
suffer a loss in profits, they pre- 
dict. Taken on an individual basis, 
it looks as if the death toll will 
be greatly stepped up. 

Stabilizing of the used-car mar- 
ket at lower price levels, of course, 
is the main reason for the reduc- 
tion in the number of used-car 








Stability comes of many years... 





DEALER DISPLAYS AT DALLAS SHOW—Dick Price Motor Co. (DeSoto), Dallas, used 1,200 
square feet of floor space to display two DeSotos and two Plymouths at the Southwest sports 


and vacation show at the Dallas fairgrounds. 
dealers from the 1947 peak, when 
400 operators were in the business 
for every 100 before the war. 

+ cs * 


Amen the profit-grabbers 
in the used-car field are closing 
shop, there has been no disorderly 
collapse of business, finance houses 
report. Dealers leaving the business 
have liquidated their stocks in a 
sensible fashion, they say. 

In a year’s time, most sources 
contacted in the survey look for 
a 1%-to-1 ratio of used-car dealers, 
with 150 operating for each 100 





yet one of the newest, too! How old? To give 
you an idea, THE OHIO FARMER goes back 
more than a century! How new? Ohio today 


ranks first in the country in electrified farms! 


> 


tere SO 


States. Rare also is the wide range of Ohio’s 









PENNSYLVANIA FARMER, Harrisburg ¢ 


Yes, Ohio is one of the oldest farm states— 


This steady growth has given Ohio a sta- 


bility rarely found in other “upper third” farm 


larger variety of products. 


7 


OHIO FARMER 


aaa 7 el ti ee 


onl 


Golden Crescent Stability 
your best profit hedge in the farm market 


No farm area of equal size and wealth can match the stability of The 
Golden Crescent. It has greater age... more market centers...a 
Served by THE OHIO FARMER, 
MICHIGAN FARMER and PENNSYLVANIA FARMER, The 
Golden Crescent safeguards your profits through the ups and downs 
of the farm market. For further information write F1013 Rockwell 
Ave., Cleveland 14, Ohio. 


THE OHIO FARMER, Cleveland 


MICHIGAN FARMER, East Lansing 


a money crop all year ’round. 


‘ey tit 


as 





OHIO 4m weith 
has been growing / 


farm products—beef, eggs, milk, fruit, grain— 


Many years, many products—yes, many mar- 
kets, too! Ohio has so many buying centers 
that its farmers spend little to market their 
products, save much to buy yours. Particularly 
if your products are in THE OHIO FARMER 


—it reaches two out of three Ohio farm families. 








prewar, That would put the mor- 
tality rate at 60 percent or more of 
the number of used-car dealers in 
business two years ago. 

The auto industry will not be 
losing all of the “exes” among inde- 
pendent used-car dealers, Some 'un- 
doubtedly will join new-car dealers 
as used-car lot managers or sales- 
men. 


Willys Reports 
Ten-Day Sales 
Rise of 25 Pct. 


TOLEDO.—A 25 percent increase 
in the sale of Willys-Overland ve- 
hicles during the last 10 days of 
May, above the highest previous 
10-day period in the last five 
months, is announced by Howard 
O. Lund, general sales manager of 
the company. 

The company is anticipating fur- 
ther demands, he declared, and 
plans to increase production of the 
four and six-cylinder station wag- 
ons are being considered. 

Lund previously announced that 
the company’s sales force serving 
its 2,500 dealers will be increased. 

According to the expansion plan, 
several new posts will be added to 
the general sales department which 
will include a used-car manager, a 
farm sales director and a sales or- 
ganization manager with headquar- 
ters at the Willys-Overland plant. 
Additional field representatives will 
be appointed to complete the dealer 
aid program, he added. 


Texas to H old 


Member Drive 


SAN ANTONIO.—A membership 
drive will be jointly undertaken 
this fall by the National and Texas 
Automotive Dealers Assns., Walter 
Alderson, president of the Texas 
association, reports. 

The tentative date for the drive 
has been set for Sept. 12-17, Two 
hundred members of both associa- 
tions will be commissioned to round 
up members for the national asso- 
ciation. 

Each worker in the drive will get 
a certificate of appointment from 
George Ziesmer, president of the 
national association, and George H. 
Jones, Texas director of the na- 
tional. The certificates also will be 
signed by Alderson and W. A. Wil- 
liamson, vice-president and man- 
ager for the TADA. 









BUYING 
Burr-rlap? 


Weel, it’s wise and 
thrifty to deal with 
folks who really know 
bur-r-rlap*...foiks you 
know you can depend 
on. So for whatever 
grade you 
need. ..look 
to Bemis! 









“Each year Bemis de- 


termines the grading BEMIS 


of burlap from Indian 

jute mills. Bemis- grad- 
Detroit « Chicago « St. Louis 
Cleveland «+ Indianapolis 


ing is accepted by 
producers and users 
and other principal . cities, 


alike as the standard 
for bint» quality, 
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Letterbox 


(Continued from Page 4) 


that knew anything about distri- 
bution we would not nave had the 
automobiles in the black rmarket in 
the first place. If the manutfactur- 
ers had any ability to analyze the 
trend of the market where the buy- 
ing power lies, we would have 
eliminated the black market a long 
time ago and distribution would be 
fair and dealers could have all 
done better; whereas a few have 
gotten rich off of the black mar- 
ket and through the manufactur- 
ers themselves. 


They tell us about how many 
automobiles are being made, and 
yet the dealers out here have seen 
very few of these cars. Occasion- 
ally a spurt of two or three units 
per dealer and then waiting for a 
month or two for another two or 
three units. 

If you can point out and show 
me how any firm can do a selling 
job under these circumstances and 
whether the dealer is large or 
small the majority of them have 
sold far in excess of the quota 
they are going to receive. 

I realize that there is truth in 
some of the statements you make. 
I realize that we have a selling 
job coming up but we should be 
putting the blame where it be- 
longs—on the distribution of these 
automobiles and not on the deal- 
ers, because there is no incentive 
in building an organization and 
sitting there twiddling your thumbs 
waiting for automobiles. We are 
refunding orders every day and 
cancelling names because people 
are going out of town and going 
somewhere else to buy a car.— 
NEBRASKA DEALER. 

* +. * 


Artificial Depressant 


I have seen no mention of the 
situation I am going to discuss in 
the columns of Automotive News. 
I would very much like to see a 
member of your staff conduct an 
investigation of his own, and pub- 
licize the results. This is a matter 
which is of vital concern to all 
dealers, new and used, and I would 
especially say the smaller dealer. 

I cannot, of course, state that 











the conditions I find locally neces- | 
but it) 


sarily apply other places, 
would seem they would. 

In the past two or three weeks, 
I have been unable to secure retail 
financing for the used vehicles we 
have to sell. That is, financing com- 
mensurate with the nominal values 
of the vehicles. 

In one instance, a 1940 Buick 
which we sold for $795 is booked 
at $825 average retail in the 
NADA Guide. This would, accord- 


ing to the NADA Guide, nomin- | 
ally support a $550 loan. The max- | 


imum loan we could secure was 
$408. The purchaser in this case 
was reliable, and the car, for its 
year and make, was AA-1. 

To demonstrate this sort of thing 
is not confined to prewar models, 
yesterday we sold a 1946 Pontiac 
6 4-door. Our price was $1,345, and 
in this instance the NADA book 
quoted an average resale of $1,415 
and an average loan of $943. 

In a canvass of three of the 
higher type independent (non-re- 
course) financial institutions in 
Cleveland, we were in no case able 
to see our customer borrow more 
than $800 on this vehicle. Again in 
this instance the purchaser was 
reliable (U. S. Army) and the ve- 
hicle in standard or better condi- 
tion. In both instances the pur- 
chaser had a bona fide cash down 
payment equal to one-third the 
selling price. 

The point I am trying to bring 
out is that even after a dealer 
finds a buyer for his car, and buy- 
ers are not the easiest thing to 
locate at the moment, and having 
sold the vehicle at a fair price, it 
doesn’t seem possible to raise ade- 
quate financing. That is to me an 
artificial depressant to used-car 
prices, brought about entirely by 
the bankers and their allied in- 
terests. 

That is to say the price is regu- 
lated by a manner not entirely one 
of supply and demand. 

I don’t intimate that anything 
can or could be done about the 
situation, and I am not so sure 
perhaps that the bankers are cor- 
rect. It is, however, a situation 


OLD SMOBILE 


MANCHESTER 








that causes a man to think and 
wonder what the immediate course 
of used vehicle prices and financ- 
ing is going to be. 


This letter is just in the form 


of a suggestion. I may be away off | 


the track, the situation as I view 
it may be only a local disturbance. 
However, should it be general, I 
think it is a timely subject for dis- 
cussion in your columns and one 
of such vital importance to the 
merchandising phase of this busi- 
ness that it should not be over- 
looked.—Setu J. Swain, Swain Mo- 


tor (K-F), Medina, O. 
Eprror’s Norte: See story in 
this issue. 
* * . 


800 Portraits 

The 1949 Automotive News AL- 
MANAC isn’t quite as thick as De- 
troit’s phone book. Just out, with 
nearly 800 portraits and thumbnail 
sketches of your auto-executive 
friends.—Harvey CAMPRELL, execu- 


of Commerce. 
+ * 


For Steady Use 


Congratulations on your annual 
Almanac. 
You deserve a great deal of 





credit for the editing, composition | 


and art work in this production. 
I am sure your friends and readers 
will find it of steady reference use 


throughout the year.-Evcene W. | 
Lewis, chairman, Industrial Na- 
tional Bank, Detroit. 

* * ‘kK 
Wood & Steel 


When was the first all- wood body | 








THERE ARE MORE ERIE 
BEGARDS SOLD THAN ALL 


OTHER MAKES COMBINED! 


Here’s Why: 


tomers on 


> Competitively priced, vet 


Guaranteed 


p! icements! 


Made 
‘GTtr tae! 


rustproof 


No 


rusting or pitung! 


al: 


yuari inteed by Erte 
3 product rh 


and § 
Manufacturer 


maker who stands back of it 





te etree from your cus 


time consuming re 


Tubegard’s brilliant chrome plating 1s 


identical with new car chrome specifications 


the World’s Oldest Grille 


only as good is the 


a far better guard 


So—why gamble with customer satisfaction? Sell your cus- 
tomers Erie Tubegards and be sure your customers will be 
completely satisfied. 

Erie Tubegards are carried by leading jobbers everywhere. 


Why not call your jobber—RIGHT NOW! 





MANUFACTURING COMPANY, INC. 


2635-45 SO. WABASH AVE., 


World's Oldest Grille Guand Manufacturer 


CHICAGO 16 









MOTOR SALES IN MANCHESTER, 
| this new home for sales and service of Oldsmobiles. 


tive vice-president, Detroit Board | 


}ion is heard regarding beauty and | 


| DIRECT MAIL ADDRESSING SERVICE 


| flowers usually end. A 


| neered 
| cars. 


| Calif. 






CONN.—The dealership has opened 
A semi-circular showroom, featuring 
| expansive glass area, advertises the cars to excellent advantage. Windows extending from | 
| ground level to ceiling offer an _unobstructed view y of the display. 


built? The first combination wood- 
and-steel body? 

Also when did the first all-steel 
body arrive?—L. J. M., Bakers- 
field, Calif. 

Eprror’s Note: The first autos 
in 1895-96 had all-wood bodies 
and frames. The initial combina- 
tion jobs (wood frame, plus steel 
and wood body) were introduced 
in the early 1900s. The year 1914 
saw the first all-steel body (with 
soft top), while the first all-steel 
body with turret top arrived in 
1935. 


* * A 


Best Months 


Have noted with interest your 
article in May 30 issue of AuTomMo- 
TIveE News, stating that before the 
war June was the best selling 
month in the year. 


Would you be kind enough to 
outline for us, in rotation, the 12 
months of the year as to the best 
on down through to the poorest ?— 
E. C. Tay.or, manager, Miller Auto- 
mobile Co. (Dodge), Sacramento, 


Eprror’s Note: Here’s the list of 
each month’s percentage of new- 
car sales (the percentages are an | 
average of the nine-yeur period 
1932 to 1940): 








Pos. Pct. 
10 January 6.66 
12 February 5.98 

5 March 9.12 
2 April 10.78 
1 May 10.84 
3 June 10.31 
4 July 10.06 
6 August 3.12 
11 September 6.21 
9 October 6.73 
8 November 7.34 
7 December 7.85 


These percentages shifted after 
the war when production was 
the dominant factor. Averages 
since the war ended, and during 
the years 1936 through 1948, ap- 
pear on page 30 of the 1949 
AUTOMOTIVE News ALMANAC. 

Our May 30 article mentioned 
that June was the third-best sell- 
ing month in the year before 
the war. 


A Fat Zero? 


Seldom do I write letters to the 
editor, but have a double-barreled 
reason for doing so now. First, as 
close personal friends for 25 years 
or longer, our corresvondence 
needs jacking up. Second, in George 
Slocum’s “Edgewise” column (May 
2 issue), it is my opinion that you 
only half covered the subject. 

Take an “A” for effort in quot- 
ing from Alfred H. Sinks’ article in 
Reader’s Digest, as adapted from 
Harper’s magazine. But take a big, 
fat “zero” for so cavalierly dis- 
missing any possible merits ad- 
vanced in the article. 


As you know, my public relations 
work keeps me in close touch with 
the sales end of the automotive | 
business. Very little negative opin- | 


* * 


appearance of late model cars. 


| 

| perfectly competent judge as t: 
whether his car is comfortable t 
his person, on entering and lea 
ing, and as to road visibility. . 
to convenience and accessibility f. 
tire changing, and to perfor 
many simple service requirements 

. please make direct inquiry . 
for your private enlightenment. 
Ten will get you 30 that an u 
slanted questionnaire sent to 100 - 
000 buyers of 1948-49 cars would 
result in so many constructive 
marks that ample ground would 
be found to make sensible envi- 
neering changes. Now you can tale 
it from there; I’m too busy this 
morning.—S. Rosert Swiss, Tole o. 
* 


. > 

Blue Goose? 

| The Wills-St. Clair automobile 
carried a name plate incorporating 
some flying birds. I will appreciate 
greatly your telling me what kind 
of birds these were.—Gorpon K 
MacEpwarp, 17725 Manderson Road, 
Detroit 3. 

Eprror’s Note: Best recollection 
here is that the bird was a blu« 
goose, or Canadian yoose as it 
is known to sportsmen. 


Road-Building Program 
Being Planned in N.H. 


A huge highway construction 
program costing millions of dollars 
is now being mapped by New 
Hampshire Gov. Sherman Adams, 
and a World War II hero may 
direct the program. 

The governor’s program, aimed at 
bringing the Granite state’s high- 
ways up to a par with any in New 
England, is expected to require a 
bond issue of at least $5,000,000, in 
addition to the millions received 
annually in gasoline taxes and mo- 
tor vehicle fees. Gen. Frank D. 
Merrill, famed leader of “Merrill's 
Marauders” in the Burma area in 
the last war, is being mentioned 











to head the project. 
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DEALERS: 


The Modern Advertising Pilate 
With Customer Eye Appeal 
Write for Descriptive Brochure 


aa, Tayo 


2409 15TH ST., DENVER 11, (COLO 





DISTRIBU'LTUKS WANIi nw 


CAB BUYERS 
Don’t Get Stuck 


GOOD CARS 
FOR ONLY 


$1.25 


Amazing but true! Thousands of car buyers 
saved hundreds of dollars last year after 
reading ‘‘How To Be An Expert Car Buy- 
er."’ This sensational new book reveals 
authoritative money-saving inside informa- 
tion. It exposes 36 tricks used to defraud 
car buyers. Shows how to spot former 
taxis, wrecka, lemons, stolen ears. Gives 56 
easy tests. Covers fair prices, trade-ins, 
financing, insurance, repair, operating costs, 
etc. Highly commended by ‘‘Los Angeles 
Dealers News’’ and R. Schmunk, Pres. of 
AAA, 96pp Illus. Only $1.25; COD $1.50. 
Buy at Macys-NY; Marshall Field-Chic; 
Gimbels-Phila; Technical Bk Co-Los Ang; 
Rands-Detroit; bookshops; Sears catalog or 
CUMMINGS ENTERPRISES, Publishers 
Keystone State Bidg., Phila. 78, Pa. 











But, brother, that’s where the| 
great many 
dealers, their salesmen and their 
service personnel have plenty to 
say (privately, of course) about | 
many of the inadequacies and | 
downright inconveniences 


; engi- | 
into current production | 


People naturally try to justify 
their judgment in anything they | 
buy. But, it would astonish you to| 
get some of the back- hair-down | 
comments from car owners 
after the first 2,000 miles or so... 
on precisely the points raised by 
Mr. Sinks. He is no self-ordained 
critic, as you say. Please be re- 
minded that every car buyer is a 









AUTOMOTIVE 
SERVICE 
SHOPS 


“The Master Mailing List" 












Most complete, most accurate, most 
effective Automotive Service Shop 
Mailing Lists available — at lowest 
rates. Used regularly by large direct 
mail advertisers. Over 143,000 verified names 
incl. 47,000 Car Dealers; 75,000 Repair Shops; 
12,000 Fleets; 8,000 Automotive Jobbers. Ad- 
dressing to any shop classification by states. 
Write for detailed state counts, rates—complete 
folder FREE on request, 


MOTOR SERVICE ¥icico ce nunots 


CHICAGO 6, ILLINOIS 
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Denver Dealers Conduct 
Merchandising Campaign 
DENVER.—The Denver Used- 
Car Dealers Assn., of which Rich- 
ard B. McCoy is executive secre- 
tary, is conducting a merchandis- 
ing campaign to increase the sale 
f used cars for dealer members. 


Once a week in a local news- 
paper a full page is used. This 
page carries a special buy from 
each dealer naming the make 
and year of the car offered by 
the dealer, the price and a de- 
scription of the car. 

These individual ads, grouped on 
the page, are inclosed in a box 
and are featured in large type. The 
page is printed in two colors-— 
black and red. 


At the top of the page is this 
wording: “Your Denver Used Car 
Dealers Association. Buy with Con- 
fidence From Any One of These 
Members.” Then at the left below 
the ad heading is a large box, 
which reads as follows: 


“Why Buy a Car From a Mem- 
ber of the Denver Used Car Deal- 
ers Assn.? They are pledged to 
the following code of ethics. The 
Denver Used Car Dealers Assn. 
was founded in 1941 to promote a 
better understanding of the mu- 


Auction Prices 








(Continued from Page 33) 


CHEVROLET—'49 SL Deluxe 4-dr., s1,- | 


942; 2-dr., $1,910, $1,880, $1,757. 
aerosedan, $1,595, $1,580, $1,555; FM 
conv., $1,652. ‘47 FL aerosedan, $1,330, 
$1,275; FM club coupe, $1,282. 


CHRYSLER—’'47 Windsor club coupe, $1,- 


48 FL 


505. ‘46 Royal 4-dr., $1,230. 

— 2-dr., $760, $705. ‘41 4-dr., 

DODGE—’'49 2-dr., $2,317. ‘46 4-dr., $1,- 
015, $932. '41 4-dr., $555. 

FORD—'49 Custom (8) 2-dr., $1,630, $1,- 
625, $1,610; 4-dr., $1,815. ‘48 SD (8) 
2-dr., $1,250. $1,212, ‘47 SD (8) 2-dr., 
$1,170. °46 SD (8) station wagon, $940; 


2-dr., $1,075, $982. 
FRAZER—’'48 4-dr., $1,212. 
HUDSON—’'48 Super (6) 4-dr., $1,535. ‘46 
(6) 4-dr., $900. 
LINCOLN—’40 Continental conv., $892. 
MERCURY — ‘'49 4-dr., $1,900, $1,700; 
conv., $2,075. '46 4-dr., $915. 
NASH-—’47 (600) 4-dr., $880. 


OLDSMOBILE—’48 (98) 4-dr., $1,865. ‘'47 
(76) 2-dr., $1,255. °46 (76) 2-dr., $1,- 
210; (78) 4-dr., $1,165. °42 (78) 4-dr., 
$682. 

PLYMOUTH—'48 SD 4-dr., $1,427; club 


coupe, $1,300. 

coupe, $957. 
PONTIAC—'49 (8) 2-dr., 

2-dr., $1,800; (6) 4-dr., 


'47 2-dr., $1,157; business 


$2,250. °48 (8) 
$1,742, $1,625. 


‘47 (8) 4-dr., $1,455. °46 (8) 2-dr., 
$1,185. 

STUDEBAKER—’'49 Champion 2-dr., §$1,- 
815. ‘47 Commander 2-dr., $1,350, $1,- 


305. Champion 2-dr., $1,562, $1,225. 
WILLYS—'48 half-ton pickup, $787. °47 
station wagon, $912. 


MOBILE, ALA. 


(Mobile Auto Auction. Sale every Wed- 
nesday. Prices are for sale of June 8.) 
(Demand strong, prices firm, Sold 26 
units out of 59 offerings.) 
BUICK—’41 Super conv., $750. 
CADILLAC—’48 (61) 4-dr., 
4-dr., $925. 
CHEVROLET—'47 FL aerosedan, 
FM 4-dr., $1,120. 


$2,700. ‘41 


$1,300; 

'46 FM 4-dr., $1,000. 
‘41 SD 4-dr., $600; SD 2-dr., $490. 

CHRYSLER—’'47 club coupe, $1,310. 


FORD—'49 Custom 4-dr., $1,720, $1,525. 
‘48 SD 2-dr., $1,210. ‘47 Deluxe club 
coupe, $900; SD 4-dr., $875. °46 Deluxe 


4-dr., $900, 2 at $875, 
up, $400. 

KAISER—’49 4-dr., $1,300. ‘48 4-dr., $1,- 
100 


‘41 half-ton pick- 


MERCURY—'48 club coupe, $1,400. ‘47 
4-dr., $1,200. '46 conv., $1,200. 

PONTIAC—'49 (8) 4-dr., $2,575. 
$1,575. '47 4-dr., $1,250. 


TOLEDO 


(Doe Greiner Auction, Sale every Thurs- 
day, Prices are for sale of June 9.) 
BUICK —’'49 RM sedanette, $2,460. '46 
$1,285. ‘42 Special sedan- 
‘41 Special sedanette, $475, 


‘48 4-dr., 


Super 4-dr., 
ette, $570. 
500. 


CHEVROLET—’'49 FL 4-dr., $1,765, $1,810. 
‘48 SM club coupe, $1,310; 2-dr., $1,175; 





FM 4-dr., $1,400, °47 FM 2-dr., $1,200; 
SM 2-dr., $1,130. '46 FM 4-dr., $1,045; 
SM 2-dr., $1,020. ‘41 SD club coupe, 
$600; 2-dr., $515, 

CHRYSLER—'’47 Town & Country sedan, 
$1,300. 

DeSOTO '48 Custom 4-dr., $1,320. ‘47 
Custom club coupe, $1,325. ‘46 2-dr., 


$1,080, 

DODGE-—'46 2-dr., $1,020. 

FORD—'49 Custom 4-dr., $1,545, ‘48 SD 
4-dr., $1,250; 4-dr., $1,230. ‘47 SD sta- 
tion wagon, $1,175. ‘46 SD 2-dr., $1,020. 
"37 4-dr., $65. 

HUDSON—’46 Super (6) 4-dr., $760. 

MERCURY — '49 4-dr., $1,855. ‘48 club 
coupe, $1,365. ‘'46 club coupe, $1,080; 
4-dr., $1,105. 

NASH—'47 (600) 4-dr., $970. 

OLDSMOBILE—’48 (78) sedanette, $1,625; 


(98) 4-dr., $1,925, $1,935. °39 (6) 2-dr., 
$395. 
PLYMOUTH—'49 SD conv., $2,160; 4-dr., 


$1,805, ‘40 club coupe, $250, ‘37 4-dr., 
$65. 

PONTIAC—-48 (8) conv., $1,665. ‘47 (8) 
sedanette, $1,305, $1,390. ‘46 (6) 4-dr., 


$1,010. ‘36 (6) 2-dr., $75. 
MISCELLANEOUS—’48 International half- 
ton pickup, $900. 


Used-Car Notes 


tual problems of the used-car deal- 
ers, to keep and maintain a legiti- 
mate basis of competition, to elim- 
inate unfair practice in all re- 
spects, to protect the interests of 
the public, and members of the 
association. When you buy, buy 
from a member. Buy from the 
advertisers on this page with con- 
fidence.” 

To draw still more notice to the 
members of the association and the 
ears they are offering for sale is 
another large box on the other 
side of the page in which is print- 
ed the following message: 

“Hundreds of dollars in prizes 
to be given by Denver Used Car 
Dealers Assn. Join now! You can’t 
afford to wait! Denver's biggest 
opportunity now being offered by 
36 members of the Denver Used 
Car Dealers Assn. It’s all free to 
you. : 

“Hundreds of dollars in cash 
and merchandise prizes will be 
given away to used car buyers 
July 30 at Lake Side Park. The 
jack pot starts with $500 in cash 


have 





Four Convenient Offices: 


1000 R. A. Long Bidg., 
Kansas City 6, Mo. 


509 Terminal Sales Bidg., 
Portland 5, Oregon 


8844 Olympic Bivd., 
Beverly Hills, Calif. 


1205 Nat'l Bank Commerce 
Norfolk, Va. 
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and grows and grows and grows! 
Here’s how you join. Buy a used 
car from any advertiser on this 
page. Ask for a coupon. He will 
do the rest. Then be at Lakeside 
Park for the festival day Satur- 
day, July 30. See the auto show 
and have a real day of fun.” 

Dealers taking part in the mer- 
chandising plan say that it is cre- 
ating more and more interest each 
week and many sales have been 
made as a direct result of the ad- 
vertising. 

+ + of 


Financial Recovery Effort 


Lands Dealer in Jail 


MIAMI, Fla.—Jack Gray Hem- 
ric, used-car dealer of Florence, 
S. C., has been arrested here, 
charged with cashing worthless 
checks totaling $6,160 to purchase 
four late model autos. He later 
sold the cars in Rutherford, Tex., 
for $3,800 and a 1949 convertible, 
police said, 

Hemric, who has been living in 
Miami at 6309 N.E. Second Ave., 
landed in trouble with police over 
a bar fight soon after his arrival 
from Rutherford and was _ sen- 
tenced to 30 days in jail. Shortly 
after his release, word came from 
the sheriff at Florence, S. C., to 


ii 








pick him up. Hemric told police- 
men he had lost all his money in 
the used-car business and passed 


the worthless checks to “get even.” 
+ * * 


Used-Car Picture 


Brighter in Buffalo 

BUFFALO. — Buffalo's used-car 
picture is brighter than in many 
other cities across the country, ac- 
cording to Earl Palmer, president 
of the Buffalo Used Car Board of 
Trade. 

A continuing high rate of indus- 
trial activity is helping to prop the 
Buffalo market, he said. Prices, 
after a sharp slump Iast fall, are 
holding about steady, and in some 
instances tending higher, he says. 
This is in contrast to lower price 
trends in some cities. 

+ * + 


Wins Conditional OK 


To Use Property 


KEENE, N. H. (UTPS) — The 
zoning board of adjustment has 
approved continued use of property 
at 82 Main St. by Robert Brown, 
proprietor of a used-car establish- 
ment there. The board imposed 
certain restrictions, however, one 
being that cars offered for sale 
must be in running condition—not 


Te 











“junks.” The size of signs adver- 
tising the business will also be 
regulated. 

The auto dealer had appealed 
from a decision by City Engineer 
Chester F. Langtry that use of the 
property for parking and selling 
cars was illegal and should be 
stopped. 


Confidence Man and Blond 
Operating in Virginia 

DANVILLE, Va.— Operators of 
the Danville Auto Auction have 
distributed a postcard warning on 
an alleged confidence man using 
the names of Billy William Bates- 
man, William Dishman and Ray 
Carmichael. 


He is described as being six 
feet tall, weighing 165 pounds, and 
accompanied by a three or four- 
year-old girl and a “tall, slender, 
sunburned blond named Helen.” 
He is said to have a Virginia title 
assigned to Newton Used Cars, 
Newton, Va., but not assigned to 
him on the 1940 black Ford he was 
driving when last seen. 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue. 





When costs continue to pile up and get you down, here’s the way to reduce 
fire insurance costs simply and safely: 


Select an insurance carrier that specializes in writing protection 
for your class of business. 


Select a dividend paying insurance carrier with a sound record. 


Remember: 


For 27 years Universal Underwriters has been specializing in 


fire insurance for authorized automobile dealers. And Universal 
Underwriters has returned 27 consecutive annual dividends. 
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‘ ‘Pinibietabiec 

Details of the new building be- 
ing erected by Womble Oldsmobile 
Agency, Lubbock, Tex., have been 


revealed by Bob Womble, owner. 
Womble said the new structure 
will have three features: atop the 


Use parts bins with sliding 
shelves. By eliminating nuts and 
bolts, shelving can be changed 
quickly with bins in place. 


All Hope Metal Bins have the 3 fea- 
tures’ illustrated here at NO EXTRA 
COST. 18-gauge prime steel construc- 
tion assures long life without sag or 
warp. Shelves are adjustable on 112” 
centers for flexibility . . . each shelf 
holder will support 1000 Ibs. Support 
at base of bin keeps out dirt—pre- 
vents swaying or tipping. Slope or 
straight type dividers optional at no 
extra cost. 
Built to car manufacturers’ specifica- 
tions, Hope Metal Bins are preferred 
by leading auto dealers. 

SAVE MANPOWER-Hope * 

Bins are shipped built up— * 


ready for immediate use—no 
extra charge. 


WO WPS 


METAL PRODUCTS, INC. 
1501 ROCKWELL AVE. 
CLEVELAND 14, OHIO 





sales building ; will be a penthouse 
with facilities available to the pub- | 
lic for meetings and conventions; 
a 50-foot tower at the front of the 
used-car lot, and a long canopy 
that runs the length of the used- 
car lot front. 





You can rearrange parts com- 
partments in seconds with snap- 
in dividers—no nuts, bolts, 
clamps or screws to bother with. 





Be sure bottom shelves are re- 


inforced for ‘‘stepladder" use to 
keep aisles clear of objects used 
as stepladders and provide quick 
access to upper shelves. 









illustrating complete line of 
steel storage equipment for 
auto dealers and repair 
shops. 










now MORE SPACE on 


United’s fast Cargoliners 
fo the West Coast! 


Fast Cargoliners speed your shipments to “all the 
West.” Space also available on United passenger 
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Called Aid in Improving Labor hittin wb 


Dealer Wage Surveys Hailed 


Settlement was announced by iL. 
E. Burkland, president of the Cow- 
litz County Automobile Dealers 
Assn., and J. S. Cole, business agent 
of Local 1350 of the International 
Assn. of Machinists. 


The agreement was not retro- 








(Continued from Page 2) 


ready have been made, and more 


in the Ford speedup strike dispute 
still had issued no decision on the 
surveys in more areas, will be a | issue which caused the three-week 
great contribution to the trade | shutdown of that company’s plants. 
as a whole.” © #8 


Upwards of 423 dealers returned . 
the questionnaires sent out by the Il. Month Tieup Ends 





Massachusetts association, whose | In Longview Shops jactive. All the shops involved had 
executive vice-president, eee | LONGVIEW, Wash.—An agree- a during the strike 
A. Plunkett, said that the Inter ; ie a period. 

national Assn. of Machinists had | ent ending the 11-month strike | 


of more than 100 mechanics against 
16 local dealerships was reached 
: : last week. A new pay scale of $1.80 
in tavulating survey results, the an hour was adopted, compared tO/ what you have or have what you want! 


cities of Boston, Worcester and 
Springfield were figured separately $1. 1.55 when the strike began. See the back pages of this issue. z 


from dealers in the rest of the 
state. 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 


been conducting a series of or- 
ganizing meetings across the state. 











* * * 


MONG the topics covered in the | 

Massachusetts survey were: | 
Length of working week; overtime | 
and holiday pay; vacations; basis | 
of paying mechanics, body men, | 
painters and parts department | 
workers; employe insurance; total | 
payroll and personnel, and tax as- 
sessments. 

Queries on profit-sharing and/or 
bonus plans highlighted last year’s 
questionnaire of the Automobile 
Dealers Assn. of Indiana. More 
than half of the 226 Hoosier deal- | 
ers answering said they main- 
tained such pay incentive arrange- 
ments with their service forces. 

Otherwise, questions asked in 
the Massachusetts, Pennsylvania 
and Indiana surveys were ap- | 
proximately the same. A total of | 
1,704 questionnaires. were  re- 
turned to Pennsylvania Automo- 


Results from 
“classified” ? 
Sure! 
83% in 48 
placed in the 


SAN DIEGO 
UNION and 













tive Assn. headquarters in the TRIBUNE SUN * 
most recent Keystone state aa 
check. 





In other labor developments last 
week, a four-week strike was set- 
tled at the Philadelphia plants of 
SKF Industries, Inc., maker of ball 
bearings. The SKF workers agreed 
to forego a wage boost demand 
and accept a program of fringe 
benefits costing the company 4% 
cents an hour per worker. 

Gov. Henry F. Schricker of In- | 
diana intervened in the log-jam- 
med Bendix Products strike nego- 
tiations after federal mediators 
failed in a second attempt to bring 
company and union to a basis for 
settlement of the two-month-cld 
dispute over production policies. 

The three- ~man arbitration panel 


U.S. Court Grants 
Chrysler Dealer 


Cancellation Stay 


PORTLAND, Ore.—Tarola Motor 
Co. has obtained a preliminary in- 
junction against the cancellation of 
its franchise here by Chrysler 
Corp., a Chrysler division spokes- 
man said last week. 

Ralph Tarola testified in U. S. 
district court that Chrysler knew 
his father might be indicted for | 
income tax evasion when it signed | ae —s : : scien salen 
a direct dealer agreement with | 
Tarola Motor Co. in 1947. 

His father, Joseph P. Tarola, 
then president of the dealership, 
is now in federal prison for the 
tax violation. Ralph Tarola said 
Chrysler was “informed immedi- | 
ately” when an investigation of his | 
father’s tax affairs began in 1942. 

In examining the dealer agree- | 
ment between Tarola and Chrysler, | 
Judge Claude McColloch comment- 
ed that “it seems to be a contract 
in name only.” He added that con- | 
ditions under which it could be| 
cancelled were not stated. 

“There are about six pages of | 
spiel on Chrysler practices and | 
ethics and so on,” the judge said. 


TAKE a leaf from the page of the Classified Advertis- 
ing buyer in San Diego. You know that he must have action! 
Results alone are what count with him. You can get the same 
dominance and concentration of advertising dollars in 
general advertising when you select the San Diego UNION 
and TRIBUNE-SUN... exclusively --. the way most local 
classified advertising buyers do! Just one “‘buy’’. . . covers 
this rich and constantly growing Southern California market. 


* 1,537,606 
individual classified 
ads in the UNION and 
| TRIBUNE-SUN in 1948! 


495,000 people in the Metropolitan 
area, within 15 miles of “downtown”; 
600,000 in San Diego County. 
Nearest big city over 100 miles north. 
Isolated, concentrated population, 
dominated by no other single ad- 





vertising medium! 


Ask the West-Holliday Man! 
“All the News with Partiality to None’”’ 





UNION and TRIBUNE-SUN 


Union Tribune Publishing Co., San Diego 12, California 
REPRESENTED NATIONALLY BY WEST-HOLLIDAY CO., Inc. 


New York + Chicago « Denver + Seattle + Portland + San Francisco + Los Angeles 















ARE YOU oUR MAN? 


The Indian Sales Corporation is looking for keen, aggressive 
businessmen to sell our line of Indian motorcycles, bicycles and 
motor scooters, and related parts, service and accessory items. 
Indian is the best known and the accepted top name in the 
two and three wheel vehicle field. Indian offers dealers an 
exclusive profitable franchise that is being successfully handled 
right now by many dealers in combination with other auto- 
motive lines. 










































Unlimited sales potential! Product has enthusiastic acceptance 





planes. Fast, frequent flights to Denver, Los Angeles, 
San Francisco, Portland and Seattle. 


f ; UNITED AIR LINES 


1243 Washington Blvd. or Concourse, General Motors Build- 
ing. Call WOodward 2-5330. 


























“You turn over the pages and won- | 
der when you're going to come to 
the contract.” 

William H. Kinsey, counsel for | 
Tarola, said it was his contention | 
that “if you live up to all that spiel | 
no condition can arise” warranting 
cancellation. 















. dealers supported by hard hitting selling program plus 
direct field assistance. Many territories open. 










Write, wire or telephone 


SALES MANAGER 








Buys Out ‘Partner 


Reorganization of the Dodge | 
dealership in Winter Haven, Fia., | 
has been announced by Floyd 
Roberts. The dealership, which 
was formerly owned jointly by 
Roberts and W. B. Lowe, will 
now be known as Floyd Roberts 
Motors. 


















SALES CORPORATION 


HENDEE STREET 
SPRINGFIELD, MASSACHUSETTS 
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NADA Eyes 


Executive Board to Decide Parley Role; 
Mason Explains FTC Views 







‘Pack’ Quiz 


(Continued from Page 2) 


euphemistically refer to as “deal- 
er participation” in what is tech- 

nically known as the “time price 
differential.” The car merchant 
across the street accepts them 
and they feel they must also do 
so to stay in the swim. 

“With this argument I have 
some sympathy, for while no one 
condones the lack of candor on 
the part of an auto dealer when 
he refuses to disclose the items in 
financing a car sale, still I count 
it the duty of government to make 
the rules of fair business conduct 
generally observed so that no law- 
abiding merchant suffers the han- 
dicap of too many competitors who 
won't tell their customers the truth. 

“It is this personal sensitiveness 
of mine, regarding the duty of 
government, that makes me have 
no sympathy with people who urge 
that the Federal Trade Commis- 
sion should immediately ineugu- 
rate a series of hit-and-miss prose- 
cutions against individual parties 
to the deceptive practices involved 


in the so-called “auto finance 
pack.” At the outset, I believe, 
single suits would be ineffectual. 

“Tt is to the credit of their in- 
tegrity and the high ideals of their 
supporters who are automobile 
dealers and automobile financiers 
that they have not abated any ef- 
fort towards correcting this evil. 

“There is significance to this 
conference on the side of govern- 
ment, too, we are here using the 
technique of a conference for all 
as the primary and, we hope, the 
final step instead of first initiating 
prosecutions against a few. 

“We hope that this new method 
may bring about a greater propor- 
tion of law observance in a shorter 
period of time than the older, slow- 
er, unequitable method of prose- 
cution of individual complaints. 

“Here is how automobile manu- 
facturers are concerned: Present- 
day techniques, in my opinion, 
have demonstrated the need of 
highly specialized skills. The ef- 
fectiveness of dividing work into 
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BUFFALO EVENING NEWS 


EDWARD H. BUTLER, Editor and Publisher 
“Western New York’s Great Newspaper” 
KELLY-SMITH CO.,"National Representatives 

















CLOSED , 
OPEN 


CANFIELD FOLDING 


WRECKER 


A Two-Purpose Unit 


Tailored for the 
Jeep and all 
other 4%, % and 
1 ton pickup 
Reco 





seca 


When wrecker is not in use and folded, you lose only 6” of floor 
space and have a straight pickup truck with a floor of 5-ply ply- 
wood as strong or stronger than original floor of truck. Can be 
converted from pickup to wrecker or vice-versa in one minute. 
OVER 2,000 SATISFIED USERS 
Write, wire or ‘phone manufacturer direct. 


CANFIELD TOW BAR COMPANY, INC. 


6033 EAST McNICHOLS ROAD TWinbrook 3-0400 DETROIT 12, MICHIGAN 
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many separate fields shows little 
excuse for an automobile maker 
to get in the loan business, unless 
the financial institutions whose 
business it is to service the public 
in that field have either neglected 
or abused car buyers so that the 
movement of cars from factory 
production line to the driving pub- 
lic is slowed down. 

“In my opinion, the combined 
onslaught of the organized good 
in industry, as represented by 
the trade associations and the 
force of public opinion awak- 
ened by the Better Business Bu- 
reaus throughout the country, 
backed by the cooperative and 
punitive functions of the Fed- 
eral Trade Commission, will 
make finance “side dough” as 
popular as a skunk at a picnic. 
“The smart car salesman, who 
belongs to his national association 
and has a large forward invest- 
ment in his business, wants to 
maintain a stable public accept- 
ance of his operations. He will 
want to see that his colleagues 


have no part in deceiving cus- 
tomers. 


“No single automobile dealer can 
effect an overall correction of this 
problem because the single auto- 
mobile dealer who rejects an of- 
fered profit on excess finance 
charges places himself at a com- 
petitive disadvantage with his 
rival in business. Trade associa- 
tion executives, working along, no 
matter how they may desire to 
save their industry from the deca- 
dence of secret avarice, are power- 
less to accomplish that which 
their membership is not willing to 
collectively agree to. 


“There are brave and forth- 
right men and in many instances 
associations too have endeavored 
to meet this question. I cannot 
pass up the opportunity to com- 
mend the state trade associations 
in the automobile retail business 
who have taken a firm stand 
against the finance ‘pack’.” 


Carl E. Marker, president of 
the National Used Car Dealers 
Assn., offered the FTC the “full 
cooperation” of his association. 


“As an organization of reputable 
used-car dealers, we are in favor 
of the elimination of any unfair 


Leveling Off 
Seen for I ntercity 


Truck Lines 


WASHINGTON.—A leveling off 
in the volume of freight handled 
by Class I intercity truck lines and 
a possibility they may be entering 
a period of decline was reported 
last week by the American Truck- 
ing Assns. 


The ATA based its opinion on 
the trend of truckloadings since the 
end of the war with Japan in Au- 
gust, 1945. It compiled reports of 
1,383 Class I intercity motor car- 
riers (those with annual gross reve- 
nues of $100,000 or more) and 
found their tonnage for the first 
quarter of 1949 showed an increase 
of 4.1 percent over the same period 
of 1948—setting an all-time first- 
quarter record. 


But figures for the first four 
months indicated a definite leveling 
off and pointed to a probable de- 
cline. When American industry 
stopped war production and began 
converting to peacetime production 
after V-J day, truck tonnage de- 
clined in each of the first seven 
months that followed—September, 
1945, through March, 1946—while 
the conversion process was under 
way. 

The downward trend stopped in 
April, 1946 and motor carriers 
hauled more freight in each month 
thereafter until the end of 1948 
than they had in the same month 
of the preceding year. The total 
increase in tonnage during this 
period was substantial. 


This year’s figures indicate, how- 
ever, that the upsurge has stopped, 
at least temporarily. Although there 
was an increase of 2.9 percent in 
January over January, 1948, there 
was a decrease of 0.5 percent in 
February below the same month in 
1948—the first decline in 34 months. 
March showed a slight increase of 
0.9 percent over March, 1948, but in 
April there was a decrease of 3 
percent under April, 1948, 











trade practices,” Marker said. “The 
board of directors of the NUCDA 
has previously gone on record as 
opposing any finance charges over 
and above established rates.” 


E. M. Morris, chairman of As- 
sociates Investment Co., called the 
FTC action “timely.” 


“If the conference is properly 
approached and conducted,” Morris 
said, “it should be helpful to those 
of us in the automotive industry 
who have been continuously striv- 
ing to perform our economic func- 
tions in the best interests of our 
free economy.” 


Pay Floor Hike 
Rejected by 


House Group 


WASHINGTON.—A bill to raise 
the national minimum wage from 
40 cents an hour to 75 cents failed 
to get approval from the House 
Labor Committee last week. This 
was the administration bill which 
would also broaden coverage to 
5,000,000 workers not now included. 


There are money-making opportunities in 
AUTOMOTIVE NEWS Want Ads, 


WANTED 


AUTOMOBILE MERCHANDISING 
MANAGER 


— long-established Detroit automobile manu- 
facturer has immediate and attractive opening for 
an experienced field merchandising manager in its 
Eastern and Midwest Territories. 


Due to the importance of the work to be performed, 


this man must have at least 5 years previous automo- 
bile field sales experience, thorough knowledge of pres- 
ent-day dealer operations, and the ability to present, 
execute and follow through to completion, factory 
merchandising programs for dealers. Must be free to 


’ travel. 


Apply in writing giving complete outline of experience, 
age and marital status. Enclose snapshot if possible. 
No interviews can be given in advance of this informa- 
tion, and your reply will be held in strict confidence. 


R. W. Straughn, Merchandising Manager 
Hudson Motor Car Co., Detroit 14, Mich. 





ARM REST COVERS 
For All Makes of Cars 


Custom type, designed to fit individual arm rests. 
Easily installed—attach without removing from 
door panel. A simple, inexpensive method of recon- 
ditioning auto arm rests. Leatherette top, cloth 
sides—finely stitched, giving cover original ap- 


appearance. 


Price — $6.00 Per Dozen 


Order One or More Dozen Now 
Guaranteed Fit 


GARDNER UPHOLSTERY SERVICE 


389 WHITING LANE 


WEST HARTFORD, CONN. 


— Distributors Wanted — 








erence 


Garage Clock 


3 LINCOLN DRIVE 


JOB CLOCKS and CARD RACKS 


Simplex Garage Recorders print on job ticket 
or time cards exact time spent on each job. 
Eliminates guesswork and disputes. 
clerical work—Increases profits. 


Shop orders can now be filed for quick ref- 
in new card racks. 
10 and 25 pocket sizes. 


Automotive dealers are now standardizing on SIMPLEX RECORDERS to furnish cer- 
tified job and payroll records to comply with Wage-Hour regulations. 


WRITE FOR FREE FOLDERS No. 136 AND No. 148 


SIMPLEX TIME RECORDER CO. 


| 











Reduces 






Furnished in 9%, 





Card Rack 











ARDNER, MASS. 









BUFFALO.—American salesmen, 
backed by engineers, production 
and transportation men and by the 
firepower of advertising, will have 
more effect on the permanence of 
peace than diplomats, and more 
effect on wages and prices than 
negotiators. 

This was asserted by David S. 
Austin, vice-presidentof the U, S. 
Steel Corp., in a keynote address 
at the annual meeting here of 
the National Industrial Adver- 
tisers Assn. 

Austin declared that salesmen 
will decide whether the future will 
bring depression or prosperity, in- 
flation, deflation or a return to 
sound economy, and whether “we 
will be able to supply the jobs 
required to insure prosperity for 
our country.” 

“They will decide these things,” 
he said, “not by what they say, but 
by what they accomplish. 

“For unless every salesman in the 
country, in the years which lie 
ahead, succeeds in his effort to sell 
the products of the looms, of the 
rolling mills, of the forges, of the 
presses, of the farms and mines 
and factories, that version of 


Cleveland Plant 
Reported Sought 
By Del Mar 


CLEVELAND.—Del Mar Motors 
of San Diego is reported to be con- 
templating construction of a major 
production line in this area. 

Jack R, Baldwin, said to repre- 
sent Del Mar, sought to lease the 
bomber plant at the airport, but 
was told by Mayor Tom Burke the 
plant is owned by the War Assets 
Administration. 

“One hundred cars have been as- 
sembled at San Diego,” according 
to Baldwin, who maintained “the 
California unit is too small to pro- 
duce the anticipated 600 a day by 
midsummes,, 

Following Baldwin’s talk with 
Burke, Arthur Cooksey, president 
of Del Mar arrived in town to talk 
with Mayor Burke and Chamber 
of Commerce officials. 


Ohio Strengthens 
Titling Rules 


COLUMBUS, O.— The Ohio bu- 
reau of motor vehicles has issued 
two new regulations, as follows: 

No licensed motor vehicle dealer, 
or any person acting in behalf of 
a dealer, shall hold or display for 
sale any motor vehicle without first 
having obtained a proper Ohio cer- 
tificate of title in his name. 

No licensed motor vehicle dealer 
shall permit an auctioneer acting 
on behalf of the dealer to offer at 
auction any motor vehicle without 
first having obtained a proper Ohio 
certificate of title in his name. 


Tennessee Assn. to Hold 


Nominations June 27 

NASHVILLE. — Each regional 
vice-president of Tennessee Auto- 
motive Assn. has appointed two 
members to serve on the TAA di- 
rector-nominating committee which 
will meet at the Andrew Jackson 
hotel, June 27. 

The following day, in the same 
hotel, the present TAA board of 
directors will meet. 


Sales Key 


Selling, Says U. S. Steel Official, Will Decide 


Our Nation’s Future Economy 
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to Peace 


America which our _ generation 
holds so closely to heart, will re- 
main a mythical hope based on 
wishful thinking.” 

Expressing the opinion that too 
many people believe that produc- 
tion is the key to the solution of 
economic troubles, Austin added: 

“But you know, and I know that 
we can produce from now until the 
end of time, and unless the output 
is sold, the result is an unhealthy 
inventory and a _ sales-liquidation 
problem entailing frightful losses. 
This is not a visionary picture. It 
has happened before and it can 
happen again. 

“It has always been true that 
too many people go into business 
because they know how to make a 
product, while too few know how 
to sell a product. 

“It is much more important for 
a business to own a market than 
a mill. Anyone with capital can 
erect the nearly perfect source 
of supply. This constitutes a 
tangible asset but, unless the 
product can be sold at a profit, 
the physical property represented 
by the producing unit becomes, 
overnight, a heavy liability. 

“The seller—the commercial men, 
the market development men, are 
once again about to become the 
prime movers in the economic pic- 
ture.” 


Marker Stresses 
Need to Improve 
Public Relations 


DENVER.—Trends in the used- 
car field were discussed at a meet- 
ing of the Denver Used Car Deal- 
ers Assn. by Carl E. Marker, pres- 
ident of the National Used Car 
Dealers Assn., who said that im- 
proving relations of the industry 
with the public is one of the most 
important tasks confronting used- 
car dealers. 

“Our organization is trying to 
put out of business the fly-by-night 
operators and the flashy merchan- 
disers with crazy names who have 
made such a bad reputation for 
the industry,” he said. 

“In my opinion, sheriffs or other 
county officials in each state should 
inspect a car every time there is 
a change in title, to make sure it 
is in safe running condition. 

“The days when a person could 
pick up a new car, drive it around 
the block and sell it to a used-car 
dealer for a profit, definitely are 
over,” Marker said. 

“Dealing in new cars and in 
used cars are two separate busi- 
nesses, and a dealer who tries to 
engage in both at once usually 
finds they don’t mix very well.” 

Marker said he was confident 
that Regulation W will not be re- 
newed when it expires June 30. He 
declared that while he was in 
Washington recently he could not 
find a single congressman who was 
in favor of extending installment 
buying controls. 


Changes K-F to Buick 


Bill Reynolds, who has been 
the Kaiser-Frazer dealer in Hol- 
ton, Kans., for two years, has 
dropped that line and will sell 
Buick cars exclusively. The deal- 
ership will be in the same loca- 
tion at 210 W. Fourth St. 



















HUDSON SALES WINNER—Robert L. Hutcheson (fifth from left) exhibits a check for 
$1,000 in cash, which he won as grand prize for selling 35 new Hudson cars at retail in 43 
days in a recent spring sales contest conducted by Los Angeles zone Hudson dealers. Shown 
above are (left to right): F. B. Miller of Leimert Park Motors, Los Angeles, for whom 
Hutcheson works as a retail salesman; Mrs. Hutcheson, who won $250 cash as a supple- 
mentary prize; Ed Price of San Bernardino; Boxley H. Cole. regional manager; winner 
Robert L. Hutcheson; Jack Stubbs, Hudson dealer in San Diego, and Joe Ricketts of 
Storey-Ricketts, Hudson dealers in Long Beach. Price, Stubbs and Ricketts are members of 
the Sales Promotion Fund committee of the Los Angeles zone under whose :upervision the 
sales contest was conducted. 


NEW OFFICERS OF AUTOMOTIVE ADVERTISERS COUNCIL—Left to right: C. H. LeFevre, 


advertisin 
Jones, advertising manoger. 
advertising manager, R. M. i 
vice-president, and H. C. Mohr, advertisin 
division of General Motors, Warren, O., 
perial Brass Mfg. 


HOT SPRINGS, Va.—How auto- 
motive parts and equipment man- 
ufacturers can best help whole- 
salers get their share of the auto- 
motive service market was a head- 
line topic at the spring meeting 
here of.the Automotive Advertisers 
Council. 

Council members, representing 
automotive service industries, 
parts, tools, equipment and chemi- 
cal manufacturers, heard E. S. 
Sensenderfer, advertising manag- 
er, Bonney Forge & Tool Works, 
outline a three-point program in 
which, he said, the manufacturer 
must become a working partner 
of the selling organization of the 
distributor. 

Duane Jones, advertising man- 
ager, United Motors Service, was 
elected president of the council, 
succeeding Walter Kirkpatrick, 
manager of advertising and sales 
promotion, Wilkening Mfg. Co. 

Russell Conley, advertising man- 
ager, R. M. Hollingshead Corp., 
Whiz Automotive division, was 
moved up from treasurer to vice- 
president, and H. C. Mohr, adver- 
tising and sales promotion man- 
ager, Packard Electric division of 
General Motors, was elected treas- 
urer. 

Charles H. LeFevre, advertising 
manager, Sealed Power Corp., was 
named corresponding’ secretary, 
and Edward F. Todd, advertising 
manager, Imperial Brass Mfg. Co., 
was chosen recording secretary. 

Members elected to the board of 
governors were J. D. Hershey, ad- 
vertising director, Dayton Rubber 
Mfg. Co.; C. B. Riddick, Koppers 
Co., Inc.; T. Faxon Hall, sales 
promotion manager, Walker Mfg. 
Co.; Lester C. Dobrunz, sales pro- 
duction manager, Wagner Electric 
Co., and Samuel R. Robinson, ad- 
vertising manager, United States 
Asbestos division of Raybestos- 
Manhattan, Inc. 

In his comments on methods 
of aiding wholesalers in market- 
ing efforts, Sensenderfer stated, 
“It must be borne in mind that 
with rapidly increasing competi- 
tive forces in action, we face a 
man-sized job in helping the job- 
ber to hold his volume.” 

He divided manufacturer’s efforts 
into three phases—assisting the 
jobber, educating the dealer and 
educating the consumer. 

In discussions following, it was 
emphasized that training jobber 
salesmen and counter men is gen- 
erally most effective when pre- 
pared chart talks or sales training 
films are used, combined with well- 
integrated calls on dealers with 
jobbers’ salesmen. 

Among other pane! discussions at 
the three-day session were: “N. I. 
A. A. Readership Study,” by Jack 
Apsey, Black & Decker Mfg. Co.; 
“Trade Paper Survey,” by Don 
Hague, E. I. du Pont de Nemours 
& Co., Inc.; “Advertising Budget 
Analysis,” by Lester Dobrunz, Wag- 
ner Electric Co.; “Trade Shows,” 
by R. E. Conley, R. M. Hollings- 
head Corp.; “Report on Wholesaler 
Direct Mail Addressing and List 
Set-up,” by T. Faxon Hall, Walker 
Mfg. Co., and “Dealers’ Viewpoint 
on Service Shop Manuals,” by Al- 
bert Joseph, AP Parts Corp. 

“Public Relations and Public- 
ity” was the topic of a discus- 





manager, Sealed Power Corp., Muskegon, Mich., corresponding secretary; Duane 

United Motors Service, Detroit, 
Hollingshead Corp. 
and sales promotion manager, Packard Electri 
reasurer. E. 
Co., Chicago, newly elected recording secretary, is not shown. 
council's spring meeting was held at Hot Springs, Va., recently. 


Jobber Issues Highlighted 
At Advertisers Parley 


Suit Challenges 
Willys Contract 


With Sorensen 


DETROIT, — Willys-Overland s 
illegally bound to pay Charles 4. 
Sorensen $1,000 a week in his ca- 
pacity as produc- 
tion consultant, a 
stockholder’s suit 
filed in federal 
court here last 
week charged. 

The suit, filed 
by Abraham Fis- 
tel, identified only 
as a stockholder 
residing in Mas- 
sachusetts, asks 
an injunction 
stopping Soren- 
sen’s salary and the further issu- 
ance of stock to him. 

Fistel says the Sorensen contract, 
signed June 8, 1944, provides that 
the former Willys president receive 
$520,000, spread over 10 years, plus 
an option on 100,000 shares of Wil- 
lys stock at $3 a share. 

The sole purpose of the contract, 
claims Fistel, was “to use the 
glamor of the Sorensen name, re- 
sulting from his former association 
with Henry Ford and Ford Motor 
Co., to inflate the market price of 
Willys common stock.” 

Named as co-defendants in the 
suit were Ward M. Canaday, 
board chairman of Willys, and 
George M. Ritter, director. These 
officials “forced consummation of 
Sorensen’s contract to improve the 
value of their own interests in the 
company, according to Fistel. 


°49 Car Buyers 
Estimated at 
Over 3,600,000 


WASHINGTON.—Between 3,600,- 
000 and 5,100,000 persons intend to 
buy cars this year, according to a 
Federal Reserve Board survey dis- 
closed last week. 

Generally, however, the board 
said, consumers are as eager and 
able to buy as ever—but they are 
waiting for price values. 

“The present situation would ap- 
pear to highlight the need for more 
aggressive merchandising programs 
on the part of many manufacturers, 
distributors and retailers to tap 
latent consumer needs,” the board 
added. 
















C. E. Sorensen 


president; R. E. Conley jr., 
Whiz automotive division, Camden, N. J., 


F. Todd advertising manager, Im- 
The 


sion led by Richard Carr, Kop- 
pers Co., Inc, 

“Packaging and Package In- 
serts,” a discussion led by Duane 
Jones, United Motors Service, cov- 
ered packaging in the automotive 
service industries from a variety 
of standpoints: utility (protection 
of content), display (advertising 
and selling value) and suitability 
for stocking, shelf space, packing 
and shipping. 

A discussion on progress of the 
industry-wide program was led by 
C. C. Tapscott, McQuay-Norris Mfg. 
Co., who related the latest devel- 
opments in the automotive service 
industry’s proposed promotional ef- 
fort. Also a special committee sub- 
mitted a report on a suggested 
new name for the automotive 
aftermarket industry. 

The report, “Training and Sales 
Films” committee, submitted by 
Gene Robers, Weatherhead Co., 
showed that over one-third of the 
council members are using films 
of this type in sales promotional 
work. 

Meanwhile, it was announced 
that advertising merit awards to 
automotive wholesalers for the 
most outstanding local advertis- 
ing and sales promotion pro- 
grams will be made again this 
year by the Automotive Adver- 
tisers Council. 

In making the announcement, S. 
R. Robinson, chairman of the ad- 
vertising awards committee and 
advertising manager, Grey-Rock 
division, pointed out that the in- 
terest and results developed by 
last year’s contest, indicates that 
there will be even greater atten- 
tion to this subject during the 
current year. 

“Advertising is a _ selling tool 
which automotive wholesalers are 
using with constantly increasing 
effectiveness,” he stated, “and it 
is proving most helpful under to- 
day’s competitive marketing con- 
ditions. Every entry in this contest 
is a contribution to the advance- 
ment of all automotive wholesaler 
advertising.” 

Judges of the contest are mem- 
bers of the executive committee 
of the council, plus one represen- 
tative each from Motor and Equip- 
ment Wholesalers Assn. and Na- 
tional Standard Parts Assn., and 
N. McK. Kneisly of Jobber Topics 
magazine. Awards this year will 
be made coincidental with the an- 
nual meetings of MEWA and 
NSPA. 

Among the factors on which en- 
tries will be judged are perfection 
of plan, comprehensiveness, evi- 


Pontiac Plans to Build 


New Plant City Store 


PONTIAC. — Pontiac Motor divi- 
sion will construct a model retail 
store in Pontiac, Mich., for local 
distribution and servicing of its 
motor cars, Harry J. Klingler, gen- 
eral manager, reports. The division 
has secured a tract of land a few 
blocks from the center of the city 
and it is now being cleared. 

No date for the beginning of 
actual construction has been set. 
Until completion of the new setup, 
Pontiac owners will continue to be 
served by the present retail store 
on S. Saginaw St. 


dence of a definite advertising and 
promotional budget for the year, 
evidence of effective use of manu- 
facturer’s material, quality of ma- 
terial and originality of ideas. 

Entry blanks and copies of con- 
test rules and suggestions are ob- 
tainable from the headquarters of- 
fice of NSPA or MEWA or from 
George Stout, executive secretary, 
Automotive Advertisers Council, 
105 Jennings Bldg., New Castle, 
Ind. 





WESTCHESTER (N. Y.) DEALER SERVICE FORUM—Westchester County Ford dealers and 
service managers listen as H. T. Flinn of Flinn Motor Corp., Larchmont, N. Y., umpires on 
the discussion of a service idea during the first in a series of service forums being conducted 
by dealers in the county. Hints for mechanics, shortcuts in work and service problems are 
discussed at the meetings. 
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' 1, ps } j|of unapplied time should be con- Truck Production Estimates 
. trolled as a separate item at all B A ° 
times. y Automotive News 
Internal volume to go through (U. 8S. PRODUCTION ONLY) 
this shop in the period should be Week Weshe ies ee 
ad ie budgeted and checked. Sublet Ended Same Ended Total to to 

ae? labor sales should be controlled June 18, Week, Junell, June, June 19, June 18, 

ae net only as to sales volume but 1949 148 =: 1949") 149s948* 19 

g ca- also as to competitive discounts |CHEVROLET ........ 7,520 8,945 = 7,596 «19,572 188,654 205,473 

and, of course, every individual CROSLEY ............ 10 106 9 23 1,682 200 

expense item should be budgeted | DIAMOND T ........ 110 313 110 291 «6,759 2,917 
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ROUTE-VAN CARAVANS TO VISIT 57 CITIES—Dodge executives are pictured with three] up and checking very carefully |FORD ................ 5,198 7,236 3,601 8,989 160,688 95,900 
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tract, —e T eB ° Z ment in advance and checked very care- Total Trucks, U. S. . 23,827 30,318 22,557 57,617 670,164 581,629 

that o Business Manageme fully. Required stockroom inven-| Total Cars, Trucks 

ceive (Continued from Page 1) tory turnover should be controlled.| U.S. ...............- 138,197 108,319 130,163 337,521 2,341,730 2,757,045 

- plus When the pipeline between the Total Cars, Trucks 

| Wil- to make more money in this busi- | was required in order to sell these | factory and the dealer starts pump-| Canada ............. 6,812 5,849 6,574 16,808 114,018 120,368 
ness are to sell more merchan- | cars and merchandise and make @| jing parts and accessories into your | —Grana Total, 

tract, dise and make more money on |SWell profit. —— to ae — you = Cars and Trucks 
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Rotor 4p covering the Sunsemente trucks is ended, and that the sell-| form with your new rate of outgo. Car output table on Page 1 

ce of ness management, I will attempt/er’s market on cars and trucks is|The gross profit on each and every 
to discuss such things as how a/a thing of eS Se ee classification of sale and trade 
dealer can best use his factory| parts are just about holding their| should be well established in ad- QO t t t 20 Yi R d 

A Poo business management system to|own. So dealers right now are|vance and every individual ex- Uu pu a -r1ear ecor ° 

" and help him make more money as well | Stuck with a 200 percent increase| pense item required to get this e e 
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yn of portance of manpower, money and| Expenses are hard to reduce once budgeted in line with sales and * 

e the merchandise to the business as a|they have been established in aj gross profit in order to produce a (Continued from Page 1) 

n the whole; the pitfalls of competitive | business on a high level. Expenses | reasonable net profit return. , 

l. merchandising; the differences be-|for the most part are fixed. For| fowever, again I must say, to| duction being obtained in "e However, that total included 
tween factory dealer business man-| example, in order to reduce sal-|pudget and not to check is a waste| Plants. Ford officials i at Sean cars and only 91,855 
agement and dealer business man-| aries and wages, you either have|of your time and money and the| even higher output could his CxS. aba 
agement; the volume operators to lay off people or reduce the/time of the department managers. pected from the company this June (1949) potential, if achieved, 
versus conservative operators; the | #mount of salaries and wages paid/ 4 good sound dealer business man-| Week, since strike-resuinption would give U. S. plants the follow- 
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balanced operators. will prove demoralizing to your! controlled by dealers, will go aj Along with that, many General 2,398,012 cars and 624,636 trucks for 
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y dis- tion of total expense (less the car| Other expense items that are | next week. Barring a continuation of labor|them are known to have set third- 
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a eed a 135 aaneinh |g 1946 not the big items that force you Klingler F- inds cars to this week’s total. Packard plants say that even steet-in-wite 
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board of expenses in business the greater a” tion and appears strong enough to| baker and Packard (when unin-| In connection with the possibility 
is the required number of new continue to do so for the remainder | terrupted) continues at virtual ca-| of a protracted coal mine stoppage, 
cars to be sold in order to break To simply set up expense budgets of the year, according to Harry J. pacity. plants report that such a contin- 
even. But who wants to just break |4"4 cost budgets and not check | i457 167 general manager of Pon-| Assuming a comparatively peace-|ency could only have long-term 
even? them is just a waste of time and ing Wieter dietaen ful labor front for the last nine| implications. Both steel mills and 

Before the war Geel tion- | money. Also, I would recommend 3 ; working days in this month, June | 4uto plants have record coal stocks 
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- divi- ally did just a little better than | ness be budgeted and controlled on|an 8,000-mile tour of 11 western 502,500 and 100,600 trucks for| Despite the likelihood of a 3,000,- 

il break even; they averaged slight- i states during which he met with ’ oe ' : -pl 
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local ly under a net profit of 1.5 per- |total business. The new-car and|hundreds of Pontiac dealers in ah c th U S. plants |°>Servers caution against predic- 
yf its cent of total sales, which meant | truck department managers should|small communities, cities and The last time that U. a 1 tions that last-half 1949 production 
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vision and some showed a net profit of |<ajes to produce a fixed amount |companied by L. W. Ward, general| in one month was in May, 1929, s ¢ & 

a few better than 1.5 percent of total | of gross profit, and each and every | Sales manager; Harley Earl, Gen-| when 636,250 units were built. It IS MORE likely, they say, that 

e city — — oe Soore Coe expense home required to ot thie no, Cher ae Galea = succeeding months will see truck 
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to be years they have averaged a net - be| Ported. “Dealers everywhere—an . truck output. 

store | profit of total sales between 10 wat . a es mae we met with a complete cross-| TROY, N. Y.—Fifteen hundred Although through last week U. S. 
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ce gross profit on new cars and 4| off to the new-car department the |f0F More cars. leaders will meet at Rensselaer (compared with 670,164 in same 

y and gross profit on used cars equivalent | ycseg-car overallowances and the “We were unable to detect signs | polytechnic institute, beginning to-| 1948 period) so far this year, gen- 

year, to or better than the amount of expense of handling these used|0f a slackening of demand for our day (June 20), for a five-day sym- eral opinion is that the year will 

nanu- gross profit on new cars. In the/cars on new cars should also be| cars in either farming communities posium on the future of engineer-|end with the total slightly under 
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am penses made very little difference |tryck departments. ventories are in good shape and| The convention speaker's roster| The outlook is that the market 
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aime or effort required to sell them. The and so much volume of labor per|#"d_ the eight-cylinder models is C. H. Greenewalt, president of E. I. | duction is Said to present a much 
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BINDER for 
Automotive News 


ANSWERING many requests from our 
readers for a semi-permanent binder to 
retain this publication for ready--reference. 


Only recently have we been able to secure 
a quality binder which will stand the gaff 
and which we can recommend. This binder 
is covered with black Levant leather cloth, 
stiff sides, holds 26 issues of Automotive 


Klingler said. 


versity of Cincinnati, and others. 





* * * 


Hic# third-quarter car produc- 

tion, barring labor trouble, 
seems assured. But during the 
third-quarter there will be anxious 
and careful watching of fourth- 
quarter sales prospects. 

That the auto industry is far 
from being desperate for steel 
supplies, and is making few if 
any commitments beyond esti- 
mated third-quarter production 
needs, was pointed up last week 
by the fact that steel operations 
declined to the lowest point of 
the year. 

Steel output dropped to 86.7 per- 


ase aad News in removable metal blades. Price $7.50 cent of capacity, a decline of 2.4 

ae postpaid to our a BISMARCK DEALER'S ANNUAL PARTY—Earle Tucker {front ‘3M: back to microphone), percent from the previous week, 
BOO i . DO. ‘ e i i 

aap are AUTOMOTIVE NE \ S DEPT. DETROIT 26 pon A and anf ier healers. ‘Mare than 300 attended. Gan. FG Asndaht (facing and the ninth week in a row to 





ucker) was among the quests. 


show a decline. 
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Expect No Deep Recession .. . 





Sloan, Wilson Call 
Prospects Still Good 


(Continued from Page 1) 


that no deep depression is justified 
by present conditions, revealed 
that GM has 1,000,000 cars and 
trucks scheduled for production 
during June, July, August and 
September. 

If there is a steel strike in 
July, he said, GM’s schedules for 
September would necessarily 
have to be cut. In event of a coal 
strike, however, the corporation 
would be able to complete its 
September schedules as planned 
since coal supplies are near rec- 
ord highs. 

Wilson drew cheers from the 
dealers when he declared that GM 
will slow down 1949-model runs ear- 
lier than planned if necessary, so 
that dealers would not be forced to 


That Carload! 


Addressing 400 dealers in De- 
troit last week, GM President 
C. E. Wilson said he expects one 
of his vice-presidents to walk 
quietly into his office any day 
now and announce: 

“We've just shipped that car- 
load, Mr. Wilson.” 

“What carload?” Wilson will 
ask. 

“That carload that ends the 
scarcity of cars and starts a sur- 
plus.” 





clean up heavy stocks of old mod- 
els during the winter months. It 
was assumed that the 1950 models 
might be brought out earlier if 
sales dictate, even though GM cur- 
rently is considering another New 
York City show in mid-January. 
* * +o 


T= BANQUET in Detroit’s Ho- 
tel Statler drew 600 persons, in- 
cluding around 100 top officials of 
GM. The dinner climaxed a two- 
day session of dealers who have 
received financial aid from Motors 
Holding division in its first 20 
years. 

Of the 450 alumni dealers, 382 
were able to attend the Detroit 
session. 


Irv Walls, Dallas Pontiac deal- 
er and co-chairman of the affair 
with Win Stephens, Minneapolis- 
St. Paul Buick dealer, was toast- 
master at the banquet. He re- 
vealed that, whereas the 216 
Chevrolet alumni dealers com- 
prise only 3.4 percent of Chev- 
rolet’s total dealers, they sell 
about 11 percent of the division’s 
vehicles. 

The 41 Pontiac alumni, compris- 
ing 4.1 percent of that division’s 
total dealers, sell 5 percent of the 
Pontiac cars. Oldsmobile alumni— 
59—are only 1.6 percent of the total 
Oldsmobile dealers but sell 9.5 per- 
cent of that division’s cars. Buick 
alumni, forming only 2.9 percent 
of that division’s total dealers, dis- 
pose of 12 percent of Buick’s cars, 
Walls declared. 

7 ” . 

ON ALLEN, New York Chev- 

rolet dealer, presented Sloan 

with a scroll, “for his wisdom, 
foresight and friendly faith in us 
. .. for his invaluable help 
through the years.” Stephens pre- 
sented a similar testimonial to 
Brown, “for his unswerving loyalty 
and understanding cooperation at 
all times.” 

Sloan, in accepting the scroll, 
said: 

“It has always been—and will 
continue to be—a prime objec- 
tive of General Motors to be as- 
sured of proper dealer represen- 
tation. In that objective, the 
Motors Holding division has had 
its part. I commend its officers 
for the job that has been done. 

“The financial participation of 
Motors Holding has _ contributed 
importantly to the objective, by 
making it possible for men other- 
wise qualified to serve our custom- 
ers as dealers. It is an outstanding 
example of the free enterprise sys- 
tem in practical operation. It has 
succeeded simply because it has 
benefited the public as a whole.” 

. om o 

UR members of the alumni 

addressed an afternoon business 


























session on current problems facing 
dealers. 

Opening the session was George 
Reade of De Anza Chevrolet, Inc., 
Riverside, Calif., who spoke on the 
“Value of Good Parts Merchandis- 
ing.” He warned dealers that com- 
petitive times ahead mean that 
“parts managers will have to be 
real managers and merchandisers.” 

He advised his listeners to 
“check their parts setup” against 
the best-run parts operation, of 
any nature, in their territory. 

Floyd Akers of Capital Cadillac 
Co., Washington, delivered an ad- 
dress on business management 
practices, entitled “Get the Facts.” 

He stressed the value of operat- 
ing controls and demonstrated with 
charts the various control sheets 
used in his operation. He also 
pointed out the value of regular 
meetings. In his dealership, sales 
meetings are held each morning 
while there is a service complaint 
meeting once each week and a de- 
partment head meeting every 10 


days. 
* * + 


Sas Responsibility of a GM 
Quality Dealer” was the topic 
of E. L. Du Bois of City Chevrolet 
Sales, Ltd., Hamilton, Ont. 

Final speaker was Ralph E. 
Perry of Perry Motor Co. (Pon- 
tiac), Kansas City, Kans., whose 
topic was “Merchandising Used 
Cars.” 

Speakers were introduced hy 
Walls, who drew lusty applause 
when he remarked that he “would 
like to see General Motors change 
their pricing system a ‘little bit” 
with regard to parts discounts. 

A committee of three dealers wus 
named to study the possibility of 
making the “alumni” group a per- 
manent organization. 








Kindly Acknowledge 


Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
Us maintain the present high regard 
which this department enjoys. 


AUTOMOTIVE NEWS 





HELP WANTED 


SERVICE MANAGER WANTED for Chev- 
rolet dealership at Eugene, the home of 
University of Oregon. Good fishing and 
hunting. Must be capable of taking com- 
plete charge of a shop employing thirty- 
five men. Write, giving a history of 
yourself and past employment since 1940, 
Include a recent snapshot of yourself. 
Salary open. If requested, application 
heid confidential. Box 3145, c/o Auto- 
motive News. Detroit 26. 


AN UNUSUAL OPPORTUNITY. A large 
manufacturer of motor trucks, operating 
nationally, will employ on a salary and 
commission basis a man with sales ex- 
perience and some mechanical knowledge 
(preferably Diesel engine) to sell replace- 
ment gasoline and Diesel engines to truck 
operators in the Chicago area. The man 
selected will be given the required addi- 
tional training. Please furnish complete 
details of your previous experience, par- 
ticularly sales experience and mechanical 
knowledge. Box 3144, c/o Automotive 
News, Detroit 26. 


MECHANICS, Must be competent, sober, 
industrious. Salary or 50-50, Coolest, 
best lighted, newest, most modernly 
equipped shop in southwest. Delightful, 
sunny climate, altitude 3,750 feet. Liv- 
ing moderate. Address Earl Moreau, 
Service Manager, El Paso Motor Com- 
pany, Kaiser-Frazer Distributors, 1300- 
1324 Texas Street, El Paso, Texas. 





WANTED 


EXPERIENCED SALESMEN 


. to call on NEW car dealers for nation- 
ally known manufacturer of complete line of 
automobile seat covers. Choice territories 
available. 15% straight commission. Send 
qualifications and references to Box 3150, c/o 
Automotive News, Detroit 26. 





SALESMAN WANTED. Sales position 
available with nationally known AAA-1 
automotive parts concern for capable, ex- 
perienced salesman to cover established 
accounts. Sales potential is especially 
high. Unlimited income based on com- 
missions, Salary and drawing account 
during training period, Age limit, 25 to 
40. Car necessary, Write full qualifica- 
tions to P. O. Box 1128, Cleveland 3, O. 


TRUCK SALES MANAGER—Must have 
successful retail truck sales experience. 
Large midwestern dealer handling 400 to 
500 trucks yearly; % to 2-ton models. 
Capable producer can make big money. 
Give detail references. Replies confiden- 
tial. Box 3152, c/o Automotive News, 
Detroit 26. 




























HELP WANTED 


WANTED—Salesman, now calling on new 
car dealers in Ohio, to handle a fast- 
moving. well established new car acces- 
sory. We need men in all parts of Ohio. 
Protected territory. Commission paid on 
all sales. Box 3168, c/o Automotive 
News, Detroit 26. 


WANTED—Used car merchandising field 
representative. Man with extensive ex- 
perience in managing used car sales and 
capable of organizing and directing deal- 
ers’ used car activities. Must be free to 
travel. Box 3151, c/o Automotive News, 
Detroit 26. 





POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates, namely: 7!/. cents per word for one 
insertion or two insertions of the same 
copy at 12'/, cents per word. Cash in 
advance. 










GENERAL MANAGER—Over 20 years’ ex- 
perience all phases dealer operation; 12 
years Chevrolet wholesale; 5 years pre- 
war manager large city Chevrolet dealer; 


4 years dealer. Profitable volume pro- 
ducer, Prefer locate midwest or south- 
west with dealer who has retired or con- 
templates retiring near future with no 
relatives to take over. Like to perma- 
nently locate town 50,000-200,000 with 
300-800 car contract. Married; two chil- 
dren; age 41. Best of references. Box 
3162, c/o Automotive News, Detroit 26. 


GENERAL MANAGER—Volume operator, 
age 37, good organizer with successful 
buyers’ market record managing large 
General Motors dealership. Married, good 
habits, excellent references, factory ap- 
proval and maximum operating results 
assured. Financially able to buy part 
interest. Replies will be held strictly 
confidential. Box 3160, c/o Automotive 
News, Detroit 26. 


GENERAL MANAGER, Strong background 
prewar and present day merchandising of 
new and used cars and trucks. Capable, 
trustworthy, financially responsible. I can 
assume full management for active or 
inactive ownership. Box 3146, c/o Auto- 
motive News, Detroit 26. 


A BONDABLE, cooperative 40 - year - old 
Scotch-Irish used car manager, with 15 
years’ topnotch G.M. and used car ex- 
perience, desires connection with aggres- 
sive new car dealer to set up new or 
reorganize present used car department 


to full capacity. Replies confidential. 
Box 3177, c/o Automotive News, De- 
troit 26. 


GENERAL MANAGER. 20 years’ experi- 
ence in all phases of dealer operations. 
Well posted on used car market, both 
wholesale and retail; can hire and super- 
vise sales organization. At present con- 
nected in same capacity with Chrysler- 
Plymouth dealer in Chicago. Available 
July ist, 1949. Box 3153, c/o Automo- 
tive News, Detroit 26. 
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GENERAL MANAGER AVAILABLE. 
years’ experience, including salesmanager 
Ford dealer, used car dealer, Lincoin- 
Mercury dealer and distributor. Avail- 
able immediately. Forty years old. Box 
3154, c/o Automotive News, Detroit 26. 


SALES MANAGER. Ex-Ford dealer, fa- 
miliar with all phases automobile busi- 
ness. Can take complete charge. Forty- 
one years old, 19 years’ experience. Box 
3155, c/o Automotive News, Detroit 26. 


SALES MANAGER. 39 years old, mar- 
ried, sober, neat, very conscientious and 
honest. 12 years’ experience Chevrolet 
and Oldsmobile. Specialist in modern 
merchandising and sales training. Desire 
opportunity to develop quality sales force. 
Box 3169, c/o Automotive News, De- 
troit 26. 


TRANSPORTATION MAN AVAILABLE, 
extensive experience, operations, develop- 
ing and economic research, domestic and 
foreign. Desire to associate with auto- 
motive manufacturer, doing export busi- 
ness Europe and South America. Have 
ideas for new approach to increase for- 
eign sales. Box 3170, c/o Automotive 
News, Detroit 26. 


ASSISTANT SERVICE MANAGER, Young 
married man, ambitious, good person- 
ality, qualifying experience. Eligible for 
GI on-the-job training. P, O. Box 414, 
Johnson City, Tennessee. 


GENERAL MANAGER or SALES MAN- 
AGER. Fifteen years’ experience in all 
phases of dealer operation. Trained in 
prewar competitive market. Can hire and 
train a sales force. Looking for con- 
nection with dealership that wants vol- 
ume operation. Can furnish bank, finance 
company and manufacturer references. 
Box 3171, c/o Automotive News, De- 
troit 26. 


GENERAL MANAGER.—13 years’ experi- 
ence in all phases automotive business 
including retail sales and sales manage- 
ment, largely Chrysler products, Desire 
location —- Rocky Mountains or Pacific 
Northwest, Prefer city 5,000 to 25,000 
population. Age 43, married, good ref- 
erences, Would consider sales e- 
ment. Box 3164, c/o Automotive News, 
Detroit 26. 


SERVICE MANAGER.— 25 years’ experi- 
ence with large volume Ford and Chev- 
rolet dealers. Thorough knowledge of all 
phases service department, Excellent ref- 
erences. Box 3163, c/o Automotive News, 
Detroit 26. 


GENERAL MANAGER - OFFICE MAN- 
AGER, thoroughly experienced automo- 
bile man. 12 years Chevrolet, 2 years 
Buick, 3 years Dodge-Plymouth. Age 43. 
Immediately available. Bruce Schaeffer, 
7715 E. 55th, Kansas City, Missouri. 
Phone Wabash 9073N12, 


















CLASSIFIED WANT AD DEPARTMENT 





DEALERSHIP WANTED 


DEALERSHIP WANTED in or near North- 
western Ohio. Reasonably sure of quali- 
fying with factory. Prefer contract under 
300 cars. Would consider purchasing part 
interest with services. Replies treated 
with strict confidence. Box 3156, c/o 
Automotive News, Detroit 26. 


DEALERSHIP FOR SALE 


NEW CAR DEALERSHIP in central South- 
ern Michigan town of 12,000 handling one 
of ‘‘Big Three’’ and popular farm imple- 
ment line. Modern new building and 
service department. Did gross business 
of $225.000 in 1948, Net $30,000. Will 
sell for building cost, plus inventory. 
Buyer must have factory approval. Box 
3173, c/o Automotive News, Detroit 26. 





















































WELL ESTABLISHED 100-car dealership, 
handling one of the most popular cars 
of today. Large territory, good rural 
section, city of 14,000, good manufactur- 
ing town. Located in Michigan. Good 
lease on building. Large lot. Priced to 
sell. Write Box 3174, c/o Automotive 
News, Detroit 26. 


SELLING OUT NOW 
A Lincoln-Mercury Dealer for Thirteen Years. 
Complete liquidation of gai any 
New Cars, Used Cars (if you want them). 
Complete parts room, complete service 
department. Complete body shop, office 
furniture and equipment. 
Unit sales preferred, at a price. 


JAY V. McINNES, INC. 
201-217 McKinley Ave., N. W. 
CANTON, OHIO 

WEST TEXAS DEALERSHIP: Oil, farm- 
ing, ranching country, population 10,000 
(now handling Buick). 40x20’ brick, 
plate glass front. 40x84’ service and 
parts, Frame stucco building less than 
3 years old, two 50x126’ lots. Approxi- 
mately $8,000 parts; $4,000 parts bins— 
office fixtures; $3,500 shop equipment; 
$15,000 building and lots, Will sell parts, 
equipment at cost, long term building 
lease or all for $30,000. Box 3166, c/o 

Automotive News, Detroit 26. 


NEW CAR DEALERSHIP. Northern In- 
diana. One of the ‘‘Big Three.’’ Four 
counties, modern building, beautiful 
showroom, reasonable rental, fine equip- 
ped service and parts department. Terms, 
$40,000 down. Midwest Business Ex- 
change, 204 Standard Building, Fort 
Wayne, Indiana. 


FOR SALE: Dealership now handling Ford- 
Mercury, established years, in the 
heart of the Rockies, in Western Wy- 
oming. Dairy, stock cattle and sheep 
principal industry. Home of famous 
‘Star Valley Swiss Cheese.’’ Ideal spot 
for someone who loves the great out- 
doors. Best fishing in the state and all 
big game within 15 miles of our city. 
Reason for selling, poor health. Box 
3157, c/o Automotive News, Detroit 26. 


OLD ESTABLISHED NEW CAR DEAL- 
ERSHIP (now handling Oldsmobile and 
GM truck). Location near Kansas City, 
rich farming and mining center. Over 
100-car contract—purchase of building 
optional. Reason for selling, health. Must 
qualify with factory. Box 3159, c/o Au- 
tomotive News, Detroit 26. 





DEALERSHIP. Old established line with 
excellent following, in prosperous South- 
ern California community of 100,000. 
Finest climate. 1948 profit $62,000. Pur- 
chaser should have $25,000 or more. 
Owner retiring but will lease entire setup 
including some equipment. Answer Box 
3158, c/o Automotive News, Detroit 26. 


BUSINESS FOR SALE 


SMALL, ESTABLISHED automotive ma- 
chine shop and piston ring distributorship 
in the largest city in the south. Product 
nationally advertised. Sunnen, Sioux and 
Van Norman equipment. Gross sales 
1948—$17,000. Reasonable. Apply Grant 
Piston Ring Sales, 2710 Whitney Street, 
Houston 6, Texas. 


ULTRA-MODERN SHOWROOM, body and 
repair shop, service station, triangular 
plot, 250 feet on superhighway; can sell 
250,000 gallons annually. Price $35,000, 
terms. Inventory at cost. Smitty’s, 
Highway No. 6, Rockaway, N. J. Rock- 
away 9-0067. 


BUSINESS OPPORTUNITIES 


RED HOT AUTO AGENCY—Central Okla- 
homa. County seat town. Population 
4,000. Oil, farming community. Fine 
75 x 140 brick building. Complete service 
station, paint, body shop, tires, acces- 
sories, farm implements. Grossing $140,- 
000 annually, net over $13,000 a year. 
Priced at $47,500 including property. 
Terms. Knapton Business Brokers, 226 
Oklahoma Natural Gas Building, Okla- 
homa City, Oklahoma. 


SOUND BUSINESS OPPORTUNITY. Lo- 
cated in leading city of South Central 
Illinois, representing a popular make of 
automobile (no trucks). Low investment 
—good returns. City supported by indus- 
try, oil, coal and agriculture. Short 
term lease with option for renewal. Box 
3167, c/o Automotive News, Detroit 26. 





WELL-ESTABLISHED USED CAR BUSINESS 
FOR SALE 
Selling an average of thirty to forty cars 


@ month. uip) to handle repairing 
and inting. All inquiries strictly con- 
fidential. Price, reasonable. Located in 
Eastern Pennsylvania. 
Box 316! 
c/o Automotive News 
Detroit 26 
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DISTRIBUTORS 


Now Calling On Car Dealers! 925 FC 
Excellent side-line item with big repeat runnil 
sale. Our Nationally Advertis Pro-Tex vertis 
Tool Pouch is in demand from coast-to- age S 





coast. Holds every tool including bumper 
Choice territories and attractive 


jack. 
proposition. 


Write for Details Today! —— 
Consumers Specialty Mfg. | | 22:50: 
Ebens 


NEW 


Company 





REE 


11800 Jos. Campau, Hamtramck, Mich. model 
from 
cost. 

sieilentnatiintiiitieeieae ee, 
MANUFACTURERS REPRESENTATIVE ET 
MANUFACTURER—If you are a manu- | 6702, 


facturing supplier to the automotive, 
aviation or refrigeration industry and 
desire competent and experienced repre- 
sentation at Wright Field and in Dayton, 
Ohio, and surrounding cities, the writer 
would appreciate the opportunity of per- 
sonal discussion and contact. Box 3172, 
c/o Automotive News, Detroit 26. 


AN OLD ESTABLISHED MANUFAC- 


cost, 
Ohio. 











NEW 


TURER of popular priced automobiles 19. 
wants one or two additional experienced 

representatives to assist in covering the | CHEV 
Eastern United States. Must be able to Al 


hold existing established dealer accounts 
and develop new ones. Only experienced 
factory sales representatives of proven 
ability will be considered. In first in- 
stance mail full details of past experi- 
ence, present position, territories you 
have covered and salary expected to Box 
3165, c/o Automotive News, Detroit 26. 


NEW CARS WANTED 


WANTED. 50 new cars for Florida Rental 
Service. Must be new General Motors, 
Chrysler, Ford or Studebaker. All trans- 
actions strictly confidential. We trans- 
port. Write, stating prices. Box 3175, 
c/o Automotive News, Detroit 26. 


WANTED AT ONCE! 25 English Ford 
units. Will pay top dollar, Write, call 
or see Gene Pierpont, Hull-Dobbs, Inc., 
1017 Kenmore Bivd., Akron, Ohio. Phone 
SHerwood 1186. 








USED CARS FOR SALE 


Philadelphia's 
DEALER AUCTION 
EVERY TUESDAY ...11 AM. 


Harry D. Gilbert 


Automobile Auctioneers 


5600 N. Broad St. Phila., Pa. 





T 


oF 
PLENTY OF CARS AND BUYERS 
WEEKLY PRICES MAILED ON REQUEST 
7 


Tel. Livingstone 8-3000 





Ol 


LARGEST PENNSYLVANIA 


AUTO AUCTION 


EVERY FRIDAY NOON 
In the Heart of Lancaster County | 


LOW MILEAGE, CLEAN CARS a 
FOR DEALERS ONLY ee 
i ' 
Located 6 miles North of Lancaster, Pa or 4,0 
MANHEIM AUTO SALES 
& AUCTION, INC. 25 
550 


Phone 202-W4 





AUTOMOBILE 
AUCTION 


28 MILES FROM CHICAGO LOOP 
Y_ Mile East of Illinois State Line 
On Route 30 


EVERY FRIDAY... 11 A.M. 
175-Car Average 
Year's Percentage Sold Above 63% 
Dealers Buy - - - Dealers Sell 


GEO. LAWSON—Owners—BUD FENNEMA 
DUTCH STUART, Auctioneer 


Dyer Auto Auction 


Phone 4111-4051 DYER, IND. 


Res.: Lansing, Ili. 730 and 
Lansing, Ill. 107R 
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CARS FOR SALE 


| 


PARTS FOR SALE 











KEN SCHAEFER'S 
The Only Indiana 
AUTO AUCTION 


In Continuous Operation Since 1943 
EVERY THURSDAY 
lers Meet at the Cross-Roads of America 


INDIANAPOLIS, INDIANA 
Col. R. V. Martin, Auctioneer 


5 N. Illinois St. Phone Lincoln 5383 


AUTO AUCTION 


TIM ANSPACH 
Albany, N. Y. 
(For Dealers Only) 


EVERY MONDAY... 12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A 














ANTIQUE CARS FOR SALE 
925 FORD MODEL “‘T’’ coupe, excellent 
running condition. Wonderful car for ad- 
vertising. Kinch & Moss, Inc., 842 Port- 
age Street, Kalamazoo, Michigan. 

‘BUSES FOR SALE emt 

NEW CHEVROLET 48-passenger school 
buses. Hicks or Superior bodies. Below 
dealer cost. Five good used buses, 48- 
and 60-passenger. 1939-1946 models. Very 
reasonable. Park Chevrolet Company, 
Ebensburg, Pennsylvania. Phone 233. 
REE—1947 Chevrolet school bus chassis, 
model 6702—199” wheelbase. Delivered 
from factory 1948. Below dealer's 
cost. Midtown Chevrolet Co, Marion, 
Ohio. Phone 2382. 


DNE—1947 Chevrolet school bus, model 
6702, 


with Superior 48-passenger body. 
Manufactured in 1948, Below dealer's 
cost, Midtown Chevrolet Co., Marion, 
Ohio. Phone 2382. 

~ TRUCKS FOR SALE 


ONE or FIFTY 
NEW TWO-TON TRUCKS 


1948 Conventional Model Cabs 


CHEVROLET, DODGE, FORD, G. M. C. 
All with 2-speed axles, 8.25 duals. 
Located in Midwest 
Owned by Fleet Operator 
Priced for Sale to Dealers 


BOX 3176 
c/o Automotive News, 
Detroit 26. 








in 





12740 GRATIOT AVE. 





Indiana. 





“CLOSEOUT SALE 


DISTRIBUTOR COST 
NEW WHITE TRUCKS 


2 Dump chassis—model WB22—148” W.B. 
—radius rods. 

| Tractor chassis — model WB28T — I41” 
W.B.—air brakes—11:00x22 tires. 

| New Federal—model 16M, 167” W.B., 
8:25x20 tires. 

USED EQUIPMENT 

| 1946 Reo—3rd axie—model 198. 

| 1945 Ford freight tractor, Thornton axle, 
10:00x20 tires—air and vacuum brakes. 

| 1941 Mack EH—I 1941 White WA 20. 

| Truck Crane P & H model 203 A. 


NO REASONABLE OFFER REFUSED 


Mosher Auto Sales 


Adams Road Watertown, New York 
Telephones: _5473- W-l — 4713-W-I 





PARTS WANTED 





RIGHT FRONT FENDER—1941 Buick 468, | 


advise. McMonigle Chevrolet, Pomeroy, 


Washington. 
PARTS FOR SALE 


WHOLESALE PONTIAC PARTS, 
stocks of hard-to-get parts, body and 
fender parts for all models, Fast serv- 
ice, liberal discount. Walter H, Schultz 
Pontiac, 16-20 Passaic St., Trenton 8, 
New Jersey. 


LARGE STOCK PARTS, new and used, for 
army type vehicles, Luther A. Smith 
Auto Parts Company, P.O. Box 1004, 
Jackson, Mississippi. Phone 2-1218, 


PONTIAC 


GENUINE PARTS 


AT 


Wholesale 














One of Midwest's Largest Parts Inventories | 


Prompt Shipment on Mail or 
Telephone Orders 


FISHER PONTIAC CO. 


LA. 7-5000 











OLDSMOBILE PARTS 


We Carry the Largest Stock of Slow-Moving 
Parts in the U.S.A. 


UP TO 40% DISCOUNT 


FAST OR SLOW MOVING, WE HAVE THEM IN STOCK. 
ORDER TODAY BY WIRE, PHONE OR MAIL 


TREVELLYAN OLDSMOBILE, INC. 


315 South Capitol 


Phone 2-1127 


LANSING 25, MICHIGAN 





OLDSMOBILE HYDRA-MATIC 
TRANSMISSION EXCHANGE 


Any Model, $95.00 


IMMEDIATE SHIPMENT 


GUARANTEED PERFORMANCE 


Now you can handle any Hydra-Matic job yourself, without trouble and without loss 


of time. 


Just ship the faulty transmission to Hollingshead. 


A completely recondi- 


tioned unit will be shipped you the same day—all worn or damaged parts replaced 
with new GM parts—run-in and block tested—performance guaranteed for 90 days 
or 4,000 miles, equal to that of a new transmission. 


Write, wire or phone today for complete details. 


HOLLINGSHEAD MOTORS CO. 


2550 SO. MICHIGAN AVE. 


Telephone: CAlumet 5-2000 


CHICAGO 16, ILL. 


AUTHORIZED OLDSMOBILE DEALER 


HORSEHEADS, N.Y. 
EVERY FRIDAY 


DANVILLE, PA. 
EVERY WEDNESDAY 


THESE TWO AUTO AUCTIONS LEAD THE WAY 
FOR QUICK ACTION! 


YOU WILL ALWAYS FIND PLENTY OF MERCHANDISE 
AT BOTH AUCTIONS 


- DEALERS ONLY - - - 


Horseheads, N. Y., 
Elmira, N. a on three railroads an 


is located adjacent to 
airlines. 


Danville, Pa., is 75 miles North 
of Harrisburg, Pa. 


FREE TRANSPORTATION FROM TRAINS AND AIRPORTS AT ALL TIMES 
Inside Sales Pavilions with Modern Restaurants 
RONALD D. WEST, Owner - - - TEX RICKARD, Auctioneer 


large | 


DETROIT 2, MICH. 





USED TRUCKS FOR SALE 
OR SALE: 1948 two-tone green Chevrolet | 1948 F8 WRECKER with Holmes body and | 
suburban carry-all, 15,600 mileage. $1,- heavy-duty crane. All equipped for | 
450. H. & H, Motor Company, Sanders- wrecker service. 1,500 miles. Big saving. | 
ville, Georgia. Grant T. Munson, Inc., Fort Wayne, | 


| 
| 
| 
| 


| 3431 N. 


| 


| "HOT ROD" 





OLDSMOBILE 


AND ALL GENERAL MOTORS 
PARTS AT WHOLESALE 
$100,000 INVENTORY 
LIBERAL DISCOUNTS 


Hoods Core Supports 
Grilles Hydramatic Parts 
Hub Caps Shock Absorbers 
Fenders Distributors 
Gas Tanks Carburetors 
Trunk Lids Steering Wheels 
Fuel Pumps Clutch Parts 
And Many Other Items 
Orders Filled Same Day Received 


SELMI MOTORS, INC. 
LARGEST OLDSMOBILE PARTS 
DEPOT IN EAST 


15th St. Philadelphia, Pa. 
Tel. Baldwin 9-0352 and 9-7295 











“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS" 


Wholesalers: We Are Quantity 
Shippers . . . Same Day Service 
On Mail Orders and Inquiries. 


All Shipments on C.O.D. Basis 


ROBERTSON BUICK CO. 


“EDGE OF THE LOOP" 
1000 S. Wabash Phone WAbash 1030 
CHICAGO 5, ILL. 


_ AIRPLANES FOR SALE 
STINSON VOYAGER 150, 


never damaged. Will sell for best offer. 
S. Sam Sorbello, Inc., 
way, Fulton, New York. 


MISC E LLANEOU 1s 
about building roadsters, 
etc. Sample copy, 25c; $3.00 yearly. 
Hot Rod, 7164 Melrose, Hollywood, Calif. 
Dept. AN. 


We Own the World Distribution 


Rights of ) 
UNRIVALLED MOTORCYCLE-ACCESSORIES 
and 


We Seek Connections with Wholesale- 
for U.S.A. 


Express Replies to 


SUPRA-TECHNIK A. G. 


Vaduz-Lichtenstein — Switzerland 


NOTICE 


This is to advise that |, the undersigned, 
am no longer connected in any manner 


with the Midwest Auto Auction Co., 7Ist 


and Wabash Avenues, Chicago. 


COL. CARL MARKER, Auctioneer 
Fort Wayne, Indiana 


Tow Bar Sales Company 
Direct Factory Distributors 
100 So. CLINTON ST. CHICAGO 6, ILL. 
DE 2-0700 - AN 3-8888 - DO 3-8373 


ENGINE REBUILDING — Crankshaft 
grinding and _  metalizing. John P. 
Hughes Motor Co., Inc., 300 Commerce 
St., Lynchburg, Virginia. 





TIRES 


Slight Blemishes—New 
Only Serial Number Buffed 


SIZE WHITE 
550x17 
600x16 
650x16 
700x16 
650x15 


700x15 


BLACK 
7.10 
6.85 
8.55 
9.75 
8.00 
8.50 
PLUS TAX 


8.76 
9.70 
itaeo 
8.75 
o79 


New Blemished Tubes to Fit 
75c plus tax 


Net C.0.D.—F.O.B. Cleveland, Ohio 


10% Deposit Required 


Carson Tire & Battery Co. 


4532 Lorain Street 
CLEVELAND, OHIO 





BUICK PARTS _ 





see new 


September, 1947. f hangared, 
waxed; licensed to,May, 1950. Total | 
time, 83 hours. Used by owner only, 


200 East Broad- | 


-the only monthly magazine | 
streamliners, | 





Importers to Take Over the Sole Agency 
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AUTOMOTIVE NEWS, JUNE 20, 1949 


| 

















FINAL CLOSE-OUT 
APPROXIMATELY 300,000 
GENUINE FIRESTONE SPARK PLUGS 


13Y cents F.O.B. Knoxville, Tenn. 
These are FIRST LINE PLUGS, retailing regularly for 65¢ ea. 
(Government Surplus) 


Plug Is Brand New!!! 


e Every 


° very Plug Officially Branded ''Firestone" 
on Porcelain. 

© Every Plug Sealed in Original Government 
Waterproof Individual Box!!! 


SIZE: F40—14 Millimeter 
Equivalent to the following: 
Champion J8 J9 HIO JAII 
AC 42-43 Com-44-44 Com-45-45 
Autolite A3 AH4 AS5 Plus 5 
MEDIUM HEAT RANGE 
For Use in 95% of All Cars and Trucks on the Road. 
10 PLUGS TO CARTON — 320 TO BOX 
ORDER all you need NOWI!I 


SUBJECT TO PRIOR SALE 
WRITE, PHONE 4-1426 OR WIRE 


Knoxville Truck Sales, Inc. 


601 E. Depot St. : Knoxville, Tennessee 





ATTENTION! 
USED CAR DEALERS 


300 — '48 FORDS t 
5 00°° each 


COMMERCIAL CARS 
2 doors — 4 doors 
Your Pick of the Lot at Above Price 
Transports Available — Anywhere in U.S.A. 
WRITE — WIRE — OR PHONE 
Open Daily 9 P.M. — Sundays 'til 6 P.M. 


SAFETY MOTORS 


CHICAGO'S FASTEST GROWING FORD DEALER 
2300 W. 63rd STREET CHICAGO, ILL. Phone Grovehill 6-6000 


stone ft 








Maney Motor Co. Auto Auction 


DEALERS ONLY 
Sales Start at 12:00 Noon (C.S.T.) 
Weekly Prices Mailed on Request 
Every Thursday 
MURFREESBORO, TENN. HUNTSVILLE, ALA. 
Phone 111 Phone 3188XJ 
Member: NATIONAL AUTO AUCTION PROTECTIVE ASSOCIATION, INC. 


Every Friday 





WE'LL BUY KAISERS - - FRAZERS 


ANYWHERE IN U.S.A. 
New or Used—47-48-49. 
Phone or Wire Collect — Ask for Richard 


DEGNAN MOTORS 


“Los Angeles Leading K-F Dealer"’ 
3401 W. 43rd STREET - LOS ANGELES 43, CALIFORNIA 
(Clip this adv. for future reference) 
Phone AXminister 5253 








‘NEW SUBSCRIPTION ORDER 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [[] 
for which check is attached [_] or send bill [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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TRADE CONNECTION: | 

Car Dealer [] Truck Dealer [] Manufacturer [] | 
Jobber [1] Insurance [] Financial [) Supplier 1 
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She should see the style to which you can become accustomed! 
A modern car—with seat covers of LUMITE. That's really 
riding in luxury! For LUMITE Woven Saran Fabric is won- 
drously sleek and smooth. It's utterly comfortable—cooler in 
summer, never clammy in winter. And what that shimmering, 
rich texture does for colors! How gloriously vivid they are in 
those modern, decorator-styled patterns. Best of all, that 
luxury look lasts. For LUMITE is woven of durable saran plastic. 
You'll be sitting pretty for a long time with LUMITE seat covers. 


Automobile Seat Covers of 


i fe LUMITE 


Colors, *Registered Trade-mark woven saran fabrie 


Beautiful FOR FURTHER INFORMATION AND FREE LUMITE FABRIC SAMPLE, WRITE 
LUMITE DIVISION, CHICOPEE MANUFACTURING CORP. 


Patterns OF GEORGIA .. . 47 WORTH ST., NEW YORK 13, N. Y. 


OVERS you CAN BUY 
ite fabric is 
UGHER . - - Lumite Ao 
AMAZINGLY rot or mildew and it’s non-in 
scuff-proot. 
flammable. 
ither Too 
FRESH... "e! 
NT aa battery acid vaca 
clean with soap and water se 
always keeps its glove-snug "+ 


FINEST SEAT © 


d, grease, nor dirt 
rm it. Easy to keeP 
leaning fivid. 


The world's finest seat covers are made of t : STAYS we 
Lumite Woven Saran Fabrics by leading manu- : COMFORTABL 
facturers. They are available at your dealers Fes nn freely. Neve 
and at the better trim shops . . . - ie ee : late 


s’—lets air circu- 


s...t “breathe ‘her nor clammy 


r sticky in hot wee 


in cold. 


Automobile Seat Covers of 


ike the one above go out to 6,000,000 
ners. They help you sell seat covers of . 
he ready for the Holiday crowds. 


{, CHICOPEE MANUFACTURING CORPORATION OF GEORGIA, 47 WORTH STREET, NEW YO! 


woven saran | 








